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HOW IT’S DONE. Page 98 


IT TAKES 


SELLING TO GET A LINE. Page 1.00 


DO ALL SALESMEN 


FIT A PATTERN? Page 104 






The New Look in Buildings’ 


Jefer 85 


Your Profit Is Not Eaten 


Up With Service Calls When 
You Sell A BEAVER . 


® For over 50 years, Beaver has been manufacturing 
dependable pipe and bolt machines for many and 
varied industries. These machines are made with 
kathe-like precision, yet are as rugged as power @ Right-handed operation . . . like a lathe. * All controls 
shovels. They can be depended upon to turn out work ie font... ot Mager Gee. ° Chuck to tho leh tool 
day after day, month after month, year after year... mounting to the right. © All gears run in oil. ° Inverted 
and, with no worrisome layoffs for repairs or adjust- chip-free rack-and-pinion feed. * Full 12-inch open working 
ments. When your customers buy Beaver, they are space. * Heavy-duty 1/8 to 2inch chuck. * Swinging 
assured of a quality product, manufactured by a arm 1/8 to 2-inch reamer. * Oil pump accessible for easy 
dependable, experienced company. That's why we cleaning. * Ring-type adjustable quick-opening die heads— 
say... “Sell a Beaver and forget about it!” no hinge to get fouled with chips. * Choice of ball-bearing 

wheel-and-roller cutoff or automatic cutoff. * Units are 
interchangeable. * Motors available in all types and 
voltages. * Ample power to cut and thread up to 12-inch 
pipe. * Patented outboard pipe rest and sufety switch lock 
* Net weight about 370 pounds. * More than 200 different 

WRITE FOR YOUR BEAVER kinds and sizes of dies available! 

QUICK-REFERENCE CATALOG NOW! 


CHECK THESE AMAZING BEAVER FEATURES! 
The BEAVER Model “A” Pipe and Bolt Machine. 





A quick-reference cata- 
log giving complete infor- 
mation, sizes and prices on 
each Beaver unit. Write for 


sical B E PE ER 


216-300 Dana Ave. * Warren, Ohio, U. S. A. 
“53 Years of Highest Quality” 
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EMPHASIZE careful 
editing and complete ship- 
ment and keep the re 
turned goods problem to a 
minimum. A_ Rochester 
supply house substantiates 
this theory on page 94. 


WASTING TIME is 
something no _ salesman 
can afford to do. A New 
Jersey salesman has found 
that analyzing potentials 
enables him to plan his 
frequency of calls to the 
very best advantage. Page 
106. 


+--+ 


VISIT WITH P.A. be 
gins and ends each call of 
a Denver salesman. In 
between, though, he really 
makes the rounds of the 
plant. Page 82 tells how 
he makes every stop count 


ee 


ABC’s are instrumental in 
making sales for a 21-year 
old Rocky Mount, N. C., 
salesman. For the tie-in 
between the alphabet and 
selling industrial supplies 
and equipment, see page 
102. 


PRONTO is the word for 
this paperwork. A Cleve 
land distributor speeds the 
process by eliminating 
costly typing operations 
Details of the efficiency 
and economy of this sys 
tem are given on page 48) 


ON THE RISE — new 
buildings, that is. An 8- 
page section, beginning on 
page 85, takes you on a 
tour of new industrial 
supply quarters from Ma 
con to Tulsa, up to 
Seattle and back to Nor 
folk by wav of Aurora 


INDIVIDUALISM is the 
keynote for an Elmira 
firm when they are look- 
ing for a salesman. Their 
sales manager does not be 
lieve that all salesmen 
must fit the same pattern. 
He gives his views on 
page 104 


YOU SAID IT—and we thought it was so worthwhile 
that we want to let everybody in on it. We've 
gotten so many letters from distributors lately on 
subjects of interest to the industrial supply field as a 
whole that we’re publishing them, starting on page 

We're interested in all your views—comments and 
criticisms, bouquets and brickbats—so, keep them 


coming 
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You Said It , 7 Supply Sales Trends ‘ News 
How You Can 


On the Market Today 


Talk of the Trade. .. 77 Price Index 
Editorial 81 





Our PLEDGE tor (954... 


To all authorized Holo-Krome Distributors* 


We believe now, as we have always believed, that our distributors 
are not only the life line but the lifeblood of our business. For years 
we have been dedicated to the happy task of making a superior 
product, just as we are now dedicated to providing our distributors 
with a service that is second to none! This is our pledge to you for 1954: 


e We promise to continue to ship all catalog items out of 
stock the same day we receive your order. 


@ We promise to ship your order for specials within 4 weeks, 
or better, of the day we receive your order. 


e And we promise to ship your order for those “impossible 
specials” just as fast as human ingenuity and the most 
skilled hands in the industry can produce them! 


Our entire organization knows of this sincere pledge to you and is 
wholeheartedly in accord. While it is only human to err, we make 
this pledge in the firm belief that we shall not disappoint you. For we 
are determined that our service match the superiority of our products! 


Tf pewter 


*Copy of a wire received by all 
Holo-Krome Distributors, 


HOLO-KROME 
Janvary 1, 1954. Tote @ By SCREWS 


THE HOLO-KROME SCREW CORP. oe HARTFORD 10, CONN., U.S.A. 
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Link-Belt Idlers Comprise Most 
Comprehensive Line in Industry 


The completeness of Link-Belt’s 
Belt Conveyor idler line gives 
its distributors a distinct selling 
advantage. Customers are cont 


} 


dent that from Link-Belt's broad 
range of sizes and types, they 
can get the right idler for any 
requirement. In addition, large 
scale production permits the ex 
tra quality possible with single 
purpose machines. 


Link-Belt builds standard <¢ 
heavy-duty 20° and 45° trough 
ing, impact-cushioning, 
training and flat belt id 
Rolls are available in steel, cast 
iron or rubber tread 


Folder 2487 helps publicize 


these advantages. It’s available 


as a 4-page 814” x 11” folder, 
r as a self-mailer. The whole 
Link-Belt idler story —complete 
selection, engineering extras, 
several photographs of interest- 
ing belt conveyor idler installa- 
tions, stock service and the rest 

is capsuled into a powerful 
Saies message. 





LINK-BELT COMPANY 


Plants in 
apolis + Philadelphia 
ago * Atlanta « Colmar, 
* Houston « Minneapo 
* San Francisco + Los 
ngeles « Seattle 13,423 


in Principal Cities 














Silent Chain Proved Best 
For Many Types of Drives 


Most Plants Are 
Potential Sites 
For Car Spotters 


In addition to their ability to 
easily spot up to six railroad 
cars, the versatility of Link-Bele 
Car Spotters extends to applica 
tions in practically all industries 


For any jol 


» demanding heavy 
pulling from moving trucks 
to dragging loaded skids it 
takes only one man to handle it 


quickly and efficiently 


There are thousands of situ 
ations where car spotters can be 
utilized to profitable advantage 
Book 2092 offers complete ap 
Link-Belt’s com 
plete selection includes portable 
models, with 5 


plication data 


and stationary 
or 10 hp integral or separate 
motors. 


Link-Belt Car Spotter with pul- 


ley arrangement positions box 


cars for flour loading 


In the last year or two, the em- 
phasis placed on silent chain 
high-speed applications has ob 
scured the other types of service 


for which silent 
* Sales 


chain is the 
logical choice. 

Meeting Positive as a 
in Print  zear, flexible as 

a belt — and 

superior to both this highly 
ethcient drive offers unequalled 
pertormance where 


... product demands uniformity. 
Friction belts lose power through 
slippage, resulting in irregular 
ities 


. space is limited. Silent chain 
drives operate over small wheels 
on short centers. They permit 
closely assembled built-in drives 
and compact housings. 


. adverse operating conditions 
affect drives. Silent chain is not 
affected by weather variations 


... quiet operation is desired. 
Precision chain links engage 
wheel teeth with minimum im- 
pact, providing a smooth, quiet 
drive. 


On many other applications, 
particularly at higher hp, Link- 
Belt Silent Chain is lower in 
first cost, lower in upkeep. 


Remember, Link-Bele Silent 
Chain Drives come in stock sizes 
from 14 to 50 hp, are available 
from fractional to thousands of 
hp in ratios from 1:1 to 7:1. 


Table-Top Flexmount Conveyor Demonstration Leads to 50,000 Order 
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At a recent luncheon, a Link- 
Belt representative used a small 
plastic model to demonstrate the 
operating principles of the Flex- 
mount conveyor by conveying a 
spoonful of sugar into a pro- 
spective customer's coffee cup. 
This demonstration “opened the 
door” to a $50,000 order for 
Flexmounts 
These miniatures are in the 
session of all distributors 
sto.k Flexmount. And the 
n-getter can be taken out 
by their salesmen. Com- 
vith the stock selection 
isy installation features, 
vide a “one-two punch” 


roved effectiveness 
t 


; 

Don't forget the other im- 
portant Flexmount advantages— 
space economy, flexibility, posi- 
tive action, uniform flow and 
minimum power requirement. 
Book 2478 gives all the facts, 





for the finest in taps... 


for the finest in cutting tools... 


for quick easy tap selection... 


for all the facts on tapping.. 


THREADWELL TAP & DIE CO. GREENFIELD, MASS. 
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The Cover 


Blueprint for 1954—building is on the 
rise. So much so that we're reporting on 
five supply houses that have moved to 
larger and improved quarters. They're in 
all sections of the country Henry Walke 
in Norfolk, Star Machinery in Seattle, 
Dietz Industrial Supply in Aurora, Mar- 
shall Supply in Tulsa and Corbin Supply 
in Macon. Turn to page 85 for all the 
why’s and wherefore’s. 
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The CLAUSING 
VERTICAL MILLER 


is NOW READY FOR YOU! 


For versatility, accuracy and economy, the new Clausing 
Vertical Milling Machine has more Plus Value features 
than have ever before been available in a miller at or 
near its price! 

It has Versatility Plus! Especially designed for tool room, 
pattern shop and general purpose use, it is actually sev- 
eral machines combined in one. The spindle head can 
be swiveled in a vertical plane and set at any angle, 
and turret rotated in a horizontal plane making it pos- 
sible to mill, drill, bore, ream and shape at all angles, 
with one setup. 

It has Accuracy Plus! The heart of the Clausing Mill is 
its rigid, high precision spindle head. It has 7 bail bear- 
ings — spindle is chrome nickel steel, hardened and 
ground — quill, hardened and ground, has honed bear- 
ing seats — overarm is rigid steel casting, with %” 
thick walls precision ground — drive has 4 ball bearings. 


Quill has micrometer depth control stop and two feeds; rack 
controlled by lever for sensitive feed and gear controlled 
by hand wheel for fine feed. All feed screws have ground 
threads, turn on ball bearings, have large micrometer dials. 


Table surfaces and dovetail ways on table, saddie, knee 
and column are precision ground. 

It has Economy Plus! The Clausing has many features 
that reduce setup and operating costs in both tool room 
and production milling. It's low in initial investment, and 
careful selection of materials and precision workmanship 
assure long service. 

Write today for the complete story of this sensational 
new machine tool! 


CONDENSED SPECIFICATIONS 


Size of Table ee sn 
Longitudinal Table Travel 13” 
Transverse Table Travel a 
Vertical Travel of Knee — 
Maximum Distance Spindle to Table 12” 
Maximum Distance Spindle to Column 8%” 
Quill Travel 3s” 
Spindle Speeds: Six, 180 to 3250 R.P.M. 

No. 7 Brown and Sharpe or No. 2 Morse Taper 

Spindle Optional 
Operates from “2 or % HP, 1725 R.P.M. Motor 


MILLS, DRILLS, BORES, REAMS 
& SHAPES ... AT ALL ANGLES ... WITH ONE WORK SETUP! 


CLAUSING DIVISION, clséos. Press Company fe . 


2-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 
INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 


WRITE FOR ILLUSTRATED LITERATURE TODAY! 














First 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















PLAN STRONG ‘54 PROMOTION 


DODGE BACKS DISTRIBUTORS 
WITH CONSISTENT AD PROGRAM 


TAPER-LOCK WILL 
GET BIG PLAY IN 
YEAR’S CAMPAIGN 


Major attention is to be given to 
Taper Lock the and 
patented developm« nt by Dodge, in 
the 1954 publication advertising pro- 


ext lusive 


gram. Taper-Lock is to be presented 


as ‘‘the simplest surest means ol 





DODGE TAPER-LOCK BUSHING 











Its record 
proved in millions of in- 


fastening wheels toshafts 
of service 
stallations, will be emphasized. 

lhe Dodge Taper-Lock story will 
be featured in 
color and a series of full pages which 
in most of the publi 


a 2-page spread in 
will appear 
cations on the Dodge list 
One of the 

carried 


basic themes which will 


be throughout the Taper- 
Lock campaign is summed up in the 
sentence: ‘Standardize, 


with Taper-Lock, the bushing that 


economize 


is interchangeable in Dodge Sheaves, 
Sprockets Couplings ind Convevo1 
Pulleys 
the advantages of this interchange- 
ability. It 
laper-Lock saves time and money 
and helps to keep produc tion rolling 
because it makes possible quick 


he copy w ill enlarge upon 


will be pointed out that 


changes in the set-up of production 
machinery. The speed with which 
Taper-Lock products can be mounted 
and demounted as well as the fact 
that the quickly 
interchanged in use on the various 
Dodge products will be emphasized 


bushings can be 
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Continuation and expansion of its 
consistent advertising and promotion 
program will be carried on by Dodge 
of Mishawaka in 1954. Details of 
this vear’s campaign were outlined to 
Dodge District Sales Managers at an 
annual meeting in Mishawaka, and 
the Dodge men are now giving Dis- 
tributors in all parts of the country 
information concerning the program. 
The details are presented In an at- 
tractive Plan Book designed not only 


a WAMOY Cween Lise 


the 
program, but to enable them to make 


to acquaint Distributors with 
best use of the advertising and pro- 
motion in their own behalf 

The list of publications which will 
carry Dodge advertising in 1954 has 
been increased. This list gives both 
extensive and intensive coverage of 
all the major fields of industry where 
there are prospects for Dodge power 
transmission machinery. Messages to 
these prospects are presented in these 


publications In full page advertise- 


ments and 2-page spreads in color. 

As has been the case for a number 
of years, Dodge Distributors are fea- 
tured in every one of these adver- 
tisements. Under the headline, ‘‘Call 
the Transmissioneer, your local 
Dodge Distributer,”’ the prospect 1s 
reminded that the Dodge Distributor 
is a information on the 
latest developments in the field of 
mechanical power transmission. 

In addition to this publication pro- 


source of 


gram, Dodge provides materials for 
consistent direct mail effort on the 
part of the Distributor as well as for 
identification of the Distributor 


SPRING SCHOOL TO 
START APRIL 26 


Dates of the classes in the Spring term 
of the Dodge School of Transmissioneer- 
ing at the factory in Mishawaka have 
been announced as follows 

Apri: 26—30; May 3—7; May 10—14. 
The school is now in its eleventh year. J 
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You Said tt 


Developing Salesmen 


Hartford, Conn 


My latest hobby is a study of the sky 
and what goes on there. An armchair 
hobby which leads my friends to r 
mark, ““His head is in the clouds,” but 
it is not hard to alter that when I read 
a “down to earth” article like ““How to 
Develop Salesmen” (Jan., page 94) 

It is a clear, practical outline of good 
procedure. It warrants thoughtful read 
ing, reading equal to the thoughtful 
effort expended in writing it. Checking 
against the seven points, I found se\ 
eral on which our efforts are weak 

The article produced two emotions 
in the writer. First, the envy of Frank 
Grunder’s grasp of the problem and, 
secondly, a strong desire to improve 
our own operation, not only with new 
salesmen but on the points in the a1 
ticle that concern old as well as new 

One comment I feel compelled to 
make. When a reader, leafing through 
a magazine 1s stopped by the utility of 
an idea, the decision to read or keep 
on turning the pages is quickly and 
almost made. If the 
eyes, turning from the easily read large 
type of the title, encounter difficulty 
with too small type in the reading mat 
ter, the decision to skip along may win 
out. 

A Connecticut distributor 
at a recent meeting, “Our trad 
INDUSTRIAL DistriBUTION, is the 
trade paper of the many I have seen.” 
I subscribe to that. All of your maga 
zine does not get read by all of ou 
salesmen but a burst of enthusiastic 
comment by one of our men on your 
recent presentation of “Markets for 
Industrial Products” convinces me that 
vou are definitely making sales in the 
competitive market of ideas 

Now I'll return to my clouds 


unconsciously 


reli irked, 
papel 


best 


Chere 


Readers write about price cutting, special- 


ized vs. general line selling, overhead costs, 


marketing issue and Australian problems 





CONTRIBUTIONS to your “Letters to 
the Editor” department are welcome 
from all readers. Write on any topic 
you like; we'll publish it and, if you 
do not want to be identified, you 
m rest assured that we know how 
to keep 1 secret 

Now’s the time to get that gripe 
ff vour chest — now’s also the time 
1 Should speak up with your ideas 


Let’s have ‘em 


The Editors 
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method in my madness. Costs have 
isen so high I have to get up in the 
clouds to see where they have gone to 


J. P. Spracut 
Vice President 
L. L. Ensworth & Son, Inc. 


P.S. There is one additional thought 
that occurs to me, a weakness of the 
irticle is that it makes no mention of 
1 cardinal requirement in any sales 
man. Horace Ensworth expressed it in 
this way, “If people like us, they will 
forgive us a few mistakes.” Guess this 
ingle of personality should properly be 
taken care of at the time a salesman is 
emploved but it should never be for 


gotten 


Wrong Assumption 
Louisville, Ky. 


Due to illness in my family, I have 
been out of touch with things for 
sometime, but have recently reviewed 
your very interesting and flattering ar- 
ticle in the December issue of INpus 


rRIAL wWISTRIBUTION (The Salesman 


© FEBRUARY, 1954 


Who Knows, Has Few W oes, page 
102). I already have received a consid 
erable amount of comments in regard 
to this article, which indicate that your 
article has been quite widely read. 

Far be it from me to find any crit 
icism coming from us. I might suggest 
to you that part of the comments l 
have received have come from the as 
sumption that we are representatives 
of ‘The Goodyear Tire & Rubber Co. 
ind that the article was written in their 
behalf as well as ours; inasmuch as you 
did mention the Goodyear name in 
vour article. You stated nothing about 
New York Belting & Packing Co., for 
whom we are master distributors. 

lhe photograph showing the writer 
and Mr. Brodie Carman, representa 
tive for Goodyear Tire & Rubber Co., 
seems to be an inadvertent injection 
leading to the assumption that the ar 
ticle was for Goodyear Tire & Rubber 
Company. However, please under- 
stand that we do represent The Good 
vear Tire & Rubber Co. on their Solid 
Industrial Tires, and the hydraulic 
press, used in pressing these tires on, 
is shown in the background. All other 
items mentioned in the photographs 
shown are New York Belting & Pack- 


ing Co. merchandise. 


Harry EF. ULAND 
Uland Rubber & Supply 


Selling Careers 


Svdney, Australia 


We would like to take this oppor- 
tunity of saying how much we appre 
ciate your magazine INpusrriaL Dis 
rRIBUTION and it is surprising how we 
find that the problems that are being 


Continued on page 10) 





nothing succeeds 
like 


The figures on Lunkenheimer Distributor sales 
of Bronze Valves during 1953 have just been 
totaled —and they show another exceptional 
increase over the previous year! The highly 
respected Lunkenheimer policy of selling valve 
benefits — not discounts — is still paying off for 
distributors! 


Your customers know from experience that the 
cost of a Lunkenheimer Valve gets smaller and 
smaller and smaller with every passing year of 
dependable service. It’s not the first cost of a 
valve that counts— it’s the cost per year of 
service, taking into consideration all the main- 
tenance required for that valve over the years. 
Lunkenheimer Valves assure maximum service 
at minimum cost per year, because they are built 
to the highest standards of quality in design, 
workmanship, and materials. 


More and more of your customers are realizing 
that Lunkenheimer Bronze Valves not only give 
them quality— but quality at rock-bottom cost. 
Take advantage of the growing swing to Lun- 
kenheimer Bronze Valves during 1954! 


(AMI 
PUPPRDPDRRD 


To help you get your sales off to a flying 
start, Lunkenheimer is conducting one of the 
biggest promotions on Bronze Valves in its 
history. Watch for the details! 


PREPARED BY LUNKENHEIMER | 
ESPECIALLY FOR LUNKENHEIMER 


DISTRIBUTORS 


Lae OWE 
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Your 1953 Sales of Lunkenheimer Bronze 
Valves rolled up another Outstanding Record! 


Your Opportunities for 1954 are Even Bigger! 


Know These Lunkenheimer Bronze Valve Features 


HEXAGON-HEAD 
GLAND provides a 
firm wrench-hold for 
loosening and raising 
the gland .. . elimi- 
nates digging and 


prying. 


of the exclusive, patented 
silicon-bronze alloy that 
eliminates stem-thread fail- 
ure. Not one of the mil- 
lions of Stemalloy Stems 
now in service has ever 
been returned because 

of thread wear. 


NON-SLIP® HANDWHEEL as- 
sures a firm, cool grip . . . makes 
it easy to close the valve tight, 
reducing wear and eliminating 
leakage. 


REPACKING — LONG PIPE THREADS STAY-ON DISCS are 


Back seats are 
above stem threads 
where scale is not 
likely to form. 
They permit re- 
packing under 
pressure while the 


and extra clearance at 
end of threads prevent 
pipe ends from jam- 
ming against the seats 
or diaphragm to cause 
misalignment and leak- 
age. 


exclusive features of 
Lunkenheimer “N-M- 
D” Valves and Bronze 
Gate Valves. When 
opened wide and dis- 
assembled, the disc can- 
not drop off the stem. 


valve is wide open. 
EXTRA-DEEP 
STUFFING BOX 
hoids plenty of 
packing. Long 
thread engagement 
between stuffing 
box nut and stuff- 
ing box prevents 
leakage. 


CLOSE-GRAINED 
BRONZE, a Lun- 
kenheimer de- 
velopment, is 
hard and dense 
— increases the 
valve’s strength 
and resistance to corrosion. 


SELF-LOCKING HANDWHEEL NUT 
stays tight through the entire serv- 
ice life of the valve —holds on 
name plate for quick identification. 





PLUS ALL THE EXCLUSIVE FEATURES OF INDIVIDUAL VALVES FULLY DESCRIBED IN LUNKENHEIMER LITERATURE 


You will receive more information about the new Lunkenheimer 
Bronze Valve Promotion through the mail and from your 
Lunkenheimer Representative. Be on the lookout for it. The 
Lunkenheimer Co., Box 360U, Cincinnati. 


. 


NAME IN VALVES 


LUNKENHEIMER 


QUAUTY 


BRONZE ~ IRON « STEEL 
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BRAND 


is checked by air gauge 
to insure precise 
accuracy of taper... 


meleleM Meal -ta-tila 





precise 
manufacturing 


produces... 


Interchangeable with other makes entire body 


hardened inside and out for greater durability jaws 
nickel chrome molly alloy steel one piece geared 


nut construction. The economical chuck to use. 


SUPREME PRUDUCTS, INC., 2222 S. Calumet, Chicago 16, Illinois 


the chuck that fines wp To ih name 
INDUSTRIAL DISTRIBUTION « 


® 


— Supreme 
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You Said It 


Starts 


on page 





encountered by distributors in your 


country, seem to run parallel to those 
that face us here. 
Admittedly, because of 
smaller population we do not have all 
are available in 


the much 


resources which 
our country, but nevertheless, we are 
rving to meet the situations which do 
irise and we are very much helped by 
he articles which we read month by 
month in your magazine 

In the October, 1953, issue (Selling 
Careers, Page 84), you indicated that 
the George Worthington Co., of 
Cleveland, have produced what appears 
to be a very attractive eight-page com 
prehensive booklet which tackles the 
problem of recruiting staff for their 
organization. Would it be possible for 
you to send us a copy of this booklet, 
is it does appear to us that this particu 
lar problem is one which is undoubt 
edly starting to rear its head here, and 
the material which we would obtain 
from this booklet would no doubt be 
of great assistance to us in formulating 
some policy. Your series of articles 
which dealt with this particular prob 
lem, we found most stimulating and it 
goes only to prove that we have not 
given sufhcient attention to this aspect 


R. L. Bootrn 
General Manager 
Westeels Industries Ltd. 


the 


Marketing Number 


Nashville, Tenn 


Please supply us with an extra copy 
of the new Marketing and Products 
number (Mid-December issue ) 

This vear’s issue is excellent 
ways, but the new section on Markets 
for Industrial Products makes this issuc 
better than ever 


as al 


Bruce D. SIncLAIR 
Sales Manager 


Keith-Sinclair Co., In 


Fort Dodge, Ia 


Subject: 1953 Marketing and Products 
Number 
Will you please send us an additional 
copy of the above. We have found it 
to be an invaluable reference work 


G. E. Spr7ka 
lowa Auto Supply Company 


Continued on page 14 











oe but 
Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 


Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “know-how’’ . . . 


MARVEL is not “‘tied” to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—-MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“‘composite” or ‘“‘welded-edge’”’ hack saw blades are merely flattering 
attempts to imitate— without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested”’ by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 29, U. 8. A. 
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clean 
strong 
accurate... 


REPUBLIC 
HEX HEAD CAP SCREWS 


From head to thread Republic Hex Head Cap Screws are made right. 
Heads are square-faced to take wrench snugly...strong to avoid slippage 
on tough pull-ups. 

Shanks are tough and sturdy to withstand shock and vibration. 
Threads are clean, sharp and accurate with full engaged-thread area. 


More than 20,000 regular tyPes and sizes of headed and threaded items 
make Republic Steel a good source for all your fastener needs. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
Cleveland 13, Ohio « Gadsden, Alabama 


GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


‘ee ey 


Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars — Carbon, Alloy and Enduro Stainless Steels 
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Your Market for this 
coupling covers every 
service where high or 
low pressure water, 
steam, gas, oil, air, 
butane- propane and 


hydraulic hose is used 
..indoors or outdoors. 


PLAON VALY E a CC 


‘ 


‘ 
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You Said It 


Starts on page 7 





Cutting Overhead 


I lolyoke, \ lass 


Che article, “How To Cut Overhead 
20%” (Jan., Page 88), I found to be of 
great interest. I have read it over with 
care and have also submitted it to som« 
others here for comment. The artick 
is certainly timely and presents a meth 
od of solution of a problem which i 
causing concern to all industrial suppl 
distributors. 

Naturally in appraising the action of 
the Southwest Supply Co., of Glen 
dale, Calif., in meeting and solving the 
problem you must make comparisons 
with your own business to see if a simi 
lar method of procedure would work 
With such a comparison in mind I am 
not prepared to say that we have th« 
moral courage or whatever it takes to 
launch as drastic a program as the on 
outlined in your article. 

I do feel very strongly that the articl 
is timely and will be given much atten 
tion by people in our industry 

Some undoubtedly will feel that thes 
can put through a similar program or 
one somewhat modified that may ac 
complish the desired result. Certainly, 
In Our OWN Case We are going to give a 
good deal of thought not only to the 
small order but to the delivery prob 
lem which is of almost equal impor 
tance in our own case. Small order 
deliveries are costing us much more 
than is warrantable. 


R. E. McCorkinDALe 
President 
lhe Chase & Cooledge Compan 


Price Cutting 


Mid West 


Congratulations on your editorial en 
tiled ““Alice—In A Price Cutting Won 
derland” (Oct., Page 81). 

Your article would be amusing if it 
was not so tragically true, even to th« 
part about the Dormouse. In fact, it 
happened just that way with one of 
our major products in this trading area 
last month. 

While I am sure that most of the 
leading industrial distributors get cop 
ies of INpustRiat. Distrisution, | 


Continued on page 18 
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Thermoid Hose 
designed specifically for use Maus 


Rubber Products 
in food processing plants fief 


—=— 


Thermoid designs and manufactures many types of hose for a wide variety 
of specific industrial applications. These 3 are ideal for use in food and 
beverage plants: 


most versatile hose ever developed. Handles air, 
water, oil, gasoline, dilute acids and gases 

for use with hot or cold water and low pressure 
steam, for cleaning and sterilizing 

for use in breweries, wineries and food plants 
Imparts no taste or odor 


Mr. Distributor: Thermoid ‘built-for-the-job’’ mechanical rubber products can 
help you increase your sales to all industries. You can always rely on Thermoid 
service and the complete cooperation of experienced Thermoid Sales Engineers 
with their intimate knowledge of industrial rubber problems 


ra 
ae 


me 
f = ie 
| Conveyor & Elevator Belting » Transmission Belting her 0) | bber Sheet Packings « Molded Products — 
.H.P. & Multiple V-Belts » Wrapped & Moided Hose Iniustrial Brake Linings and Friction Materials 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 





Another PLUS | 


for Carboloy: 


9 ee 
Distributors We ve re -jigsawed 








inte rrupted cut 
oot’ feed and @ 
increased vn 


PERMANENT MAGNET Tiny Alnico Magnets. 'P this all- 


transistor hearing ai elim 


nated an inmpe 
Permanent magnets can 
size and wernght controls, motors, nest 


, Carboloy Created-Metals are helping cut costs and increas® 
output. In product design Carboloy Created-Metals are improving per- 
formance and durability ranging from pins to automobiles Your problem 
may involve radically new factors. Or, i may be similar to problems 
Created Metals have solved during the last 25 years Whatever it may be, 
Carboloy enainee™ are ready to provide highly specialized assistance 
through the Carboloy Engineering Appraisal Service Write for details of 
how this service can assist you to « fully from applications of 
Created -Metals 

the boring bar shown, & prece of Hevimet 


- 
WEVIMET 
. he bar's free end, eliminates vibration 
heavier than lead, Hevimet provides 
. n in minimum space Also used as @ 
radioactive shuiel 
ED-MET ALS 


odes of 1h 
——orF 


brochure 

Future with Carboloy C 
Carboloy: Departmen 
Electric © vy: 1006 
Detrost 2. \ 








Continuing general : : 

Seem No catorenr om hnical publication advertising helps Cs 

first of a series to a " — preference for Carboloy ssoducta. ‘TI we 

Week, Dun’s Rev appear during 1954, in Fortune, Newsw ee 
« Review and Modern Industry aes 


Business 
M: ons . Fag 4 siness 
sintenance, and Mill & Factory Factory Management and 
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the United States to add 
3 new District Offices 


—— ~ 


ii. 
a at, 


We've increased © as 
our Field Sales i 7 
Staff by 15% 


On January 1, the five Carboloy Sales Districts were split into 
eight districts, and the Field Sales Staff was increased by 15% 
for zeroed-in Distributor assistance. 

Result:—An even closer working relationship with distributors 
is now possible. 

These are steps in a continuously developing program. A program 
designed to put behind each Carboloy Distributor, the most ex- 
perienced personnel, plus every possible policy and product 


advantage. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Ave., Detroit 32, Michigan 


is the trademark for products of the Carboloy Department of General Electric Company 





ALLEGHENY DISTRICT MIDWESTERN DISTRICT 
704 Second Avenue, Pittsburgh 19, Penna. 844 South Canal Street—Chicago 7, Illinois 


ATLANTIC DISTRICT NEW ENGLAND DISTRICT 
1060 Broad Street, Newark 2, New Jersey 336 Washington St.—Wellesley Hills 82, 
BRANCH OFFICE 2 
613 Hardt Bldg.—Philadelphia 22, Penna. pars coo 
SOUTH I 
TOT teed Avan Cheviot 3, Ohio 3824 Lindell Bivd.—St. Louis 8, Missouri 


MICHIGAN DISTRICT PACIFIC DISTRICT j 
11177 E. 8 Mile Road—Detroit 32, Michigan 5905 Pacific Bivd.— Huntington Park, California 
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“If it’s metal... Ul cut it” 


To sell more of them, know more about them — and that's 
easy, for in the illustration above we show the types of 
material these tools will cut — from %4” bolts down 
through rods, chain, strap, bar, wire rope, hard wire, soft 
wire and cable — Porter Cutters cut them all, a model for 
every type of work and a size for various capacities. Every 
Porter two-hand Cutter is a rugged, powerful tool for in 
the shop or on the job — they do their work, they stand 
abuse, they save time and money. Just get the 
range of work fixed in your mind — that's the 

story — nothing complicated. Porter Cutters 

meet every need — satisfy every user — 75 

years of performance record. 


Send for ‘‘Porter's Metal Cutter Selector’ — it 
enables you to quickly select the right tool for 
every metal cutting need. 


50 pounds pres on the job 


sure on the 
handies delivers 
approximately 
4000 pounds oat 
cutting edge 


H.K. PORTER, INC. Somerville 43, Mass. 
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You Said It 


Starts on page 7 





think it would be a real service to the 
industry if a reprint of your very splen 
did editorial could be mailed to the 
principal officer of each industrial di 

tributor 


\ Mipwestrern Disrrispuror 


Operation Teamwork 


South 


I enjoyed reading your October | 
ind think it is a good follow up to you 
September issue. I am constantly 
prised at comments made by manufac 
turers, which expose their ignorance a 
to the operation of an industrial suppl 
business. It is, however, encouraging 
that two or three recently have men 
tioned the series of articles you are run 
ning on “specialized selling 
general line selling.” Of course, al 
the manufacturer wants us to do 1s t 
throw out most of our lines and t 
specialize” on his line. While we arc 
what you might term “a general linc 
industrial supply operation,” and trave 
some thirty salesmen, including sp« 
cialists, we are broken down into units 
small enough so that one man has met 
chandising and purchasing responsibi 
lity for a group of lines which he is 
constantly promoting through 
salesmen 
Our company is really divided int 
several businesses. By combining thes« 
businesses under one roof, we feel that 
real economies are made in such items 
as credit, financing, personnel, war 
house, truck delivery, to mention onh 
1 few obvious ones. I am leading up t 
the fact that I think vour movie Op 
eration Teamwork” is a splendid means 
of explaining to the manufacturer and 
his personnel the functions we per 
form. I hope that you are beating the 
bushes in our behalf by showing this 
film and promoting its wider use. If 
vou ever revise the film, it would be of 
service to us to include some small ex 
planation of the different kinds of in 
dustrial distributors and how they 
function, and especially the general 
line distributor, since I am afraid that 
many manufacturers get the impression 
that we are running a big general store 
pretty much on the cracker barrel va 
riety and that our days are numbered 
If we do not have a merchandising pro 
gram to provide specialized sales em 
phasis, | am inclined to agree with 
them 
\ SourHerRN Distriputor 





ANNOUNCING 
A NEW 


UMORE Super:t 


WINDING CONNECTION — series 
VENTILATION — internal fan 
TEMPERATURE RISE — 40° C 
VOLTAGE — 115 AC-DC FINISH — grey 
CORRE <— 14 amps WEIGHT — 3 Ibs., 1 ox. with cord 
HORSEPOWER — 1/10 2 Ibs., 10 oz. without cord 
SPEED, no load — 22,000 rpm LENGTH — incl. chuck 10-1/4” 
DUTY CYCLE — continuous SMALL DIA, — 1-5/16”" 
BEARINGS — ball BODY DIA. — 2-7/16”" 





it’s the full-shift precision handgrinder - fi) 


tool and die people have been waiting for co WATCH FOR ANOTHER 


No . . . Offer your customers this completely re- 
designed and improved version of the popular IMPORTANT ANNOUNCEMENT 
Dumore Series 10 Handgrinder. Powered by a 1/10 


hp continuous-duty-rated Dumore Universal motor, the NEXT MONTH! ce 


Super-10 assures greater precision with less fatigue. 








That's because its perfect balance allows extremely close 
tolerance control. For use with vitrified wheels up to 1” 


in diameter, the Super-10 is available in three chuck DUMORE PRECISION TOOLS 


sizes — choose from a 1/8” or 1/4” collet chuck, or a 
No. 0 Jacobs chuck, 0 to 1/8” capacity. The Dumore Company 
' 7 : , . i isconsin 
Be sure you have a good supply of Super-10’s on 1321 Seventeenth Street Racine, Wiscons 
Builders of a precision Jine of Grinders, Automatic Drill Heads, Too! 


hand. See your Dumore representative or get your Post Grinders, Drill Grinders, Light Drilling Equipment, Flexible 


order on the way today. Shoft Tools, Handgrinders, Fractional hp Motors and Gear Motors. 
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To Norton Distributors’ Salesmen: 


These users say: 


For surface grinding, 


the new G BOND 
beats them all! 


“The new G Bond ALUNDUM* Wheels 

give us double the production of former 

standard wheels.” That’s how a Massa- 
husetts anufac ; 
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Actual reports prove 
how your customers will 
benefit by this 


“TOUCH 
of GOLD” 


Once again we’re letting G Bond users 
do the talking. Right now your customers 
are getting these same on-the-job stories 
— in their own shop language, straight 
from users like themselves. But you your- 
self know how more and more folks are 
praising G Bond wheels. And you know 
that in the surface grinding field, for in- 
stance, a composite statement by users of 
the new G Bond would run very much like 
this: 

*°G Bond wheels cut freer, cooler, faster — 
enabling us to take heavier cuts in costly high 
speed steels without drawing temper. They 
give us closer tolerances and smoother fin- 
ishes. They dress easier and produce more 
pieces per dressing. Doing more work and a 
greater variety of work — per wheel, they 
outlast any wheels we ever used before.”’ 


Make Sure Your 
Own Customers Know 


how G Bond wheels, cylinders and seg- 
ments bring new speed and economy to 
surface grinding jobs — thanks to their 
unique grain-holding structure that pro- 
duces greatly improved cutting action. Ex- 
plain why the G Bond is the most efficient 
vitrified bond ever developed — a typical 
Norton “Touch of Gold” development 
that steps up grinding performance and 
product quality while cutting grinding 
costs. 

Meanwhile, messages like this in all the 
leading metal-working magazines are back- 
ing you up with plenty of proof — helping 
you sell even more of the wheels that are 
rapidly climbing to the top throughout 
the range of precision and semi-precision 
grinding. W-1539 

NORTON COMPANY 
WORCESTER 6, MASS. 


Export: Norton Behr-Manning Overseas 
Incorporated, Worcester 6, Mass. 


NORTON 


ABRASIVES 


@laking better products. . . 
to make other products better 


*Trade-Mark Reg. U.S. Pat. Off. and Foreign Countries 


“Thirty per cent longer wheel life, freer and cooler cutting, a good finish and more pieces per 
dressing,” are G Bond advantages cited by an Ohio machine tool company on this surface 
grinding job. Material on job illustrated is flame-hardened graphitic tool steel, 


“I get a fast cut and good finish. They're the best and most versatile segments I ever used for 
this kind of work and I’m re-ordering ten sets,” reports an Illinois customer using G Bond 
segments for surface grinding mild steel, cast iron and Mechanite — all three. 


“We're getting forty | ant cent more wheel life from G Bond wheels, and they cost us 
e 


twelve per cent less because now we don't need a premium priced abrasive. The new 
bond has proved excellent for grinding our laminated stainless steel and mild steel magnetic chuck 
plates.” This from a Michigan manufacturer, 
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»-e and its nearest 
branch is the office of the 


MORSE-FRANCHISED DISTRIBUTOR 


Yes, he’s “librarian” for the most useful collection 
of books in the cutting tool industry. Just as he is 
the most competent counsel in any problem involv- 
ing drills, taps, dies, reamers, end mills, counter- 
bores or milling cutters... regular or Electrolized. 

Back of him, too, are the three most powerful 
documents in the cutting tool industry . . . the 
Morse Code, Morse Franchise, and Morse Distrib- 


MORSE 


utors’ Inventory Protection Policy... mot to men- 
tion the complete line of Morse Quality Cutting 
Tools. That’s why the Morse-Frenchised Distribu- 
tor is the busiest distributor in town! 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASS. 
(Division of VAN NORMAN CO.) 
Warehouses in New York, Chicago, Detroit, Houston, San Francisco 
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* 
Cutting Tools ,,«:’ 
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“ O1C Valves © 


+ 





BRONZE 


\%” to 3”. 125, 150, 200, 300 and 
350 WSP; 300A; 200, 400, 2,000 
and 2,500 WOG. 


1%" to 16”. 125, 150 and 250 
WSP; 175, 200, 400 and 500 WOG. 
\%”" to 4” DUO-BOLT Gates. 


Fig. 124 
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CAST STEEL 


2” to 16”. 150, 300 and 600 Ib. pri- 
mary pressure series. 


Fig. 1221 A Fig. 810 
ro 4” to 2”. Gate 
Ms valves, 200 Ib. 
. primary pressure 


\%" to 2” Gate, Globe, Angle, Check Valves; 
600 Ib. primary pressure series. 


Contact your authorized OIC Distributor 


LUBRICATED PLUG 
1” to 24”. Iron...175 .) | <« 


psi to 800 psi working FOUNDED 1883 
pressures. Cast 
Steel series 150 Ib.- 


; a ae cee Write for the OIC Catalog Digest 


class. for quick valve selection. 


THE OHIO INJECTOR COMPANY 


WADSWORTH, OHIO 
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CUT ANY METAL to close 





ds removed to show detail.) 


continually putting more sense in your customers abrasive dollar... 


e trademarks of The Carborundum Company, Niogara Falls, N. Y 
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tolerance... IN SECONDS! 


.. Sell this idea to your customers 
for their profit—and yours! 


Your customer can cut off any metal in seconds... ferrous or non-ferrous...annealed 
or unannealed...in solid bars, thin or heavy walled tubes, or sheets up to 4” thick 
...with Abrasive Cut-Off Wheels by CARBORUNDUM. The right wheel on the correct 
machine cuts from 12 to 20 times as fast as a power hacksaw, eliminates extra grind- 
ing, milling or other finishing operations usually required after shearing or flame 
cutting. He can figure on 6 seconds per square inch as average cut-off time on solid 
steel bars with up to 3 square inches of cutting surface, for example. 





RUBBER BOND CUT-OFF WHEELS by CARBORUNDUM for wet cutting hold tolerances to thou- 
sandths...produce smooth, clean cuts free from burr or dis- 
coloration. CARBORUNDUM® Brand Rubber Cut-Off Wheels are made as thin as 0.005”—for slitting fountain pen 


points and similar small, close-tolerance applications; and as large as 26” in diameter—for heavy cutting off opera- 


tions in steel mills and other metalworking industries. 


CARBOFLEX CUT-OFF WHEELS are the newest in CARBORUNDUM’s complete line. They are fabric- 


reinforced to give adequate safety in the most severe cutting off 
operations. They cut fast, effectively... are best for portable operations, such as cutting or slotting gates and risers, 
undercutting heavy welds, and general cut-off and slotting. CARBOFLEX Cut-Off Wheels are available in diameters 
from 6” to 20”—in both Silicon Carbide and Aluminum Oxide. 


RESINOID BOND CUT-OFF WHEEL by CARBORUNDUM for dry cutting at high speeds do an 
effective job when fast production is more important than 
quality of cut—and when initial investment in cut-off machines must be kept low. On 1” diameter bar stock you can 


hold length to plus or minus .020” with ease, because CARBORUNDUM® Brand Resinoid Cut-Off Wheels are scien- 
tifically controlled in manufacture to insure balance, running truth and straightness. 


SELL ABRASIVE CUTTING to your customer for his profit and yours. We're telling him the story of 
Abrasive Cut-Off Wheels by CARBORUNDUM in powerful advertisements 


in the magazines he reads. We tell your customer to call you— but you will make even more sales by presenting this 











story on your calls. 


CARBORUNDUM 
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PaH Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this heavy 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley. bolt. or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
con be set to sult ceiling and 
fleor limitations. Available in 
copocities up to 15 tons. Forty 
eight page bulletin, available 
on this model, helps you sell. 














P&H Zip-Lift Electric Hoist 
(Pushbutton control ) 

This sturdy small hoist is a hot 
item for multiple sales. Some 
large plonts use os mony as 
500 Zip-Lifts to keep loods 
moving. for positioning work 
ond equipment. Capacities from 
250 ibs. to one ton. In use in 
many Jiversified industries and 
institutions 


P&H Zip-Lift Electric Hoist 
(Repe control model) 

Same monevvero- 
bility as the push-button control 


Brand-new 


model. Rope-control equipment 
permits substantial price reduc- 
tion — mokes easier sales for 
you. Sales-helps galore on these 
popular hoists. Available in 500 
and 1000 Ib. capacities. Ask to 
see them. 





P&H Chain Hoists 

There's a whole group of these 
hoists. You can sell spur-geored 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs. 
Capocities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 


Ba es. all 





P&H Jib Cranes 

Eight different models of jib 
cranes, including bracket-type. 
mast-type, and pillar-type. Ca- 
pacities up to 12,000 pounds— 
all of them built for ao reach of 
from 8 to 20 feet. Addition of 
this complete line of jib cranes 
to the P&H selection lets you 
sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 


2 eee 








. become your best salesmen of 
« sturdy, hard-working/ ') ‘/ Hoists 


man — simply by pulling control cords — can 
hoist it better than a dozen feet a minute and 
put it right where we want it.” 


Mr. Tinus also tells us that a cost analysis shows 
that he operates each Zip-Lift at 9.7¢ per day — 
less than the cost of a telephone call! The profit- 
able part of this story is that the more his business 
increases — the more he uses his P&H Hoists — 
the less it costs bim to use them! 


VERY time you sell a P&H Hoist, you add 
another salesman to your staff. He works hard, 
without pay. Experience has shown us that once a 
customer adds a P&H Hoist to his equipment, his 
enthusiasm over its back-saving, money-saving per- 
formance immediately makes a salesman out of him. 
This case history is just one of many, in many 
fields. So your sales aren’t limited to small hoist 
users when you own a P&H Franchise. With the 
complete P&H line, you can go after all types of 
customers because you've got the equipment they 
need. P&H Hevi-Lifts, built to your customers’ 
“In the summer of 1953, our sixth season of specifications for loads up to 15 tons; two models 
marine service, we were able to install two 1,000 of the Zip-Lift, one pushbutton control, one rope 
pound capacity P&H Zip-Lift Hoists on an I-beam control; chain hoists and jib cranes. 
above the cross runway of our building, and 
really take advantage of their labor-saving and 
back-saving power, to handle customers’ boats. 
Never again, if we can help it, will three or four 
men wrestle with a boat to transfer it from an Desirable territories still open. A request on your 
outdoor trailer to an indoor cradle, when one letterhead brings you a prompt, detailed reply. 


One of the best ways to make a sale is to show 
your prospect how others have used P&H Hoists 
to advantage. Nothing beats a testimonial — to 
close a sale. See what Harold Tinus, of the Tinus 
Marine Service in Oconomowoc, Wis., has to say: 


Use the coupon below to get the full details on 
Mr. Tinus’ experience with his P&H Zip-Lifts, and 
on the complete line of P&H Hoists. 


This coupon and a 3¢ stamp gets you com- seeeneeneneeee TEAR OUT COUPON AND MAIL TODAY eeveeeeeeuta 
plete information on the P&H Hoist Line. 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West Notionol Ave., Milwaukee 46, Wi 


Gentlemen: That Tinus Marine Service story sounds like a sales- 
maker for me. Let me have it, please. I'm also in in 
iiterature on P&H Zip-Lift — Pushbutton Model; PaH 
Zip-Life — R Control Model; P&H Hevi-Lift; PaH 
Chain Hoists; P&H Jib Cranes [(). 





HOISTS 


HARNISCHFEGER 
CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 














THE HENRY WALKE COMPANY'S 


“When we sell a DELTA Tool, 
we know we hove oa satisfied 
customer, maintains 

Linwood F. Perkins, 

Vice President and 

General Manager of 

The Henry Walke Compony. 
“No equipment ever leaves 
ovr stockroom until it's 






properly assembled and adjusted. 


And, we moke sure 
it's the right tool 
for the right job.” 


LS 


— hia 





/ 








Demonstrator John Meekins outlines to a customer the basic 
operation of a DELTA 16" Radial Saw. The Henry Wolke 
Company gives DELTA Power Tools prominent display in their 
showroom, and tools can be easily seen from the street. 
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$3 BUILDS GREAT 
DELTA SALES 
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DELTA Calec formula | 


s’3_ INSURES 
CUSTOMER SATISFACTION 


<3 INCREASES 
PER-SALE PROFITS 


Rockwell-built quality 
Complete dealer service 


Tool Application 
“Know-how” 


Trained personnel 


Large well-balanced 
stock 


is long remembered after the 
price is forgotten,”’ . . . that’s how Linwood 
F. Perkins, Vice President and General 
Manager of The Henry Walke Company, 
Norfolk, Va., sums up his company’s 
policy. This belief, plus their Five-Point 
DELTA Sales Formula, has made them 
one of the leading DELTA Power Tool 
Distributors in the country. 


“Quality 


DELTA MEANS QUALITY 

Explaining the formula, Mr. Perkins 
reports that “‘Any distributor must start 
by offering quality products, and DELTA 
is the natural Rockwell-built 
DELTA tools are safe, sturdy, easy to 
operate and maintain. When we sell a 
DELTA tool, we know we have a satisfied 
customer.” 


choice. 


THE RIGHT TOOL FOR THE JOB 
“Secondly, the supply business is a 
business. By making all adjust- 
and thoroughly testing each 
machine before delivery, we know it’s 
operating properly on the job, and costly 
service calls are minimized. In addition, 
we find that showing the customer how to 
operate the machine pays big dividends. 
In this way, we're able to determine the 
right DELTA Power Tool for his parti -ular 
operation, preventing driving a tool be- 
yond its limits. When we show a customer 
that the power tool he has in mind is 
‘undersized,’ we are generally able to sell 


Service 


ments, 


DE 


him a larger machine, and he gets the 
production he needs.” 


SALES TRAINING IS ESSENTIAL 

“Almost every man in our organization 
who sells DELTA Tools has been trained 
at the DELTA factory, and many of them 
spend long hours with DELTA sales per- 
sonnel learning new applications and proper 
operation. This thorough knowledge of 
DELTA Tools enables our ‘outside men’ 
to carefully analyze customer needs and 
to make intelligent recommendations. 
Often, they bring customers back to the 
showroom and demonstrate the machine 
in terms of the customer’s specific require- 
ments, closing the sale on the spot.” 


ADEQUATE SUPPLY BUILDS SALES 

“In our new quarters, we have 35,000 
feet of floor space, and are able to keep 
an even greater supply of DELTA Power 
Tools in stock. In one room, devoted to 
DELTA Tools and accessories, all tools 
are tested before shipment, and with our 
sound stock system, our customers are 
assured of prompt delivery.” 


The outstanding success of this farsighted 
formula is attested to by the steady and solid 
growth of the company, and to the fact that 
The Henry Walke Company is one of the 
fifteen largest DELTA Dealers throughout 
the nation who, as a group, sold over 
$2,000,000 worth of DELTA Power Tools 
im one year. 

Close adherence to the policies so effec- 
tively demonstrated by The Henry Walke 
Company can bring outstanding sales 
achievement to YOUR organization. The 
record proves that when DELTA quality is 
teamed with dealer-service of equally high 
quality, the result is bound to be substantially 
larger and more profitable sales. 


Delta Power Tool Division, 
Manufacturing Company, 634B N. 
ington Ave., Pittsburgh 8, Pa. 


D E LTA QUALITY POWER TOOLS 


Rockwell 
Lex- 


Another Product by Rockwell 


A QUALITY MAKES THE DIFFERENCE 
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ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “‘Across- 
the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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Reamers ° Dyiths ° E, unter towes 


These superior tools retain a sharp edge under high tempera- 


tures and have excellent resistance to abrasion. Additional 
tool life and economy result from the use of the best hard- 


ened high speed steel bodies. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 + Chicago 6 + Dalles 2 + San Francisco 5* Los Angeles 58 
E. P. Borrus, Ltd., London W. 3, England 





TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 








JOHNSTON PAVES THE WAY 
lo more pum sales for you! 


Johnston advertising builds 
brand acceptance in your 
industrial, municipal and 
agricultural markets! 


The Johnston Pump Story will be 
told 3,621,818 times during 1954 


n these publications 


Fortune « Oil and Gas Journal ¢ Chemical 
Engineering Progress ¢ Engineering News-Record 
Consulting Engineer « Power ¢ Refinery Catalog 
Composite Catalog « Thomas Register ¢ Public Works 
Water & Sewage Works ¢ Water Well Journal 

County Agent & Vo-Ag Teacher 

Farm Management « Irrigation Engineering 

& Maintenance « Southwestern 
Crop & Stock 


PLUS a promotional program 


JOHNSTON including mailing pieces—leaflets— 
VERTICAL PUMPS \\ booklets — bulletins — books — exhibits 
gadgets—advertising specialties— 

and other promotional material. 


Alco extra Johnston dealer helps! 


publicity— photo contests—cooperative advertising 
THE JOHNSTON SCHEDULE IS DESIGNED TO 
CREATE PROFITS FROM PUMP SALES 
If you are not selling a pump line 
If you are not selling the Johnston Pump 
line—If you desire a more complete 
line—and more profits 





write us today! 


‘ 
i | ) 


JOHNSTON PUMP COMPANY * BIN "K' PASADENA 19, CALIFORNIA 


4 
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Sling service life and sling safety went up JS on the reel if you do your own rigging. 
and sling costs went down with the intro- ", , Now, because Tuffy Sling users kept ask- 
duction of the entirely new, patented, 9- , # ing for it, there is a specially designed and 
part machine braided wire fabric construc- constructed TUFFY HOIST LINE. It’s 
tion of Tuffy Slings. It’s a construction so new on the market, but it has weathered 
flexible and so tough you cannot materi- many, many months of laboratory research 
ally damage the fabric when kinking or and testing, and many more months of 
knotting it. More and more users through- field testing on OVERHEAD, STIFF LEG 
out the industry have forgotten about ,* and MOBILE CRANES, and on CLAM- 
complicated specifications—now they say SHELLS AND DERRICKS. 

Tuffy, of a given diameter, length and Reeve your cranes with Tuffy Hoist Line. 
type. That’s all the Tuffy distributor See for yourself how Tuffy flexibility, 
needs to fill orders promptly. There are wearability and toughness to absorb load 
Twelve Tuffy Types factory fitted, or you shocks gives you the longest service life 
can order Tuffy braided wire sling fabric _ you’ve ever had. 


scf FY SLINGS FY SLINGS 


Tuffy Stops Headaches For industrial Distributors ( 
There is no handling in stock or over the order desk of a lot of | / ' i 


different rope constructions to serve one purpose. Tuffy Hoist 
Line, for instance, is o special construction for the special pur- , 
pose of hoisting regardless of the type of crane. Near each / 
distributing area there is a Union Wire Rope Mill depot manned | ‘\ / 
by specialists who devote their whole time to backing up dis- 

tributors. Write today for the full Union Wire Rope distrib- a 
vtor selling program oo Be ss oO 


ar | 
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corporation 
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You Can Always Supply the Right Jack 


++ SIMPLEX 


Simplex LEVER Jacks 


Simplex Lever Jacks are available in a 
broad range of types and capacities, in 
cluding single or double acting models 
with malleable or aluminum housings. 
Ratchet Lowering types raise and lower 
the load notch-by-notch and cannot be 
tripped. Trip or track jacks drop the load 
upon release and are recommended for 
track work only for reason of safety. All 
include construction features, long life and 
dependability for which Simplex is noted. 


SCREW . HYORAULIC 





For each job there is a jack that will work better, faster, more 
efficiently. The Simplex line is complete—each jack designed 
and engineered for definite purposes and applications. Be- 
cause of this, the Simplex Distributor can recommend, without 
prejudice, the Jack that best suits his customer’s needs, whether 
a lever, screw, hydraulic or special jack is required. This un- 
biased service results in satisfied customers . . . good will and 


repeat sales. 


Simplex SCREW Jacks 


Reliable Simplex Screw Jacks feature dur- 
able construction, malleable bases and the 
single, large chrome-moly steel pivotal ball 
that reduces friction 88%. Built for heavy 
duty work and resistance to abuse, Sim- 
plex Screw Jacks are the safest, easiest- 
acting Screw Jacks to be had! 


Simplex HYDRAULIC Jacks 


Rugged, powerful Simplex Hydraulic Jacks 
are available in four types: the fast-acting, 
standard Hydraulic Jacks in single and 
double pump models, the famous Simplex- 
Jenny Center-Hole Hydraulic Puller, the 
versatile Re-Mo-Trol remote controlled hy- 
draulic Jack and Puller with solid and 
Center-Hole rams, and the new Rol-Toe with 
equal toe lift and cap capacity. 


*....and Simplex makes the SPECIALS, too! 


Many jobs ore done better with modi- Jacks, Pole Pulling or Straightening 


fications of the types above. 
has developed a number of stock mod- 
els of speciol jocks such as Trench 
Cable Ree! 


Braces, Mine Roof Jocks, 


Simplex 


Jocks, Planer Jocks, Pipe Pushing Jacks, 
Railroad Equipment, etc., thet perform 
with top efficiency and economy in 
their particular job. 





Jacks 


TEMPLETON, KENLY & COMPANY 





Simplex Jacks are sold through Industrial Distributors only 
—no direct-from-factory, automotive or mail order sales! 











2523 Gardner Road, Broadview, Illinois 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD «* 


\ 
\ 
: 


“SHINY HEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirro 
Tensile strength 90,0 

Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam -tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexa ead style — to blue print 
epectibestions—hanegen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
Vi 
j 
/ 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 





#6 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Here are 7 EASY WAYS 
to more income! 


Are you enjoying this volume and profit? 
Leading distributors make BLACKHAWK a KEY LINE 
for these opportunities .. . 


ia a 
ee . 
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| “PORTO-POWER"™ IS MORE THAN A “ONE DEPARTMENT” 

TOOL An order from the maintenance crew for this re- 
motely controlled hydraulic jack equipment is only the begin- 
nine! Tool Engineers demand “Porto-Power”™ for jig and fixture 
work . . . one such quantity order will total thousands of 


® 


. 
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JIGS AND FIXTURES Ea 
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dollars. Alert distributors’ salesmen also get “Porto-Power” 
literature into the hands of methods men, safety engineers, 
laboratory technicians, field service managers, contractors and 
many other hot prospects. And — as you know only Blackhawk 
builds “Porto-Power.” 
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3 LIFE CAN BE EASIER FOR ELECTRICIANS — 
Here’s amazing volume! Plant electricians and 
electrical contractors discover Blackhawk Pipe and 
Conduit Benders (and hydraulic knock-out punches), 
are handier, faster, make crews mighty happy. 





‘ 
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2 ADVANCED JACK DESIGN BRINGS ORDERS 
AND REPEAT ORDERS When industrial and 
construction men know about the refinements of this 
“world’s most complete line of hydraulic jacks”. . . 4 HAND TOOLS — DESIGNED 5 IDEAS SELL “IDEA MEN" — A 
recognize features such as “lightning lift’ (which WITH INDUSTRY IN MIND — personally delivered co ”y of the 
gives them fast load contact) . .. they order and Industrial assembly lines find Black- famous 64-page “Idea Boo shows 
re-order — AUTOMATICALLY. ; hawk Hand Tools stand up best un- how other companies make dramatic 
der frequently continuous use, savings with Blackhawk Products. 
yet have extra utility. Black- Over 150,000 already using this 
hawk is now the source for a book .. . give you a tremendous pre- 
COMPLETE hand tool line. sold source for easy orders. 





HYDRAULIC JACKS 


“PORTO- HYDRAULIC 
POWER” PIPE BENDERS 


=, FS 


A_ COMPLETE LINE OF HAND TOOLS 
7 BANK ON ONE SOURCE .. . AND BANK BIGGER PROFITS — 


Only Blackhawk is a single source for all lines represented here. 
Conserve sales effort, cut handling costs and build sales. Promote 
Blackhawk for all hydraulic equipment and hand tool needs. 


TAKE A TIP FROM OTHER “BLUE CHIPS". . . Volume ond profits cause 
many of the country’s largest and best known distributors to rate Black- 
hawk a Major Key Line. And — Blackhawk helps the earnings picture 
for thousands of salesmen, too. All of these sales opportunities are yours 
under a policy consistent with the highest ideals of the Industrial 


A BLACKHAWK PROMOTIONS PRODUCE DIRECT CASH Supply fraternity. 


RESULTS — Blackhawk sales promotion brings auto- 
matic results. Unique direct mailings have brought 10% » 
to 50% returns have directly resulted in huge orders 


for distributors Many well established Blackhawk distri- HYDRAULIC EQUIPMENT © HAND TOOLS 


butors boosted Blackhawk sales 35% to 60%. Newer out- Products of Blackhawk Mfg. Co., Dept. M-1724, Milwaukee 1, Wis 
lets report sales increased up to 200%! 
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Whatever the job... 


OF 


shell 


cases — 


STRENGTH CLOTH TAPE 


Permacet TAPES 





The Type ‘'C” Speed Reducer 
has these "In-built" Factors: 


Sealed Housings. Duo! closures and one- 
way vents keep oil in, dust and moisture 
out. Units are splash-proof, leakproof, dust- 
proof. 

Positive Lubrication. Lorge sump capac- 
ity . . . oil-tight construction assures clean 
lubricant... direct dip of revolving elements 
provides positive lubrication at all speeds. 
Precision Gearing. Heot treated alloy 
steel, precision cut and shaved helical gear- 
ing throughout . . . quiet-operating crown 
shoved pinions . . . taper bored gears for 
easy ratio changes. 

Wide Speed Range. Selective ratio com- 
binations provide output speeds from 
1.5 rpm to 1430 rpm with stock gears. 
All-steel Housings. Unbreakable, strong, 
rigid. Generous overhung lood capacities 
provided by wide bearing spans, large 
shofts and bearings 

Streamlined inside and outside. 
Smooth, clean surfaces; machine welded 
construction conforms to NEMA motor frames 


A FEW TYPICAL DRIVES 
FOR "C"’ AND "CB" UNITS 


ee 


CHAIN 
TO "CB" UNIT 


V-BELT 
TO "C" UNIT 
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The ideal type for Turbine, Engine or Special Motor 


Here is an exceptionally versatile member of the famous FALK line of reduction 
units. The Type 'C" Straight Line Speed Reducer is an all-steel concentric shaft unit rated 
in accordance with AGMA standards. It is structurally similar to the universally popular 
FALK Motoreducer, and offers many special application advantages. 

It can be driven by motor, turbine or engine with direct coupling connection—or 
through a V-belt or chain drive. It lends itself effectively to hydraulic coupling, brake- 
wheel or overload protective coupling, multi-speed transmission, or to variable speed 
drives—without modification. Units can include self-contained backstop if desired. 
Ratio can be modified with easily installed stock gears. With modifications, unit can 
be used as a speed increaser. 

These all-steel Straight Line Speed Reducers are available for prompt delivery in 
standard ratios in horizontal and vertical concentric models, also in horizontal and 
vertical right-angle models; in single, double, triple and quadruple reduction. For 
full details, write for Bulletin 1104. 


...@ good name 
in industry 


THE FALK CORPORATION: 3001 W. Canal St.- Milwaukee 8, Wis. 





ry. 

ae no mistaking a champion — in any 
field. By their cleanness, straightness and other 
outward appearances, Nicholson and Black 


Diamond brands immediately reflect their leader- 
ship in the field of files. But it is in their per- 
formance that the customer discovers their even 


more important points of superiority. 


Performance brings out what it has taken four 
generations of file manufacturing experience to 
put into them ... the high efficiency of their cor- 
rectly shaped and accurately cut teeth, their scien- 
tifically determined and uniform hardness, their 


high-quality special-analysis steel — for instance. 


Constant engineering research and study have 
also kept Nicholson right in stride with the for- 
ward movements in shop practices and materials, 
as evidenced by many Nicholson developments in 
Special Purpose, Swiss Pattern and Rotary files. 


Thus, Nicholson stays alive-and-alert to enable 
you, the Industrial Distributor, to give your cus- 
tomers the broadest and most comprehensive 
file service and the utmost in file values. And 
Nicholson advertising gives you and your sales- 
men a ready welcome in the office of any indus- 
trial purchasing agent or production head — as 
it has done during four generations of Nicholsons. 
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SPECIAL PURPOSE FILES—For greater effi- 
ciency and speed on Aluminum, Brass, 
Lead and Babbitt, Die and Foundry 
Castings, Stainless Steel, Lathe Filing, 
Sheet and Annealed Tool Steel, ete. 


GENERAL PURPOSE FILES—In all the multi- 
tude of shapes, cuts and sizes used 
in the industrial, saw-using, agricul- 
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ROTARY FILES AND BURS—The most recent 
Nicholson lines. All 


and 4,” 


division of the 
popular head shapes with 4 
shanks. Files in Hand-Cut Hi-Speed 
Steel; Ground Burs in Hi-Speed Steel 


and in Carbide. 


NICHOLSON FILE CO. * 42 ACORN ST. 


SWISS PATTERN FILES— Nicholson 
X.F. is the largest selling brand 
in America. Hundreds of 
shapes, cuts and sizes for hand 
and machine filing. Supplied 


in sets or individually. 


¢ PROVIDENCE 1, RHODE ISLAND 


s Canad Nicholaon File Company of Canada Ltd., Port Hope, Ontario) 
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BEARINGS 


4 
-¥@B That's right, 90% plus... 


over 90% of the applications for 

sleeve bearings can be supplied from 
standard, stock size Johnson Bearings. 
You can get these big sales when 

you handle the Johnson line . .. the widest 
range of types and sizes in the market. 
Go after this bearing business with 

the Johnson Bearing line and you 


will increase your sales .. . and profits. 


JOHNSON BRONZE Co., 535 S. Mill St., New Castle, Pa. 


meg a 





GENERAL PURPOSE ‘,/ GRAPHITED .. ELECTRIC MOTOR , A UNIVERSAL 
BEARINGS i" BEARINGS “ BEARINGS ke BEARINGS BRONZE BARS 
over 920 sizes over 200 sizes over 350 types *’ ever 385 sizes over 400 sizes 
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ee was built into every detail of 
this Nineteenth Century clock. 


Today, the finest gears are mechanically 
reproduced by means of precision-built 
hobs. For the best in hobs — demand 
precision hobs by Union. 


Renaissance 19th Century French Clock, 
mode in Paris by RAINGO, Circo 1840 


UNION TWIST DRILL COMPANY: ATHOL, MASSACHUSET#S 


Milling Cutters Geor Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





| At this world-famous shipyard .. . 


“We specify 
we need the 








@ Maintenance and inspection of rope, grooves, and sheaves is @ Over 65,000 ft. of rope are used on the hoisting equipment at this big 
a daily routine at Ingalls. This company keeps all of its shipyard. Ingalls Shipbuilding Corporation likes Tiger Brand Wire Rope 
equipment in top notch condition, remachines worn grooves because it gives excellent service and assures maximum safety. 

before they can damage a rope, lubricates all rope regularly 

This extra care assures top performance and service life e@ Tiger Brand Hoisting Rope has the extra reserve strength. flexibility, 
from Tiger Brand Rope. and fatigue resistance needed on the 12 bridge cranes at Pascagoula. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 








Tiger Brand because 


best wire rope we can get 


4 Wi production going full tilt at 


e If a rope broke on this crane, the boom 
would snap back and tepple the whole 
machine over. And it’s 80 feet to the 
ground. Ingalls prevents accidents like this 
by specifying dependable Tiger Brand Wire 
Ropes for hoisting machines and for safety 
lines around the scaffolding used to build 
a ship's hull. 


e@ The lives of 150 workmen, as well as 
millions of dollars worth of equipment, de- 
pend on the strength and durability of wire 
ropes at this shipyard. In addition to hoist- 
ing, Ingalls Shipbuilding Corporation uses 
Tiger Brand Wire Rope to secure ships to 
the outfitting docks, to tie off sections of a 
ship until it can be fitted and welded, and 
for guys, rigging, and cargo falls aboard ship. 


this mammoth Pascagoula, 
Mississippi shipyard of Ingalls Ship- 
building Corporation, 19 gantry 
cranes, 12 bridge cranes, 6 locomo- 
tive cranes, and many mobile cranes 
and electric and air hoists are lifting, 
moving, and sorting materials day 
and night. Tiger Brand Wire Rope is 
working away on these machines 16 
to 24 hours a day, 5 days a week, 
every week of the year, assuring peak 
performance and safety. 

Safety is all important at this yard. 
As Mr. C. A. Guynn, Master Me- 
chanic, told us, “If one of these ropes 
should break, 50 tons of steel would 
drop! It would endanger over 150 
workmen and do untold damage to a 
$10,000,000 ship. And then there’d 
be the tremendous expense of an idle 
machine, and the cost of replacing 
the rope. We just can’t take a chance 
with safety. 

“That’s why we always specify a 
first grade rope like Tiger Brand— 


pul 
* 


The Right / Wire Rope 
the trick! 


will do 
fn} 





the best we can get. It would be un- 
thinkable even to consider a cheaper 
rope!” 

As for service, Mr. Guynn said, 
“We leave a Tiger Brand Rope in 
service about a year before we re- 
place it. That’s a fine record when 
you remember that these machines 
are in constant use and that we al- 
ways remove the rope long before it 
can give trouble. On a machine that 
isn’t in constant use, we could. use 
the rope for 4 or 5 years.” 


SEND FOR FREE BOOKLET. You can get exceptional service on any job from 
the right Tiger Brand Wire Rope. Its construction, grade, and the tough open- 
hearth steel from which it is made, provide the special properties you oe 

Make sure of getting the right Tiger Brand Rope by following the recommenda- 
tions in our guide book, “The Right Rope for the Job.” It lists the best rope for 
hundreds of typical applications. Send the coupon now for your free copy 


American Steel & Wire, Rockefeller Building, Cleveland 13, Ohio 


Please send me, without obligation, a copy of your helpful wire rope recommendation book, 


“The Right Rope for the Job.’ 
Name 
Company 


Address 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


Licellay Chelormed 
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TO HELP YOU 
SELL MORE 


MOTORS 


we Century Branch Offices 
@ Century authorized service shops 


There’s no costly delay or confusion, should a NATION WIDE 
- 


Century Motor ever need service. A glance at this map 
will show you why 

Hundreds of trained electric motor repair men in established TH RY 
independent service organizations are located convenient to 


motor users throughout the United States. They are equipped 


to give Century Motors the same kind of skilled care that is 
used in their manufacture. SERVICE 


They carry a stock of Century Motor parts, and also some 
standard motors to be used as replacements. These authorized 
Century service shops are authorized to render immediate ORGANIZATION 
decisions regarding warranty service on Century apparatus. 
Your customers will appreciate this reliable service organization. 














For a list of service stations—or for more information on your 
opportunities for success with Century Motors, write us today. 


CENTURY ELECTRIC COMPANY «© 1806 Pine Street, St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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COUNTERBORES 
with 
ial Pilots 


There is nothing 
like on-the-job 
performance 

to prove 
Butterfield’s 


superiority. 


UNION TwisyfT DRitet P AN 


com 
BUTTERFIELD Divisio 
s 


DERBY Ling, VERMONT, Ue 


° Y 
I N 
A. 


TAPS - DIES ~- DRILLS * REAMERS ~* COUNTERBORES ~- SCREW PLATES 


Butterfield builds business for you with advertisements like 
this appecring in the leading Metal-Working publications. 








1500 F&ands af 1000F 
Vo ot 


DROP FORGED STEEL 


" CHROME-MOLY STEAM VALVES 


Hold the line at... 


Oswego, N. Y. Station of 


** NIAGARA MOHAWK POWER CO. 


Leading central stations know 
and trust Vogt drop forged steel 
chrome-moly valves in their 
toughest high pressure and high 
temperature services. 
Specify Vogt ... and be SURE! 


*The Huntley Station at Buffalo 
and Dunkirk Station at Dunkirk, 
N.Y. use many Vogt valves. 


‘TOP: Air view of Oswego, N. Y. 
Station of Niagara Mohawk Power Co, 


CENTER: Valves on main drum of 
875,000 pounds per hour steam gen- 
erator. 


RIGHT: Drains from main steam, at- 
temperator, and superheater lines em- 
ploy a maze of valves, 


NEW CATALOG F-9 
Consult its 400 pages for the complete 
Vogt line of drop forged stee! Valves, 
Fittings and Flanges for steam, water, oil, 


gas, air and refrigeration services. 
HENRY VOGT MACHINE CO., Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK, PHIILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS, CHARLESTON, W. VA. 
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IN WIRE ROPE AND CHAIN FITTINGS 


Always ahead of the field — that's something you 
can count on with Laughlin. And you'll be ahead, 
too, when you push this quality line. It's the most 
complete — and the most widely accepted — line 
of drop forged fittings. 


Here's the new clevis hoist hook, and it's a 
hook your customers will go for. With hex 
head bolt, check nut and cotter it can be 
installed or removed in a jiffy. 

Available in four safe working load sizes: 
1.5, 2.1, 3.1 and 5§ tons. 


Here's a drop forged heat treated binder 
with major design improvements. It uses 
Laughlin CLEVIS GRAB HOOKS so the user 
can always have the correct size hook for 
the chain. You can buy binders less the 
hooks and supply proper size hooks from 
your stock. Less inventory for you and a 
better binder for your customer. Two 
basic sizes, each taking 4 hook sizes. 
Swivel tongue swings on end of slotted 
jaw to prevent spreading: positive cam 
lock; light weight yet strong. 

#1 Binder for hook sizes 4", 4”. 

#2 Binder for hook sizes %”, yj", 42”, 


Just about the handiest thing ever invented 
for making up single or double leg chain 
assemblies and for other chain connections. 
Requires no special tools or welding. Use 
with Laughlin weldless rings or pear shaped 
links. New, exclusive cotter guard protects 
hands and pin end. Available in 4 sizes. 
(Send tor new folder) 


LAUGHLIN protects the distributor 
THOMAS LAUGHLIN CO. ® 
212 FORE ST., PORTLAND, ME. 
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Why 1s National Steel Pipe 


_ fet. Choice 


In Industiy ? 





A spot check of successful building and industrial ap- 
plications, anywhere in the country, will show a pre- 
dominant use of NATIONAL Steel Pipe. That’s because 
NATIONAL Offers you all the desirable features you want in 
good pipe. And small wonder! From raw material to finished 
product, NATIONAL Pipe is manufactured by one organization, 
the largest and most experienced producer of tubular products 
in the world—NATIONAL TUBE. 
Here are just four of the most importantreasons why NATIONAL 
Steel Pipe is “First Choice” for all types of piping installations: 


UNIFORM THROUGHOUT—NATIONAL Pipe is uniform in 
metallic structure, ductility, strength, corrosion resistance, 

> surface finish, wall thickness and diameter—a uniformity 
that is rigidly maintained at all times. 


CONS AND BENDS WELL—NATIONAL Pipe has that extra 
measure of strength and ductility to make smooth bends 
of uniform, circular cross sections. With NATIONAL you 
can estimate closely without worrying about excessive loss 
of material, time and labor. 


THREADS AND CUTS EASILY—Strong, easily-made threads 
re possible because of the unvarying quality of the metal 
nd the absence of slag inclusions, laminations and blisters. 
The steel cuts clean and retains its characteristic strength 
even in the lightest part of the smallest thread. 


SPELLERIZED—Spellerizing is an exclusive NATIONAL devel- 
opment. The blooms for the pipe are knobbed so that the > 
surface is worked to eliminate any irregularity. The result 
is a uniform, dense exterior that lessens the tendency to 
corrode or pit and thus assures longer life, better service. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S NATIONAL Sfee! PIPE 
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STANDARD for . 
Tough fobs aimee (881 « 
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¢ ae 


| et 
all 








Red Shield says: 


Standard service engineering specialists are available for your customers indi- 
Ny vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre 
y t-lee-toRelsloMolcolueli-teMlielilelolcelr4-BudLUM i elilelolee Mimi RoR loco Ml -Biokes oleic 


STANDARD [OOL (‘0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK ¢ DETROIT © CHICAGO © DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters -End Mills - Hobs - Counterbores - Special Tools 
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HERE’S A FACE 


THAT’S EASY ON 
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“ 
Take a good look at the new Gotham Industrial. 


Here is an economically priced quality Thermometer 
with all the accuracy, sensitivity and ~“« 
ruggedness you could ask for. ee. 





The new Gotham design features a shallow, “V" shaped™ _ 
case, made of extruded brass. Its scale is wider and flatter, 
permitting better visibility and promoting greater reading 
accuracy from all angles. Its heavy cover glass is held firmly 
in place by a channeled rubber-over-brass gasket, making the unit 
moisture-proof, dust-tight and more rugged. Its red reading 
glass tube is carefully selected, heat treated, and filled 
with triple distilled mercury for truer accuracy. 


Gotham Industrial Thermometers are furnished in straight or angle 
forms between —40°F and 950° F. Centigrade and 
Reaumer equivalent scales are also available. Sizes: 7", 9" and 





12". Write today for full information. United States Gauge, 


Division of American Machine and Metals, Inc., Sellersville, Pa. 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gouges * Aircraft Instruments * Air Volume Controls * AltitudeGauges * Boiler Gauges 
Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges 
Precision Labo-atory Test Gauges * Marine, Ship and Air-Brake Gouges * Voltmeters * Ammeters * Welding Gauges. 

OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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BRONZE GLOBES 


Good Looks Count with Valves, Too 


We believe in giving O-B valves 
good appearance. Most customers 
judge a product by its appearance, 
and rightly so. Good appearance 
and good performance usually go to- 
gether. At least that’s the way it is 
with O-B valves. 

For example, look at the soft, 
shiny finish on an O-B valve. Re- 
sponsible for that finish is the certi- 
fied ingot bronze used in all O-B 


° ANGLES 
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CHECKS 


valves. Certified ingot contributes 
to the uniform high quality of O-B 
valves. 

Well-cleaned castings, smooth ma- 
chining, heavy construction at 
points it's needed most, freedom 
from burrs - - also add to the good 
looks. Those good looks help sell 
O-B valves especially when they're 
backed by O-B’s many years of out- 
standing performance. 


4448-V 


© FOR INDUSTRIAL SERVICE 
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FRICTION... 


...in industry. ..in plants large 
or small, can eat up power, wreck 
bearings, breed fires, shut down 
production lines, melt away hard 
earned profits. Its destructive 
effects are further complicated 
by water, gasoline, solvents, 
extreme heat or cold, acids, alka- 
lies, dust and dirt. 


Mr. Distributor: 


Friction is a problem we of 
Keystone have researched for 
many years. Our studies have 
given birth to the broad line 
of Keystone Specialized Lubri- 
cants—lubricants which today 
are protecting costly equipment 
in thousands of industrial 
applications. 


The aim of this ad is to tell the industrial consumer that 
there is a Keystone Specialized Lubricant to solve any 
friction problem and meet any external condition... 
Urge your prospective customers to select the toughest 
application they have...and then put Keystone to 


the test! 


If you have a friction problem: 
solve it with a Keystone 
Specialized Lubricant. ’Phone 
your Keystone Distributor. He’ll 
be glad to advise you and supply 
your lubricant needs. KEYSTONE 
LUBRICATING COMPANY, 21st 
and Lippincott Streets, Phila. 
32, Pa. Established 1884. 


7 J 


d 


TRADE MARKS FEC. U.S. PAT. OF 


SPECIALIZED 
LUBRICANTS 
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BRONZE “‘W.S."" FULL FLOW GLOBE 
VALVE (Fig. 2608) For 200 pounds 
W.P. Regrindable, renewable, 
hardened stainless steel seat and 
disc. Nominal pipe size opening 
through seat permits fuller flow 
with pressure drop and turbulence 
cut to minimum. Sizes, 4%” to 3”, 
inclusive. 


CAST STEEL GATE VALVE (Fig. /503) 
150 pounds. Flanged ends, bolted 
flanged bonnet with outside screw 
rising stem and yoke. Solid wedge. 
Available in sizes 1” to 24”, inclu- 
sive. 


“MODEL STAR” GATE VALVE (Fig 
1793) For 125 pounds W.P. Iron 
body, bronze mounted. Supplied 
with taper solid wedge. Sizes 2” to 
30”, inclusive. 





The life of a valve bears a certain relation to 
the life of the company that produces it. 
Powell has had a solid, oak-like growth for 
over a hundred years. That's only possible 
because The William Powell Company makes 
dependable valves. 

Today, Powell Valves are proving their 
dependability in a greater variety of installa- 
tions than any other valves in the world. And 
Powell is very likely the leader in research 
as well as development of special valves to 
overcome flow control problem situations. 

All good reasons why PV, for Powell 
Valves, appears on more specifications year 
after year. 


THE WILLIAM POWELL COMPANY 
CINCINNATI! 22, OHIO 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


...- 108th YEAR 
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fin the complete 


Se. // / Brown & Sharpe Line 


When you handle the 
complete Brown & Sharpe 
Line it’s only natura! for your 
sales to move faster ... you 
have so much to sell. Not only 
can you easily supply your 
TUT a a needs, 

Seog ut you can stimulate interest 

¢ bros wee ons in many other items. 

‘ Besides such regular distributor 
products as machinists’ tools 
and cutters, you can offer the 
Brown & Sharpe “extras” 
permanent magnet chucks, 
electronic measuring equipment, 
screw machine tools, pumps, 
and Johansson gage blocks. 
They're your logical basis for 
more sales per call. 

And remember, a// Brown & 
Sharpe products are 
continually advertised in the 
nation’s leading business and 
industrial publications . . . an 
additional “push” for this fast- 
moving line. Brown & Sharpe 
Mfg. Co., Providence 1, R.L., 
U.S.A. 


WE URGE RUYING THROUGH THE DISTRIBUTOR 


IBS Brown & Sharpe 
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the Profit Line 


OF GRINDING WHEELS 


Here’s a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinots 
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buwe Double Finished 
Handles 


You can see the difference in the 
double finished Grade A Hickory 
handles in Warren-Teed Tools. 
Deep stain brings out the rugged, 
perfect grain — buff wax adds a 
smooth, clean “non-slip” surface. 


Buy and display your 
Warren-Teed Tools in 
packages with handles 
inserted. They are easy 
to stock and inventory. 


Warren-Teed handles are safe and 
handsome. They put added sell 
in one of America’s finest lines of 


Placed “out front” they'll 
boost sales by helping 
to sell themselves. 


heavy hand tools. 


Grade A Hickory shaped into a per- 
i fect handle. 


© Add a smooth stain that penetrates 
and brings out the natural grain. 


} Buff wax gives a sales-appealing 
handle, 


» 


WARREW. TEED 


trade mark 


ed 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . . 30 Church St., New York 7, N. Y. 
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FORGED 
STEEL FITTINGS 


for all high-pressure 
installations 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 











— 
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MORE PROFITS — MORE REPEAT ORDERS oe0 




















ARE YOURS with 


~~ 


RASS PRODUCTS 


With 50 years experience behind it, the Consolidated Brass Company’s complete fine of 
fittings offers dealers and distributors an outstanding profit setup in both initial sales 
and repeat orders. Once they know quality, users continuously specify CONBRACO. Con- 
solidated Brass Company products cover a wide range of brass-using needs . . . types 
and sizes are available for most all requirements in plumbing and heating supplies, 
gas and tube fittings, and lubricating devices. When “specials” are needed Consolidated 
Brass Company has every facility to meet your requirements. 


Sellers of the CONBRACO line find first sales easy and repeat sales a cinch. Fast turnover 
and profits are assured when you join the CONBRACO perfect circle for soaring sales. 


Write today for complete details (including a catalog if you wish) on CONBRACO boiler 
trimmings, plumbing line, ground key cocks, tube fittings, lubricators and other products. 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


: BRASS COMPANY 
DETROIT 9, MICHIGAN 
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Card's 80 year record of concentra- 
tion on one chief product shows up 
where it counts most — on your 


production line. 


TAPS by CARD 


Completely stocked offices at Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle 
See your local Card distributor for prompt deliveries and helpful service 


S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. * DIVISION OF UNION TWIST DRILL CO TAPS + DIES* SCREW PLATES 
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to help you sell more (S/rar71 


HIGH SPEED ATTACHMENT 
a 








Up te 27000 rpm for rotary filing and cutting 
with high speed steel and carbide tools! 


Step-up gears mounted in gear head 
triple rated spindle speed . . . let your 
customers meet surface-feet-per-minute 
(sfpm) recommendations, even for carbide 


tools, with ease. 


And it’s easy to work with because the 
step-up gears are in the head rather than 
the handpiece. That means a smaller, 
more flexible shaft can be used and the 
handpiece is compact, light weight. So 
you can promise your customers less 
operator fatigue, faster, more accurate 


work. 


Flexible Shaft Machines 


QUICK CHANGE HANDPIECE 


Change tools In seconds— without wrenches 
—in three simple steps! 


Just PRESS the locking button mounted at 
the shaft end of the handpiece; PULL the 
handpiece away from the shaft; SNAP 
another handpiece in place and you're 


ready for work! 


It's standard on new Strand Flexible Shaft 
Machines with #6 or smaller handpieces, 
also on the new High Speed Attachment 

. at no increase in price. Also easily 
adapted to present units by fitting them 
with a new casing and adapter parts. So 
inexpensive your customers will want one 
for each of the tools they use most often. 


Both of these developments are exclusive with Strand . . . producers of the widest 
line of flexible shaft machines in the field. If you're not already handling this famous line, get in 


touch with us now for information on open territories. Ask for Catalog 131-A. 


Recommend Strand Flexible Shaft 
Machines for grinding, brushing, 
retary filing, sanding, drilling, 
buffing, polishing. 


FRANKLIN BALMAR | 
~ CORPORATION | 


- -_———+ == 


N. A. STRAND DIVISION 
Weodberry, Baltimore 11, Maryland 
5001 N. Welcott Ave., Chicago 40, Ill. 
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@ For use on Wells, Kalamazoo, 
Johnson, Famco and all other 
make Band Saw machines 

e Try our Wavy Set: for cutting 
angle iron, tubing and thin 


materials 


SAFETY BOX -- 100 COIL STOCK 


e For use on Do-All, Grob, Tannéwitz and oth 


machines 


e Stock ready to draw out. 


e Dangerous loose ends can be withd 


= ”" ‘we ’ nS * “ae sw “4 4 7 % 
a ‘ var 
daer sau tase ehae THE TOOLS IN THE PLAID B0 cS 


FE I? a 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASS. 


HACK SAWS + BAND SAWS + GROUND FLAT STOCK + HOLE SAWS 
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JEFFREY 
cast pulleys 
are better 


Jeffrey Cast Iron Pulleys insure the most 
efficient and economical belt conveyor opera- 
tion because: 
They are more resistant fo corrosion, abrasion 
and rust. 
They do not require absolutely stiff shafts. 
“Clamp” type hubs really grip shaft, avoid key 
seat wear. 
Heavy machine-turned rims are more accurate. 
Machine-turned faces are truly concentric. 
Variable hub positions on shaft meet all special 
conditions. 
Lagging can be vulcanized or secured with lock 
nuts which won't back out. 


Machined crown faces aid belt training, are 
accurate and uniform. 


Jeffrey Pulleys are cast in one piece 
from highest quality grey iron. 
There is a type and size to meet 
every belt conveyor requirement... 
including single or double arm, solid 
or clamp hubs, and extra-heavy 
units for high-tension belts. 

Jeffrey Cast Pulleys have given 
trouble-free and continuous service 
on outstanding conveyor jobs for 
more than 30 years. They hardly 
ever wear out! 


JEFFREY BELT CONVEYOR 
EQUIPMENT INCLUDES: 

Belt idiers — ali types Drive Chains 
Pulleys Pillow Blocks 
Gears Sprockets 
Shafting Couplings 
Set Collars Holdbacks 
Takeups Belt Cleaners 


WRITE FOR CATALOG NO. 852 


E BBY nitiiaciinine co. 
. Columbus 16, Ohio ) 


IF IT’S MINED, PROCESSED OR MOVED | sales offices and distributors — 


in principal cities 


TSA JOB FOR JEFFREY! yn tas south arnica 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





HAMMER FORGED plus POLISHED FLUTES 


improved chip slippage, reduced friction 


heat and a tendency to reduce power 


This hammer forged drill (a GTD- 
AMPCO exclusive) even without pol- 
ished flutes would still be a superior 


drill! Polishing the flutes, which means 


consumption, give it still another plus 


value. All this at no extra cost to you! 


AMPCO TWIST DRILL DIVISION 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASS 

















A NEW 7'[ STANLEY | 


BUILDERS SAW 


Here’s a new Stanley builders saw that cuts 2 x 4’s 
at 45° and only weighs 12 Ibs. Its 7” blade 
takes a deep 2%” bite at 90° and bevels at any angle 

Furnished with metal carrying case. 





up to 45°. 


CHECK THESE OUTSTANDING 
STANLEY FEATURES 


Patented Stanley blade flanges that protect 
the motor from shock loads. If you hit a 
nail or other obstruction, the blade stops 
but the motor turns over until switch off. 
There's never any kickback or motor 


An automatic telescoping safety guard with 
burn out S 


convenient finger knob control. Positive 


Cutaway window lets you see what you're 
doing as you do it. Can keep your eye on 
the line of cut, whether left- or right-handed. 


OTHER STANLEY 


Housing — Fully polished die cast aluminum alloy 
Gears — Alloy steel 

Bearings — Full anti-friction ball and needle 
Switch 


Handle 


— Double pole, momentary contact 


— Pebbled, non-slip surface, “multi-grip” 








to your Stanley 
| need for light 
maximum capacity portable 
saws. It will more than ee 
customers. For further et 
write Stanley Electric “‘“: oa 
Myrtle Street, New Britain, <* 


Add this new saw 


line. It satisfies a rea 


weight, 
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safety at all times — your hands are never 
near the cutting edge even when pulling 
back the guard. 


SAW ADVANTAGES 


Speed 

Accessories—Ripping guide, extra blades and 
extension cords 

— There is a Stanley Electric Tool Service 
Station near you, no matter where you 
are located. Consult your classified 
telephone directory. 


— 5200 r.p.m. with no load 


Service 





STANLEY 


[ STANLEY ] 





HARDWARE 
TOOLS 

STEEL STRAPPING 
STEEL 


ELECTRIC TOOLS 
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FAVORITEt WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75° and 100 
lengths ; 


BOSS* WYTEFACE Rugged, 
he-man”, aluminum case 
with non-slip finger grips. 
Wide-sweep winding handle 
Foot mark ngs in red. Priced 
for volume sales . n 50 
and 100’ lengths 

"TRADE MARK 


ss 


HANDY+t WYTEFACE: Tape 
Rule is available in 6’, 8 


ond 10 lengths 


WYTEFACE sells. on sight! 
because it’s BLACK and 


f= WHITE and every inch 
® 


fete). 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J 
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How Sarco dependability builds business 
your costs 


for you—cuts 


Satisfied customers order 


Sarco Steam Specialties 


time and time again 


There's a sound reason why so many 
plant engineers, maintenance men, 
architects, consulting engineers and 
contractors specify Sarco products over 
and over again. 


That reason is Sarco dependability! 


To the distributor, this dependable, 
trouble-free service means satisfied cus- 
tomers... and satisfied customers mean 
steady repeat business — more profit! 


Make sense? Write today for more 
information on how much more profit- 
able it is to sell Sarco. Contact your 
local Sarco representative, or write di- 
rect to Sarco Company, Inc., Empire 
State Building, N.Y. 1, N.Y. 


Proven dependability plus 43 years of 
consistent advertising have made Sarco 
products nationally known and preferred. 


SARCO 


A Complete Line of Steam Traps ~ 
Heating Specialties ~ Strainers ~ 
Temperature Controllers 











\F 


—, Strainers 
Steam Traps 
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Radiator 
Traps and Valves 





1954 





Water Blenders 
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Self. 
Temperature 
Controllers 
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THE INSIDE STORY of Hallowell Shop Equipment 
is partially told in this view of our shop. Here modern 
production machines shear, form and punch the sheet 


WHAT'S NEW WITH HALLOWELL from which Hallowell equipment is made. Here too 


units are individually washed, painted, packaged and 


News that helps you sell prepared for shipment to our many distributors 


THIS 1S ONLY ONE of many sales 
bulletins that give your customers com- 
plete details on the extensive line of 
Hallowell Shop Equipment. Form 841, 


illustrated, tells the complete story of 


Multiple Unit Benches — others listed 
below round out the package. 


Form 701... ..Standard Work Benches 
Form 702...........Cabinet Benches 
Form 703. ..Tool Stands and Cabinets 
Form 797 Bed Steel Carts 
Pe WS a irs eedee Shop Desks 
Form Stools and Chairs 


Any or all of these are yours for the 
asking—just tell us the quantity you 
need and the imprint you want 


throughout the country. 


Pad 


hana 


Base 


THE BOSS BLEW UP when he saw 
the figures on making his own shop 
equipment, but he calmed down fast 
when told about the Hallowell way. 
An interesting self-mailer (Form 886) 
cartoons the story. Why not let it work 
for you—a mailing to your customers 
will be profitable. Just send your order 
for imprinted copies to the Hallowell 
Shop Equipment Division, STANDARD 
PresseD Steet Co., Jenkintown 13, Pa. 


JENKINTOWN PENNSYLVANIA 
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WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


; 


so" sps be L : 
Aanhua socatt see one ee 
TWBARKE ° -— 


NEW LOOK—new ad—new sell. Have you seen the new UNBRAKO adver- 


tisements? Here’s one now appearing in February trade publications. It features 
a flow control valve. Don't fail 


an application we talked about here last month 
the body text. It plugs your services to a fare-thee-well: 
with UNBRAKO Standards, stocked 


to notice—and read 
“Get personalized service, faster service 


by your distributor 


and a wonderful little booklet for your salesmen to 
“Things to Talk About” gallops through the salient 
socket caps, sets, buttonheads, flat heads, 


POCKET SALESMAN 
stick in their pockets 

features of all UNBRAKO products 
stripper bolts, pressure plugs and dowel pins. On the opposite page it reminds 
salesmen of the most important things about each product to tell their pros- 


pects. Want copies? You can get ‘em—for free and in quantity. Just write today 


to STANDARD Pressep STeeEt €0., Jenkintown 13, Pa. 


MEN-OF-THE-MONTH 


These men are SPS in New England 


BILL TAIT’s territory embraces eastern 
Massachusetts, Maine, New Hampshire 
and Rhode Island. A native Philadelphian, 
Bill was an engineer at the SPS home office 
from 1935 to 1951, working both on pre- 
cision screw products and pressed steel 
equipment. He now makes his home in 
Wellesley, Mass. 


CLAYT GRAHAM, manager for the dis- 
trict, has spent most of his life in the 
Nutmeg State. His background: business 
administration, mill supply sales, socket 
screw production and sales. He is well 
known to customers in Connecticut, west- 
ern Massachusetts, and Vermont. Clayt 
makes his home in Waterbury, Conn., likes 
to build model planes for a hobby. 
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COMPLETE MEANS ALL. SPS means what it says when it 


tells you it is completely equipped to turn out high quality 
precision products. Take plating, for instance. Many manu- 
facturers, as you undoubtedly know, farm their plating work 
out. This is the equivalent of letting your secretary sew the 
buttons on a $100 suit. Every process must be completely con- 
trolled if you want the result to be high quality. The SPS fully 


It’s a fact 


Good reasons why you get good delivery 


from SPS 


Fork-lift trucks are equipped with 2-way 
radios. A truck can be moved where it’s needed 


in 5 minutes instead of 45. 


SPS has three rail sidings, two of them spank- 


ing brand new 


The truck platiorm, which completely 
losed, warmed and ventilate s equipped 


16 automatic hydraulic ramps 


A network of belt and roller conveyors car- 
ries cases Of UNBRAKO products from packing 


stations direct to the loading platforms 


UNBRAKO SOCKET SCREW DIVISION 


automatic barrel plating line, which is used for all products 
requiring cadmium plate, cost over $75,000. Every cent was 
well spent, because this machine can turn out 10,000 pounds 
of finished work every eight hours to a tolerance of .0001”. 
Coupled with our fully automatic rack plater, which handles 
96,000 units every eight hours, and six custom-plating lines, it 
gives SPS the most complete plating installation in the industry. 


SELF-SELLING SELF-MAILER. A beauty. Eighteen marvelous cartoon 


panels that explain to your customers why it is simpler and cheaper to buy 
UNBRAKO Dowel Pins than to make their own. This is a self-starting business- 
getter if we've ever seen one. Send for your samples today, then let us know how 
many you need for a mailing. Don’t forget to order enough for your salesmen: 


JENKINTOWN PENNSYLVANIA 
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Can luse this sheet packing 
on hot oil lines, too 7 
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Sure J-M Service Sheet /° 
equally good ror ol, stean 


and gas lines / 


Sell more jobs...make more profit 








by giving your customers the facts 
about this quality packing 
with a 35-year reputation 


Where to sell it: Every industrial plant 
is a prospect for J-M Service Sheet 
Packing. It's the favorite packing of 
thousands of plant engineers and 
maintenance men. Both versatile and 
dependable, Service Sheet makes a 
tight, long-lasting seal against super- 
heated steam, air, gas, water, hot oil 
and ammonia, as well as many acids 
and chemicals. 

What its selling points are: J-M Service 


Sheet is a quality packing, mace of 


selected long-fiber asbestos bonded 
with heat-resisting compounds. It is 
graphited on one side to permit 
breaking a joint without destroying 
the gasket. The ungraphited side is 
ruled into 1” squares to speed cutting 
and reduce waste. And ... a very im- 
portant selling point... you can go 
after quantity orders, because J-M 
Service Sheet will not dry out in stock! 


How it is furnished: Service Sheet is 
supplied in sheets 54” x 63”, 36” x 


aS 


126”, 36” x 63”, and 54” x 126” in 
thicknesses of Yd" to %" and 108” 
x 126” sheets in thicknesses of '4)” 
to 4%". It is also furnished as cut 
gaskets in standardand special shapes. 
See the J-M catalog for further details. 


Backed by national advertising—j}-M 
Packing advertising reaches packing 
users everywhere—refers them to 
their local J-M Packing Distributor 
—makes your selling job easier! 


Johns-Manville PACKINGS & GASKETS 
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Davidson Steel Corp. 


444 Madison Avenue 
New York 17, N. Y. 
Phone: Plaza 9-7151 


Manufacturers of 


Here’s Why: 


1. The HEAD — thick, uniform shape, perfectly centered on the shank. 
Compare it with others of the same type . . . and you see the result of 
brand-new precision machinery, manned by skilled operators! 





2. The SHANK — highly polished, uniformly coated, or deeply barbed as 
the case may be . . . one thing stands out: Here is the product of only the 
finest, first-quality steel! 


3. The POINT — sharp, centered, clean . . . the uniform result of closely 
supervised production, prime materials, and the most modern wire mill 
in the world . . . built expressly for the production of perfect nails! 


4. The TEST — drive it . . . hear it ring clear as it seats deep and holds fast. 

Test good Gulf nails again and again . . . you will always get the same 

result. Straighter, cleaner, easier drives . . . greater holding power... 
LOWER NAILING COSTS FOR YOU. 


Communicate with the nearest GULF representative: 


Edward D. Sperry Jr. Cc. G. Fallon The Crispin Company B. S$. Meade Company 
P. O. Box 936 630 Centre Street 1611 Bank of Commerce Bidg. 604 Duquesne Terrace 
Santa Barbara, California Jamaica Plain, Houston 2, Texas Union, New Jersey 
Phone: 2-9625 Boston 30, Mass. Phone: Fairfax 0338 Phone: Unionville 2-8068 


Phone: Jamaica 4-5046 


BAYAMON P.R., U. S. A. 00:19 


: Nails and Staples - Chain, welded and weldless - Chain-link fencing « Concrete wire mesh 
Steel wire: plain, annealed, galvanized. 
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Another Reason Why... 


RUST-OLEUM MEANS MORE 
PROFIT TO YOU! 


We're blanketing ets trading area with the most 
dramatic sales-producing advertising and merchandising 
program ever seen in the protective coating 

field to pre-sell your customers and: prospects 

and bring live leads and inquiries to you. 


RUST-OLEUM CORPORATION 
2412 Oakton Street, Evanston, Ill, 


, Rust-Oleum. It is distinctive 
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Dudley J. Scholten, Vice President of Argus Cameras, explains why 


He doesn’t believe in negatives! 


When dealers phone for more stock fast—because customers 
want Argus cameras now— Dudley Scholten doesn’t believe in 
negatives. He won't say “No.” He uses Air Express. 

Last December 23, for example,’’ he will tell you, ‘a large 
Indianapolis camera shop ran out of Model 75's, called us in 
Ann Arbor headquarters 

‘We got together half a gross by noon of December 24 and 
let Air Express take over from there. That night, the dealer 
phoned again to say ‘Thanks.’ The Air Express delivery had 
arrived early in the afternoon—and by closing time he had 


sold out the whole order! 


‘There's no doubt that the astounding growth of Argus 
owes much to this policy of reliable, fast distribution. Argus 
sales rose from a net of some 5-million dollars at the end of 
1950 to about 19-million in 1953. 

“We ship by Air Express to our outlets all over the country 
in weights from 4 to 30 pounds, often as much as 120 pounds 
Air Express always comes through for us, and we have found 


that most of our shipments cost us less than with any other 


air service.” 
It pays to express yourself clearly. Say Air Express! Division 
of Railway Express Agency 


—_— © AirExpress —___—— 


GaeTse THERE FIRST via US. Scheduled Airlines 
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|. WHEN YOU ORDER 

CUT THREAD BOLTS THEY 

ARE MANUFACTURED BY 

ONE OF TWO METHODS. 

(1) A BLANK IS EXTRUDED 

TO THIS SHAPES) AND Se 

THE THREADS ARE ROLLED © 

ON, OR (2) THE THREADS 

ARE ACTUALLY CUT ON, ‘cur’ F 

A STRAIGHT SHANK Ca. THREAD 
THESE BOLTS MADE BY EITHER 
METHOD ARE ESSENTIALLY 
THE SAME IN APPEARANCE. 
THEY HAVE FULL SHANKS AND 
FINISHED POINTS. 











THIS ADVERTISEMENT !S NO.S IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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Help your customers get better finishes 


Binks NEW AO-120 
= Oil and Water Extractor 
works where others fail 








It eliminates one of the major causes of 
imperfect finishes by thoroughly removin 
impurities from the spraying air. Here are 
the features principally responsible for its 
high air-cleaning efficiency. 


Spiral baffle flings out impurities 

When air enters the extractor, it strikes a metal 
baffle and begins a fast spiral down the tube. 
As the air rotates, centrifugal force flings 
heavy particles of moisture, oil, rust and dirt 
out of the air stream. Impurities removed drop 
to the bottom of the extractor for draining. 





Unique filter provides DOUBLE action 

After leaving the baffles, the air makes a 180 
degree turn and enters the filter. This special 
absorbent filter not only screens out foreign 
matter but also absorbs all moisture and fluids. 
The Binks filter is so effective that the AO-120 
Extractor has proved suitable on lines where 
the amount of oil and water has been too great 
for other extractors. 


Only Binks AO-120 Extractor combines both 
baffling and filtering in this way. 


Send for Bulletin AO-120 


Helps you sell by explaining why an extractor is 
imperative for fine finishes. Also describes, with 
illustrations, how AO-120 Extractor simplifies main- 
tenance and saves time for your customers. No 
cost of obligation. Simply mail coupon. 


For Bulletin AO-120, MAIL COUPON TODAY 


| Binks Manufacturing Co. 
3128-30 Carroll Ave. West, Chicago 12, Illinois 


‘ 

Gentlemen: Please rush my FREE copy of your Bulletin 

oa AO-120 telling how your new extractor cuts finishing 
a a $ rejects, saves time and money in other ways, too 
1 understand there is no obligation of any kind. 


EVERYTHING / - 


hh 


REPRESENTATIVES IN ALL PRINCIPAL CITIES + SEE YOUR CLASS.FIED ER DIRECTORY 
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Talk of the Trade 





10 phone 
isk for Mr. 


OI 


WHAT SIZE SWEENEY? 
Onondaga Supply Co., Svrac 
Sweeney, may now have t ice of ing Size’ 
Regula om Sweeney, kin yrrother of Jack 
Sweeney (regular-sized) 1 nt ed 1 ompan\ 
alesman il a nT inside sales, 


iSS red if 


OVERDOING ITI 
parking ticket by m hen the director of the 
itv’s ‘lrafac Summons Control B pened up one 
letter contaiming parkil Ket id I hine-written 
heck for $100,0 ICI ne reason for evebrow 
sing But he merel lled a nd dictated 
1 letter to the sender, Mern rt, yv-treasure! 
of Morris Abrams, l New . itor. saving 
Mr. Zippert had made “a slight ( e are there 
rore returning vou! 1CCh t 1 
mittance 





Harold D. 


uperating 


SILVER LINING IN. PLASTIC—\ 
North, prexy of Ferry Cap & Set S 
t )] on ular diet 
f he took 
n: a pocket 
sules But 
ble di il-c ip 
if hadi 
\it: Harold’s now in the pill-box busines 
Harold D. Jr. | William H. as part 


g t, to Oh. ves! 


ch distributors—drug 


HOW NOW, PONCE DE LEON?~—During vacation, 
the boys at Farquhar Machinery Co., Jacksonville, F'la., 
received a post-card showing Bill McCaskill (one of the 
salesmen) taking a drink at the Fountain of Youth in St. 
Augustine and bearing the message, “Hope this peps up 
my sales” Ihe same mail brought in an order from 
one of Bill’s customers for six 55-gal. drums of protective 
coating! !! Could that be? 


PORT YOUR HELM, SIR:—When Al Shaw (Frank 
l'racy, Inc., New York City) accepted an offer of a ride 
home from John Mansfield (Dayton, Rubber) after a 
Power Transmission Council meeting recently, he didn’t 
suspect he'd need a pilot's certificate . It would have 
helped New York’s East Side Drive was submerged 
under one foot of water and Al had to pilot John who 
was driving, amid stalled cars and still keep him on the 
road 


I STE ESTA LA VIDA!—Willis Horner (Allen Mfg. Co.) 
ently week-ended amid tropic al flora with a view 
ross a serene bay at the Sierra Madre Del Sur, light-years 
vav from Hartford, Conn ; It was in Acapulco, 
yucrrero State, Mexico Willis was week-ending from 
exico City where his business took him . Such a 


' 


in 


IN BRIEF—\Mectropolitan traffic is beneath Jack Mulligan 
W. S. Wilson Corp., New York) as he covers his terri- 
torv in a Cessna 140... Salesman Floyd Bissett (Seither 
ind Ellis, Inc., Newark, N. J.) recently wedded the for- 
mer Patricia Kelly and honeymooned at Sea Island, Ga. 

. Bob Norwalk (Star Machinery Co., Seattle, Wash.) 
who used to work the mid-West for Starrett, had a chance 
to renew a lot of acquaintances recently when Star 
opened its new plant Fred Pfeffer, Sr., president, 
Neill-LaVielle Supply Co., Louisville, Kv., is starting 
his 47th vear with the company. 


J. A. W. 
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THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING CO. _ HARTFORD 2, CONNECTICUT 


TTT ue 


Gentlemen: 


One of the problems of modern business is COMMUNICATIONS. As we 
expand our business, add new products, improve old ones, add new techniques 
for selling, develop new sales tools, we certainly want to pass the infor- 
mation on to our best friends—you, the Industrial Distributors and your 
organization. And we want your advice and help too. This, then, is the first 
of a series of letters in which we hope to supplement the contacts of our 
field sales representatives. These letters will be bi-monthly, and incor- 
porated in Industrial Distribution. We hope you will be on the look-out 








for them. 


Can you, or anyone in your organization answer this 
question: HOW MANY BASIC LINES SHOULD AN INDUSTRIAL DIS- 
TRIBUTOR HANDLE AND WHY? We know it's a matter of opinion, 
but we'd like yours. For the best answer, postmarked before 
April 1 we will award a Bell & Howell 8 mm. movie camera. We 
will publish the letter or excerpts from it in our June let- 
ter. Let us hear from you. No entries returned, judges’ de- 














cision final. 


We are pleased to tell you that a site has been purchased for a 
completely new Allen factory. It will be located in Bloomfield, a pleasant 
suburban town northwest of Hartford (four miles from the center of the 
city), om a spur line of the New Haven Railroad. You may be interested to 
know that there were only six sites of sufficient size and with basic util- 
ities available, to be found in Hartford County. Bloomfield was recently 
selected by the Connecticut General Insurance Company as the site for its 
New General Office, and the fast growing Kaman Aircraft recently opened 
its new Helicopter plant there. We have no intention of building right 
away but can now plan for our future growth. 
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Have you seen the new pocket Demonstrator, 
"Right to the Point" containing an Allen (© Cap Screw 
with the new Leader Point and a new Allen{() Set Screw 
with the new smaller Allenpoint? It's a slick, compact, 
"right to the point" method of showing the customer the 
superiority of these twin improvements in Allen prod- 











ucts. 


Thanks, Mr. Distrib- 
utor, for making it neces- 
sary to keep adding ultra 
modern equipment in order to 
keep pace with your selling. 
This new 57,000 lb. Header 
has a maximum size of 5/8 x 
4-1/2'cap screw, and a pro- 
duction rate of better than 
one piece every second. 


We salute the George Worthington Com- 





pany of Cleveland which recently celebrated its 
125th anniversary. For more than twenty years 
this famous Industrial Distributor has handled 
the Allen line. No organization better typifies 
our reasons for entrusting the sale of Allen 
products exclusively to the capable hands of 
leading Distributors. 


J. W. Vickers Cordially yours, 


Industrial Sales Manager 
The Geo. Worthington Co. Y Whom, 
iA 


Sales Manager 
Allen Manufacturing Company 
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TONKA WATER HOSE 
Spec. 1-47 


WORKING WEIGHT 
| PRESSURE 0.0. 100 FT. 
= oe + nd 








300 lbs. 15/16” 25 lbs. 
250 lbs. | 1- 1/16” 30 lbs. 
250 lbs. 1- 3/16” 35 lbs. 
300 lbs. 1- 9/32” 41 lbs. 
250 lbs. 1- 7/16” 45 lbs. 
300 lbs. 1- 1/2” 50 lbs. 
250 lbs. 1-27/32” 72 lbs. 
200 lbs. 2- 3/32” 83 lbs. 











PJIROFITS Come in Coils 


Yes, in coils of Republic’s Tonka Water Hose—there is profit 


for you and profit for your customer. 


Profit for your customer because Tonka cuts down handling time 
— it will not kink, and its braided construction makes Tonka light 
and flexible. Profit, because in general use Tonka will give long 


and satisfactory service. 





ee 


REPUBLIC'S 5) - Point SALES POLICY 


receive repeat orders. Tonka is a dependable and durable hose @ A LINE of rubber items sufficiently complete | 
to permit effectively supplying the require- | 


designed especially for general service in industrial plants, for ments of the trade solicited. 
contracting work, street washing, deck use, greenhouses, etc. A QUALITY of product uniformly good and 

ae . a : capable of delivering service results that 
Sell Tonka with confidence—with pride and with profit. should reasonably be expected. 


Profit for you because water hose is used by nearly everyone of 
your customers, and once they’ve used Tonka you'll continue to 


A PRICE basis inducing and making pos- 
"Quality Hose Builders for More Than 50 Years’’ sible aggressive competition with reason- 
able profit return. 


FREEDOM {from competition from his source 
of supply. either direct or indirect, among 


the trade covered by his day-to-day so- 
licitations. 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO SELLING helps of reasonable amounts so 
that his sales force may be given the ad- | 
vantage of specialized training and a 


INDUSTRIAL R BBER PRODUCTS : knowledge of the product sold. 


how i 
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—Industrial Distribution— 


What’s Ahead for Business? 


“Suburban neighborhood shopping centers, covering 
quite large areas with large parking spaces, have been 
on the increase in recent years and will probably con 
tinue to increase... . We are in a school building boom 
of absolutely unprecedented — Thomas 5S. 
Holden, Vice Chairman, F. W. ge Corporation. 


* OR the past few weeks the newspapers and the 
radio have been full of talk of the business out- 
look for 1954. Some of the economic prophets have 
predicted the beginning of complete collapse com- 
parable to 1932. Others have offered prophesies that 
business this year would be as good or better than 
1953. The majority, however, feel that we are cur- 
rently experiencing a mild slide off and that volume in 
1954 will be slightly lower than 1953. As one analyst 
has said, ““We are going from a super boom down to 
a very high level of prosperity.” 

A few days ago the National Industrial Confer- 
ence Board held its annual business outlook forum. 
Participating in this discussion group were leading 
and distinguished economists from several of our 
major industries. These economists devote all their 
time and talents to the analysis of the outlook for 
their industries and their companies. Since they have 
no particular “ax to grind”, political or otherwise, 
we can get from them about as objective a picture 
of what is ahead as it is possible to get anywhere 
These industries and their auxiliaries are the custom- 
ers of distributors wherever they are located. Here 
are some highlights from their comments: 


Nondurable goods 


“For next year the purchases of nondurables will turn 
up. .. . For the last three years these purchases have 
been on the low side 

“I do not expect any significant decline from current 
rates during the first two quarters of next year in 
personal income or gross national product. 

“If there is a decline in the durable goods sectors, it 
would be more than offset, in my judgment, by a rise 
in services and nondurables.” Louis J. Paradiso, Chief 
Statistician, U. S. Department of Commerce. 


Agriculture 


“Looking ahead into 1954, we don’t feel that the 
pressure or supplies on prices will be intensified next 
year. First you have some probable reductions in 
production. Acreage restrictions on wheat, on cotton, 
and probably on corn will cut production of those 
commodities. Another factor will be that 90% support 
of basic commodities will continue in 1954. That is 
part of the legislation as it stands now 

“So far as foreign demand is concerned . . . while 


Steel 


“For our parallels it accordingly seems to me we 
should look to the recessions of the past in which the 
vicious financial spirals have not been prominent. . . . If 
the present recession parallels the mildest of these past 
recessions, then the Federal Reserve Board’s index 
would be down around 200 sometime next summer 
rhe present recession is going to be on a mild order, 
perhaps even the mildest on record 

“I would take as a working hypothesis that the 
average steel rate for next year would be nearer 80% 
than 100% of capacity sometime next summer, in 
the late summer, there will be a low.” Bradford B. 
Smith, Economist, U. S. Steel Corporation 


Automobiles 


“In 1953 we sold a lot more cars than was generally 
anticipated at the beginning of the year and a lot more 
than can be justified by any formula that runs over a 
period of years The only explanation is that we 
have sold in 1953 cars that we otherwise might have 
sold in 1954. If the variability of output is as great as 
before the war, the formulae show that the figure for 
1954 might go as low as 4,150,000 if the disposable 
income were 3% less than in 1953, or 4,700,000 if 
disposable income were the same as in 1953.” Rufus S. 
Tucker, Economist, General Motors Corporation. 


Construction 


“I expect the recession in construction volume for 
next year to be quite mild Residential construction 
expenditures in 1954 (will) probably be down 10% 
from this year’s total. The same on housing starts .. . 
990,000 next year, or perhaps 1,000,000 

“I expect the uptrend in commercial construction 
activity to continue throughout the vear. Very few 
cities have had any sizeable amount of new office 
building space created since the depression. . .. We 
have a considerable shortage 


it is down very sharply from fiscal 1952, . . . we think 
that it is at a level which can be sustained in fiscal 
1954 

“For 1954, we cannot see anything significantly lower 

in the domestic demand picture. All this adds up to a 
much more stable price situation for agricultural products 
in 1954 than we have had since the summer of 1952. 
I don’t see any further reduction in farm machinery 
purchases and, as a matter of fact, there might well be 
some mild improvement.” N. M. Koffsky, Bureau of 
Agricultural Economics, U. S$. Department of Agri 
culture 


Summary 


“I think the general Forum consensus was for a 
level of gross national product in 1954 that would be, 
say, 5% to 7% lower than in 1953. . . . That amounts 
to a reduction of about $20 billion to $25 billion in 
total national economic activity. The accompanying 
decline of 10%-15% in the FRB index would bring 
that index (unrevised) in 1954 to an average of 195- 
205 as compared with about 228 currently 

. Examination of individual sectors of the 
economy, however, reveals substantial elements of 
strength still present in the system that will resist con- 
traction. 

“. .. A decline of even 5% in gross national product 
in 1954 would still leave us with the nation’s second 
best year in terms of total economic activity.” M. R. 
Gainsbrugh, Chief Economist, National Industria] Con- 
ference Board 
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Ever wonder why some 
salesmen get more 
business than others 
—from the same ac- 
Here’s the 


answer... 


count? 


To Sell More— 
See Everyone 


By Robert Slater 


Associate Editor, Chicago 


\r Tae Mine & Smevrer Suppty Co., Denver, H. J. 
l'odd is considered to be the steady-going, plugging type 
of salesman—one who has always been among the top 
men in sales volume, and the kind of man who inspires 
confidence in his customers. 

‘I try to get the most out of every call,” says Mr. Todd. 
‘If I were asked by a young salesman how I do that, I 
think the best way to explain would be to take him on a 
verbal tour of a typical plant. 

“There are a lot of little things, tips, that I think have 
helped me make sales multiply when I walk through a 
customer's door.”’ 

Let's tour a typical industrial plant with Mr. Todd, 
stopping at the various departments to see what he does 
in each case to sell. 


The Purchasing Agent 


‘On arrival at the plant, I make my first call on the 
purchasing agent,” says Mr. Todd. “Right here is the 
place to stress that the salesman always contacts the pur- 
chasing agent first in all cases where the p. a. controls 
the buying. In very few instances it is profitable to con- 
tact anyone else first. 

“Suppose the phone operator tells me the purchasing 
igent is busy, but will see me as soon as possible, Look- 
ing around, I find some literature in the lobby which 
usually pertain to the plant I am calling on. I glance 
through this material, since it gives me further knowledge 
as to items I probably can sell.” : 

When he meets the purchasing agent,.Mr. Todd fnds 





HUNTING SALES in every department in this industrial 
plant is H. J. Todd, 25 years a salesman for The Mine & 
Smelter Supply Co. His ammunition: an item (sample tool, 
literature) and an idea (save the customer money, time 


out the routine he wishes followed in future calls—in 
regard to contacting other departments with or without 
the p. a.’s knowledge or presence. 


Importance Of P.A. 


“Let’s say that in this particular plant it meets with 
the purchasing agent’s approval that I contact all the 
different departments by myself, and report to him any 
information he should know,” Mr. Todd continues. “He 
must not think I am going over his head on any trans 
actions. I ask him the names of all departments and 
titles of all personnel on whom I’m going to call regu- 
larly in the future. This is for my own records, and th 
company’s mailing list.” 

Mr. Todd stresses the importance of having something 
definite about which to talk to the purchasing agent 
for example, a campaign item, close-out list, or a certain 
item being pushed by one of the distributor's various 
departments. And he strongly recommends avoiding an 
excess conversation which doesn’t relate to the subj 

“I make sure the purchasing agent has all the catalogs 
applicable to his plant, and I also give him a printed | 
of our office personnel,” says Mr. Todd. 

“My next step (if this is not a new call) is to che 
on the status of all outstanding quotations. Then | ask 
for an order which I have either developed or know 
about to be purchased through my efforts with the othe: 
departments. I check to find out if our delivery service 
ind the purchasing agent’s phone calls have been handled 

Text continues on page 54 
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“The important man,” says Mr. Todd, “is usu- 
ally the purchasing agent.” 


Mr. Todd has learned it is advisable to cultivate 
the purchasing agent first; then, when he is on 
good terms with him, he asks for permission to 
contact the various departments in the plant. 
He also requests the names of each department 
that uses industrial supplies; plus the name and 
title of the individuals in those departments 
who influence the placement of orders. 


Mr. Todd points out, “The P. A. must be sold 
on your ability to do a job with his plant per- 
sonnel that will make his buying job easier, 
and save his company money. Once you get 
the P. A.’s permission to work in the plant, it is 
well to show your appreciation by always re- 
porting back to him and keeping him informed 
of your activities. No matter how successful you 
are in the plant, never overlook the opportu- 
nity to let the P. A. know you appreciate the 
importance of his function and his authority.” 








MACHINE SHOF 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





To Sell More—See Everyone (Cont’d.) 


satisfactorily since my last call on him. If I get a negative 
answer, | make a note of it, and assure him steps will be 
taken to correct any complaints.” 

With the purchasing agent’s permission, Mr. Todd is 
now ready to call on the various departments of this in- 
dustrial plant, and make notes of items each department 
uses, so that here again he can make future calls with 
something definite in mind to sell. 


The Foundry 

“IT now contact the foundry,” says Mr. Todd, “calling 
the foreman by name— information I had obtained from 
the purchasing agent. After talking to him, I find they 
use (to mention a few) refractories, asbestos clothing, 
hose, belting, shovels, sieves, foundry nails, mild steel 
skimmer rods, grinding wheels, chaplets, air tools, wheel- 
barrows and materials handling equipment. 

“I pick one item to talk about on each call. When | 
have talked about all of them, I concentrate on the ones 
I have failed to sell him on previous calls, either with 
actual samples or trial orders.” 

Here, Mr. Todd points out, he can really make a friend 
if he helps the foreman cut his costs by some recommen 
dation. For instance, he might suggest a molybdenum 
moulder’s shovel, with pein grip rather than the conven- 
tional carbon steel shovels, explaining that it gives longer 
wear and also makes a double-purpose shovel for both 
shoveling and tamping 


The Pattern Shop 

“Next,” Mr. Todd continues, “I call on the pattern 
shop, where I follow the same selling procedure. When 
I find out that they use woodworking machines and tools, 
abrasive paper, wood band saws, band saw machines, 


grinding wheels, auger bits—why, I suggest use of adolox 
paper to replace flint, for example, or metalite paper to 
replace garnet paper. Such suggestions help cut their 
costs, and make my future calls easier. 


The Laboratory 

Mr. Todd’s next stop is at the laboratory. Here again 
he calls the chemist by name. He finds he can sell lab 
oratory glassware and supplies, testing equipment, micro- 
scopes, pyrometers, laboratory furnaces, and laboratory 
furniture. 

“A sales point here,” Mr. Todd suggests, “is to see 
that the chief chemist is kept up to date with the latest 
literature and information on newest type equipment 
and supplies as they are announced.” 


The Forge Shop 

When Mr. Todd reaches the forge shop, he slants 
his selling toward that department's potential for asbestos 
clothing, refractories and furnaces. For instance, he might 
suggest the use of Hearthcrete for use on forge furnace 
floors, to replace fire brick which breaks off because of 
the heavy material being put in and taken out of the 
furnace. He knows this suggestion can reduce the fore- 
man’s replacement considerably over a year’s period. 


The Plate and Welding Shop 


In the plate and welding shop, Mr. Todd’s sales poten- 
tial is grinding wheels, welding machines, welding rods 
and accessories, chain, wire rope, hoisting equipment. In 
this instance his cost cutting suggestion is to recommend 
the use of alternative current welders to cut down power 
costs, pointing out that these welders do not have mov- 
img generators or excitors which run even when they are 
not actually welding. They also reduce are blow to a 


minimum, enabling the operator to weld without inter- 
ruption. 


The Machine Shop 


“The machine shop is next,” continues Mr. Todd. *! 
make a list of what my sales potential is here. To name 
just a few items: machine tools and accessories, hoist and 
materials handling equipment, high speed and carbide 
tools, grinding wheels, drills, taps, hand and power hack- 
saw blades and files. 

“I point out to the foreman some cost saving sugges- 
tions—such as recommending a different grade of carbide, 
if his troubles lie in that direction; higher speeds, heavier 
. lighter feeds; perhaps a change in grade of a grinding 
wheel. 

“Maybe he is using a large diameter high speed grind- 
ing wheel with a small hole. I point out to him that the 
same wheel with a large hole will cost considerably less, 
since he can only wear the wheel down so far—then he 
has to discard it. 

“Or I may suggest he go from a low speed grinding 
operation to a high speed operation.” 


The Maintenance Shop 


In the maintenance shop, according to Mr. Todd, the 
mange is in motors and control wire and wiring devices, 
uses, chain, wire rope, hose, slings, floodlights, jacks, 
lighting fixtures, lamps, pumps, valves and fittings, boilers 
and accessories, hoisting and materials handling equip 
ment, to name a few. 

He may ask the foreman for permission to run a check 
on the power factor at the plant. If he finds it is low, 
he recommends capacitors. When Mr. Todd succeeds in 
getting his capacitors installed, he is sure the foreman 
will find his savings are not mythical, since he can com- 
pare his power bills before and after using the equip 
ment—and the money saved soon pays for the equipment 
the salesman sold him. 


The Safety Engineer 

“My last call,” Mr. Todd says, “is on the safety engi 
neer. This makes it possible for me to keep my eyes 
open while going through the various departments, and 
suggest to the safety engineer any equipment or ideas 
that will make the plant a safer place to work—thereby 
making a friend of him. 

“For instance, I might suggest the use of heat treated 
alloy connecting links to repair his alloy chains and chain 
slings. Very en a plant will buy an alloy sling and 
later repair it with a conventional repair link, thereby 
constituting a safety hazard.” 

Mr. Todd believes these cost saving suggestions for 
each department are only limited by his knowledge of 
the product. His theory is that these suggestions not only 
create business, but also give the prospect confidence in 
the salesman. 

“To increase my knowledge,” Mr. Todd says, “I take 
advantage of all the opportunities offered to use my com- 
pany’s specialized departmental services and direct factory 
engineers who call on us.” 

After reporting back to the purchasing agent, Mr. 
Todd’s call is completed. He has visited nine departments 
in one plant; synchronized his operation with the rules 
laid down by the purchasing agent; picked up selling 
tips; and noted carefully products for which this plant is 
a prospect. In many cases he has made a friend of a 
department head—in any event he has worked the plant 
for its maximum potential, and secured liberal ammuni- 
tion for repeat visits. 
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Distributors Move To Gain Elbow Room 


Locations free of traffic congestion are preferred by firms 


who have changed base of operations and trend keeps growing 


INDUSTRIAL DISTRIBUTORS ARE ON THE MOVE. They are 
gradually drifting away from the traditional warehouse 
districts into larger, more efficient quarters for more 
elbow room—for easier access and egress, not only for 
customers, employees and callers, but also for mer- 
chandise. 

Ever since 1946, when construction materials became 
ailable, there has been a growing trend toward occupa 
tion of new quarters for expanded and more efficient 
operations, and away from the crowded, inaccessible 
downtown areas where the industry was nurtured and 
with which it had long been associated. The following 
pages emphasize the changes taking place in all quarters 
of the country 

As its contribution te the move, INpusrriat Distrisu 
rion published a special section “Layout and Display” in 
May 1947, giving the principles of proper location, layout 
nd design of industrial supply structures. Ever since, the 
editors have observed and reported individual distributors’ 
moves as aids to other distributors contemplating con 
struction, remodelling or moving. 

The one outstanding feature of the change is, as re 
ported above, the move to less congested areas. It 
ipparently doesn’t matter whether distributors erect a 
new building to their own specifications, or whether they 
buy an existing structure to adapt to their needs, or rent 
one. They all select sites away from heavy traffic. It is 
an indication of the keen awareness of the high cost of 
operating in a crowded location. That this is not mere 
theory is supported by the fact that distributors who 
move to less congested areas invariably report lower 
handling costs and increased efficiency after a few months 
in their new locations 

This movemen: outward is typified by what happened 
in an eastern city in the last 10 years. Ten years ago 


there were 10 distributors of industrial supplies and 
equipment, all located in the downtown warehouse dis- 
trict in an area only three blocks square. Since that time, 
five of the firms moved to new lotations in the outskirts 
of town. Three of those that moved erected new buikl- 
ings, one remodelled an existing structure, and the fifth 
rented. The same sort of change is taking place now in 
a Florida city. 

Another point brought out by the movement to new 
quarters that has taken place since 1946 is the growing 
preference for one or two-storied buildings—a distinct 
tendency toward horizontal, rather than vertical, opera 
tions. A large majority of the distributors who oe 
erected new buildings to their own specifications have 
confined the design to one or two stories. And most 
of the distributors moved out of multi-storied buildings 
in which they had been located many years. The reason 
for this preference for one- or two-storied operations 
cems to be unanimous: the high cost of vertical opera 
tions. 

Another interesting aspect of this preference for one- 
or two-storied buildings bears on the once lively argu- 
ment between one- or two-story operations. Distributors 
who occupied two-storied buildings in recent years in- 
variably locate their office on the second floor which 
leaves the first floor for all materials handling and storage 
operations. So there’s apparently no real difference be- 
tween one- or two-storied operations. 

On the following pages, recent moves by distributors 
from all parts of the country are reported and illustrated. 
In general, they bear out the points discussed above. 
Although each distributor approached his own problem 
in his own way, their attitude toward location and gen- 
eral building design bear marked similarities —-The 
Editors. 
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Distributors Move To Gain Elbow Room (Cont'd) 
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Seattle Firm’s New House Reflects Expansion 


Star Machinery Co.’s experience is incorporated into new two-story 


plant in middle of growing industrial area close to customers 


Srar Macuiwery Co:, Seattle, Wash., recently made its 
third move since its founding in 1900. Its new specially 
designed and constructed quarters at 241 Lander Street 
in industrial South Seattle incorporate the experience 
and knowledge gained in more than a half of century 
of distributor operations. 

The company considers itself a “group of related spe 
cialists” geared to handle the Northwest’s industrial 
requirements. It embraces five departments—industrial 


Attraction to service is exemplified in new building of Star Machinery Co.'s new 
building in Seattle. From left to right are customer and employee parking, general 
and sales offices, main entrance and display windows from maiu floor. 


equipment, clectrical machinery, construction equip- 
ment, machine tools, mill and woodworking machinery 
Officers are Otto R. Rabel, chairman; Victor E. Rabel, 
president; Irvine B. Rabel, executive vice-president, and 
L. Y. Evans, vice president and general sales manage 
[he new structure is on a 2.43 acre pilot adjacent to 
the railroad. The building ground area is 58,000 sq. ft.; 
vard area, 24,000 sq. ft. parking area, 24,000 sq. ft 
lext continues on page 58 


Now, let’s take a tour 
of Star Machinery— 
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Picture Tour of Star Machinery: 


Aisles wide enough to permit easy maneuvering of fork-lift Crated equipment can be deposited on a bridge —s 
truck to marked storage areas distinguishes second-floor area hydraulic elevators and second floor storage. Note 
in up-to-date warehouse. power truck on bridge and mailing underneath. 








Shipping and receiving space is ample and located for the Shelf stock arrangement allows ample room for order pickers 
convenient handling of railroad freight (extreme left) or with light fixtures hung on metal channel hangers which 
truck transit goods (three docks at rear). are moved to coincide with bin locations. 
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Letters on the wall (see arrow) are used throughout the build- Display shelves and catalog literature file combined are 
ing to identify specific 20-ft. areas. This is the rental depart- attractive and efficient arrangement of 600 drawers beneath 
ment where equipment is cleaned and repaired. built-in showcases with recessed lights. 
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Distributors Move To Gain Elbow Room (Cont'd) 


Star Machinery in Seattle 


(Continued trom preceding page) 


The building and floor area covers 1.86 acres. The 
office area is 19,000 sq. ft.; display area, 19,000 sq. ft.; 
warehouse area 34,000 sq. ft., and shop area 9,000 sq. ft. 

Facilities for service include: 

1. Underfloor duct in offices and in display area for 
operating demonstrations and displays. 

2. Car height, truck height and level access to build- 
ing by carriers on four sides of the building. 

3. Automatic electric-hydraulic elevator for access to 
crated and packaged nodeintiee storage. 

4. Pneumatic tube system for expediting papers from 
order department to shipping department to accounting 
department. 

5. Cafeteria and stainless steel electric kitchen. 

6. Color corrected mercury vapor 440v lighting in all 
warehouse and shop areas. 

7. Railroad car loading and unloading facilities to 
handle six cars at one time. 

8. Alumilighted aluminum sash, doors, flashings for 
modern appearance and low maintenance. Only exterior 
rolling steel doors require painting. 

Construction details include: full treated piling foun- 
dation; structural steel frame, 3x6 T. & G. roof decking, 
5-ply tar and gravel membrane roof; lo concrete 
panels on south and west sides; 5-in. reinforced con- 
crete interlocked floor slabs; concrete block division walls, 
suspended metal and acoustical tile ceilings in office area, 
terrazzo main entrance floor and stairway, convector type 
heating units with complete forced air tempering and 
ventilating system, automatic PBX telephone and inter- 
com system. 


Merchandising, Service Emphasized 


A tour of the building reveals a heavy accent on mer- 
chandising and service Facilities. A spacious lobby per- 
mits a view of a vast display floor. Jewel-case display 
windows feature products in stock. A large sales office is 
beyond the elevated receptionist’s desk. Division man- 
agers’ offices run parallel to windows on the driveway 
side of the building. There is an auditorium for sales 
and general meetings; built-in showcases with recessed 
lights hold 600 catalog literature drawers; large windows 
permit view of huge display floor from outside; there is 
a convenient service entrance at the southeast corner of 
the building serving the rental, service and parts depart- 
ment; in the warehouse and display, floors are sectioned 
off with colored tape to indicate stock areas; electric 
lift trucks move crated equipment speedily and safely; 
the roomy shipping and receiving area, looking north 
into the truck bay, is flanked by rail freight doors and 
dock doors; loading dock conveniently handles three 
van-type trucks at once and floor slopes toward dock as 
a safety precaution with a single roller steel door closing 
dewn on the street side and three double roller doors 
cutting off shipping and receiving areas. 

Executive offices, accounting office and cafeteria (fully 
equipped and manned) are located on the second floor. 
Two hydraulic elevators move goods to second floor 
storage, but there is also a bridge connecting the two 
on which crated goods can be deposited by lift trucks 
from the first floor 

Opening of the building was celebrated by a Ma- 
chinery Exposition which permitted visitors to inspect 
the building and premises. 





Outlying District 


Henry Walke Co. got out of congested 


downtown area and reduced hand- 


ling costs from 20 to 25 percent 


THe NEw Home of The Henry Walke Co. at 912 West 
21st Street, Norfolk, Va., is the result of several years 
planning by company officials for more efficient opera- 
tions. Several years ago they became convinced that the 
old quarters at 407 Union Street in downtown Norfolk 
were inadequate “from the standpoint of size, — 
and location in a section of town where excessive trafhc 
impeded the expeditious delivery of orders and produced 
a deterrent effect on service”. 

The main building of the new quarters was not con- 
structed by the company but by a distributor of refriger- 
ators only a couple of years ago. However, it required 
only minimum adaptation for the efficient handling of 
machinery and supplies. The layout of display, office, 
stockroom and warehouse sections was sound requiring 
no change whatever. The building is about 100 by 250 
ft. 

Additional warehouse space was the only shortcoming 
and this was rectified by the construction of a 50 by 
146 ft. ell addition at the right rear. This additional 
space is more than ample for the Henry Walke Co.’s 
needs, 167 x 59 ft. 

The entire structure, including the addition, is of 
brick, concrete and steel and one story in height. One 
story operations ate preferred by the company’s officials, 
who for years had a chance to study multi-storied opera 
tions in the five-story building formerly occupied by the 
compen in the congested warehouse section of town. 

1¢ location is more central with respect to key cus- 
tomers. It is in an area free of traffic congestion and 
is adjacent to the Norfolk & Western Railroad. It per- 
mits economic use of a relatively large ground area for 
maximum service and operations. 


Prefers One Floor 


In the old building, the company relied considerably 
on elevators to handle goods into and out of the build 
ing. “Elevators,” according to L. F. Perkins, vice 
president and general manager, “produce a slow-down 
and make for slower order-filling. Ramps, while they 
are preferable to elevators, are not as convenient as a 
one-fieer layout if the ground area is available”. In 
additiou. to considerable square-footage under a roof, the 
company now has adequate parking space off the street 
for employees, customers and other visitors. 

A uailroad car-height loading platform extends the 
entire width of the rear of the building. The spur track 
accommodates five cars. An overhang permits loading 
and unloading in all sorts of weather. The loading plat- 
form is extended beyond one end of the building to 
enable freight cargo trucks to unload on it. A cement 
driveway is provided for the trucks within the building. 


88 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





Appealed To Norfolk, Va., Distribution Firm 


Cutaway view showing exterior and interior and access 
and egress to the new quarters of The Henry Walke Co. 
Offices A to C are those of president, vice president and 


In fact, trucks can drive into the warehouse from the 
side-street at the left through the building and emerge 
from the addition at the right over a driveway leading 
to 21st Street 

['wo concrete ramps lead down from the loading plat- 
form to the warehouse floor level permitting easy han- 
dling of merchandise in and out of the building. One 
of the innovations introduced by the company is a 
3,000 Ib. capacity, hydraulic platform lift installed flush 
with the storage area floor, and operated from controls 
within the buikling. It is situated at one of the ground- 
level loading doors and, says Mr. Perkins, “has greatly 
increased the efficiency and ease of handling heavy 
crated freight.’ In fact, Mr. Perkins estimates that, since 
moving into the new quarters, costs of handling mer- 
chandise have been reduced between 20 and 25 percent. 

A sales meeting room large enough to accommodate 


75 people comfortably is located at the right front. It 


i 


~ 
treasurer; Offices D-H those of chief clerk, purchasing agent, 
bookkeeper, assistant secretary, secretary; Offices I-] those 
of selesmen, sales manager and mail and file clerk. 


has a stage at one end with draw drapes and a suspended 
movie screen operated by pulleys. 

The display floor extends the entire front of the 
building. An electric clock mechanism lights it at dark 


and darkens it at any hour selected. Usually turning 
off is set for the time when traffic on the street dimin- 
ishes. A large electric sign over the marquee advertises 
the Henry Walke name. 

Office morale got a boost from the clean, well-lighted 
and spacious quarters assigned and the entirely new all 
steel matching furniture. Materials handling conven- 
iences, such as roller conveyor, hand trucks and adequate 
operating space contributed much, Mr. Perkins said, to 
more efficient stockroom and warehouse performance. 

A conservative policy was followed with regard to the 
opening. Formal announcements were mailed to all 
customers and suppliers. Advertisements in the daily 
newspapers informed the general public of the move. 
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Distributors Move To Gain Elbow Room (Cont'd) 




















2m ad 


Illinois house celebrates 
tenth anniversary by mov- 
ing to 75-by-175 ft. build- 
ing renovated to meet the 
needs of a modern supply 
firm 


Comfort was keynote in the Aurora, IIl., firm’s new warehouse. Walls measure 
16 ft. to truss, so the more than 10,000 sq. ft. of stock space can expand upward. 


—_ 


City sales room measures 25-by-40 ft. Counter displays Dietz Office is brightened by modern wallpaper and picture win- 
motto prominently, has stools, free cigarettes. dows. A minimum of 18 condlepower is maintained. 
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Compactness features new headquarters building of Corbin Supply Co., 
Macon, Ga., with stockrooms flanking sales and administration groupings. 


Stock Flow Control Was 


SUPPLIES 


EASY FLOW OF 
mum of materials handling 
cipal factors governing the ign 
onstruction of the new single-story 
headquarters and warehouse of the 
Corbin Supply Co., Macon, Ga 

Charles C. Corbin, president, in 
specifying requirements for the 
quarters, wanted all materials to 
ind leave the building through th« 
shipping and receiving department pet 
mitting an accurate check on flow of 
goods. To facilitate flow of materials 
in and from all parts of the structure, 
the department was placed near the 
center of the 160 by 60 ft. building 

The front center section is occupied 
by the counter sales and display room 
Behind this is the general office. Small 
supplies are stored in one of the 
building and bulky material in th 
other. 

Office space is compact and facili 
tates maximum efficiency and 
munication between departments. A 
sales conference room is of sufficient 
size to serve as cabinet storage of files 
less than five vears old 

The office section of th 


lir-conditioned. Floors ar 


ind 


new 


enter 


end 


com 


building 1 


mp 


Display space was not overlooked by 
Charles C. Corbin, president, in 
specifying functional requirements to 
designers. 


tion tile, ceilings of acoustical tile and 
valls pine panelled 

A steel warehouse adjoining the 
headquarters building was also part of 
the building program. Pipe and steel] 
ire stored under shelter by extending 
the roof. An overhead trolley crane 
permits easy unloading of steel prod 


A Factor 


ucts from rail cars and depositing in 
steel racks and between stanchions. A 
roller conveyor is also used to unload 
supplies from rail cars. 

Considerable savings in fire insur 
ance costs were achieved by grouping 
types of supplies and storing flamma- 
ble items in a specific section of the 
warenouse. The move saved Corbin 
Supply the expense of installing a fire 
sprinkler system in the headquarters 

One end of the warehouse contains 
a small machine shop for threading 
and cutting pipe and for light shop 
work. The CO, cylinder filling opera 
tion is located in this section also. 

The new quarters of the company 
are located on Lower Poplar St., in a 
new industrial area, providing ample 
parking space and room for expansion. 
Mr. Corbin considers it a better loca 
tion than the former quarters on 
Broadway's crowded commercial dis 
trict. 

An open house marked the opening 
of the new building. Suppliers set up 
displays and a large number of city 
and out-of-town customers and pros- 
pects attended. Door prizes were 
iwarded. 
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Integration 
Is Achieved 


By Tulsa Firm 


Marsuautt Supery & Eguipment Co. 
has purchased a four-acre site with nine 
buildings as its new headquarters in 
Tulsa. 

The plant, which formerly served 
the Oklahoma Natural Gas Co., is 
located just north of the Frisco R.R. 
on Lansing Ave. 

W. P. Marshall, Jr., president of 
Marshall Supply, said the company 
plans to use all existing buildings on 
the new site and will construct a new 
headquarters building along one side 
of the property. The firm plans to 
move, he said, as soon as this project 
is completed, probably carly in 1954. 

The purchase was announced to the 
Tulsa business community in a lead 
feature article in the Tulsa Tribune, 
with pictures of the proposed expan 
sion and the new building 
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This new headquarters building will be added to the nine structures already on the four-acre site. 


New home of Marshall Supply & Equipment Co., provides space for a major 
expansion of the Tulsa, Okla., firm. Move will take place in the near future. 


The newspaper printed the joint 
statement of Mr. Marshall and Oakah 
L,, Jones, district manager of the gas 
company and president-elect of the 
Tulsa Chamber of Commerce, an- 
nouncing the purchase. “We are 
pleased that an expanding local in- 
dustry has acquired this site,” Mr. 
Jones said. “Although obtaining new 
industries is a major goal of Tulsans, 
we must encourage local industries to 
expand.” 


New Company Formed 


Marshall Supply has organized a 
new corporation, Marshall Machinery 
Co., which will occupy one of the 
buildings on the new site immedi- 
ately. It will deal in used machine 
tools, specializing in machine tocl re- 
pair and rebuilding. The subsidiary 
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now employs five people and Mr. Mar- 
shall said the staff is expected to be 
increased to 25 in the near future. 

When construction is complete, 
Marshall Supply’s new home will have 
about 50,000 sq. ft. of space under one 
roof and on the same level, Mr. Mar- 
shall said. Off-street parking for 100 
cars is also planned. 


Firm Has Grown Rapidly 


The newspaper also cited the firm’s 
growth since it was founded in 1935 
with three employees in leased qua 
ters. In 1940, the Tulsa Tribune an 
nounced the company’s acquisition of 
its own building, a 30,000 sq. ft. struc- 
ture on West First St. It then had a 
staff of 22. Today Marshall Supph 
has 60 employees and offices in both 
Tulsa and Oklahoma City. 





What he learned on one 
side of the desk, Donald 
Malone is now applying on 


the other 


“Intelligent help is what most P.A.’s expect from distributor 
salesmen,” says D. F. Malone, speaking from experience. 


Once a P.A—Now a Sales Manager 


In Youncstown, O., there’s a sales manager who tem- 
pers his private opinion of purchasing agents—because 
he was once a P.A. himself. 

Where many other sales managers can arrive at con- 
clusions about P.A.’s based only on random observation, 
Donald F. Malone, Stambaugh-Thompson Hardware 
Co.’s sales manager, can speak from experience. But 
most important, he’s put this experience to work for him 
in his present position. He’s been able to train his 
own men what to expect from a P.A., because he knows 
the devious workings of the P.A.’s mind. 

“Let me get one thing straight,” says Mr. Malone, 
“it’s not true that all purchasing agents enjoy playing 
a cat-and-mouse with salesinen. I’ve heard it said so 
often that P.A.’s get a kick out of forcing a salesman to 
use his sales talk on them. As far as I know, this doesn’t 
go with most P.A.’s—they’re too busy to indulge in this 
morbid pleasure.” 

Savvy Saves P. A. 

What P.A.’s look for in most salesmen, according to 
Mr. Malone, is product knowledge. And what they look 
for in addition to product knowledge is a real savvy of 
product application 

“When I was a purchasing agent,” he recalls, “I was 
usually on the spot, and the salesman who could give me 
some intelligent help on the application of an item—was 
the guy who walked out with the order.” 

A purchasing agent also rates a salesman high just 
on plain help. For example, Mr. Malone was a P.A. 
with the Ohio Rubber Co. in Cleveland during World 
War II when deliveries were uncertain. He still has 
nice things to say about the salesman wh»? furnished 
him with a periodic inventory sheet, showing the dis- 
tributor’s stock on items Mr. Malone ordinarily bought. 


This idea has, incidentally, been passed along to Stam- 
baugh-Thompson salesmen with good results. 

As a P.A., Mr. Malone learned a few things about 
advertising and sales promotion. He thinks fully 80% 
of mail received from distributors is of little direct use 
to a P.A. Now, as a sales manager, he concentrates direct 
mail on durable items for the P.A.’s desk. 

“Of course,” he admits, “most direct mail is designed 
not so much to inform the purchasing agent as to pave 
the way for the salesman. Tn this respect, much of it 
is good. The salesman’s call outranks everything.” 

And speaking of contacts, Mr. Malone says too many 
distributors underestimate the importance of their inside 
men. Most P.A.’s may see an outside salesman three or 
four times a month, but will deal with an inside man 
as many as three or four times a day. 

Consequently, he has adopted the standard practice 
of having his telephone salesmen accompany outside 
men on their calls, so that they can meet customers 
personally. 


Open But Not Closed 


Even during the war, Mr. Malone found many sales- 
men unable to close a sale. “Somehow,” he states, “they 
would hold back, almost as though they were afraid to 
isk for the business. They seemed to forget a purchasing 
igent’s main job is to buy.” 

As a result of this experience, he’s paid particular 
ittention to this phase of salesmanship in the training of 
his own men. 

Asked to name in order what a P.A. expects most of 
a salesman, Mr. Malone replied: “Product knowledge, 
the salesman’s willingness to put himself out to serve 
the customer, the dependability of the supply house, and 
the salesman’s knowledge of product application.” 
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More Careful Editing 


+ = Minimum Returned Goods 


Fewer Partial Shipments 


By George L. Bottari, Assistant Editor 


WHILE MANY DISTRIBUTORS COMPLAIN that their returned 
goods credits range around 3% of annual sales, Erskine- 
Healy, Inc. of Rochester, N. Y. have figured out a couple 
of ways that enable them to keep returned goods to a 
minimum. As Walt Viergiver, manager of industrial 
supplies, explains it, “We spend a lot of time carefully 
editing all orders. But, with returned goods down this 
year to 1.6% of sales, we feel it pays off” 

One of the prime reasons for returned goods is the cus- 
tomer’s order itself—either the customer isn’t specific, or 
the distributor misinterprets what is required. To con- 
tend with this, Erskine-Healy personnel investigate 


thoroughly and do a job of 


Careful Editing 


Careful editing of customers’ orders is strongly recommended 
by Walt C. Viergiver, manager of industrial supplies, 
Erskine-Healy, Inc, shown first thing in the morning going 
over orders with William Strong, billing clerk. 


First thing every morning, Mr. Viergiver looks over all 
incoming orders. From his experience, he is frequently 
able to figure out exactly what a customer wants even 
though the description is inaccurate or vague. But wher 
there is any doubt, a check of the files is made to dete 
mine if the customer ever ordered similar merchandis¢ 
If no past orders are located, then the customer is con 
tacted for clarification 

“Why guess at what the customer wants?” Mr. Vier 
giver asks. “Sure, it’s quicker than checking, but if you 
guess wrong, then you'll waste plenty of time, money and 
effort getting the wrong stuff back, passing credit, and 
handling the replacement order.” 

Sometimes, even the customer's purchasing agent can 
not clarify the order. He insists that’s the way the requi 
sition came from his shop, and authorizes Erskine-Healy 
to furnish whatever they think best. But, in most cases, 


Mr. Viergiver will not proceed even then. He’s learned 
it’s better to have their salesmen call on the account, 
get out in the shop, and find out exactly what is needed 
rhis not only provides an opportunity for salesmen to 
make valuable contacts in the customer’s plant, but the 
customer appreciates the time and effort expended on 
them. 

Careful attention to proper nomenclature is another 
must on editing orders. At Erskine-Healy, they make 
sure the edited description on the order agrees with the 
commodity specifications on their inventory cards. 

To keep returned goods to a minimum, it has been 
their experience that there is no substitute for careful 
editing and constant checking. While this solves once 
phase of the problem, another major item that adds to 
returned goods and operating costs in general is . . 


Partial Shipments 


Preposting is handled by Jim Fraser. If out of stock, cus- 
tomer is contacted to determine if they need partial ship- 
ment. If not, they are given approximate delivery date that 
order will be shipped complete. 


Where they were making two or more shipments 
m one order, Erskine-Healy noticed the additional cost 
of handling the order—in bookkeeping, shipping, and 
invoicing—was taking too big a bite out of their profit 
margin. 

As an experiment, they decided to make an effort to 
ship only complete orders. 

Obviously, this couldn’t be done without consulting 
the customer, so, where they were unable to fill an order 
completely from stock, they contacted the customer to 
ask if they could wait for one shipment. 

In many cases, Erskine-Healy was surprised to learn 
there was no urgent need for partial shipment. On 
lengthy orders, the customer was usually filling in inven- 
tory; he could afford to wait until all items were available. 
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Many customers expressed a decided preference for one 
shipment, despite the delay. 

Although Erskine-Healy was prepared to explain they 
were trying to keep costs down and give more efficient 
service, usually it wasn’t necessary. Customers were 
cognizant of the same problems in their own operations, 
and were anxious to cooperate. They realized it cost them 
money to receive and houdie split shipments, plus the 
paper work of keeping records and paying small invoices. 

Not only has the practice of making one complete 
shipment resulted in savings of time and money, but it 
has also been a major factor in reducing the number of 
returned goods shipments. In many cases, holding the 
partial shipment gave the customer time to reconsider 
their order and make changes that might have resulted in 
returning the goods originally specified in exchange for 
something else. Also, by setting aside partial shipments, 
Erskine-Healy have had time to check each item to be 
sure they furnished the proper merchandise. 

It has been their experience that one of the main rea 
sons for shipping errors is haste. By holding up split 
shipments until the order can be filled complete, they 
have more time to check thoroughly and keep shipping 
errors—and returned goods—to a minimum. 

Erskine-Healy reduces split shipments on orders they 
an’t fill completely from stock by using a 


Hold Order Department 


“Hold orders” are handled by Sam Nash, stock clerk, who 
sets in-stock items aside until balance is received from 
supplier. Then order is filled complete with one shipment 
to customer, instead of costly partials. 


After preposting in-stock item n perpetual inventory 
cards, they contact the customer, advise him of what is 
yut of stock, and also the estimated time it will take to 
have these items available. (In many cases, the merchan- 
dise is on order and scheduled by the supplier, or in 
transit. ) 

If the customer agrees to wait, the complete order is 
written (not typed) on E-H forms which are forwarded to 
the stock clerk. He sets aside the stock items in a “Hold 
Order” section of the shipping room 

The customer’s original order is sent to a purchase 
order clerk who slips it into an alphabetically indexed 
book. Where the customer's order contains a variety of 
items, it is placed in the bock according to the supplier’s 
name first in alphabetical order 


For instance, if there are Black & Decker tools, the 
order is put in the B section. When these tools have 
been typed on the B & D order, the customer's order is 
transferred to the next supplier in alphabetical sequence; 
if Nicholson files, it goes under N until the clerk makes 
up the Nicholson order. 

This daily procedure of ordering directly from cus- 
tomer’s orders (instead of making up stock orders from 
their perpetual inventory cards), provides a constant 
and efficient 


Replacement of Stock 


Purchase orders to suppliers are made out daily from cus- 
tomers’ orders. Where material is required to complete 
an order, all P. O. copies, except original, show customer's 
name, amount due, and other number. 


On items required to complete customers’ orders, a 
notation is made above the items on the P. O. indicating 
customer’s name, order number, and quantity due. This 
reference appears on all copies except the original to the 
supplier. 

The stock clerk gets a copy of all such purchase orders, 
so that when the items arrive, his copy will indicate the 
quantities needed to complete orders in his “Hold Order” 
section. 

In the event that, prior to the a shipment, the 
customer finds he suddenly needs the in-stock items, a 
partial shipment can be made. When the balance arrives, 
a B shipment is made. Obviously, this defeats the pur- 
pose of the system, but it rarely occurs, and allows for 
flexibility where the customer needs service. As the order 
is not typed until all material is on hand, there is no dupli- 
cation or wasted work if partial shipments have to be 
made. 

Erskine-Healy salesmen have been able to convince 
their customers of the importance of anticipating require- 
ments by proving the savings of clearing one shipment 
through receiving and one invoice through bookkeeping. 

Mr. Viergiver points out, however, there is no substi- 
tute for maintaining stocks at realistic levels. Every effort 
is made to base their inventory on actual past movement 
so as to cut down on out-of-stock items. 

Although ordering daily from customers’ orders pro- 
vides an efficient method of replacing stock, Erskine- 
Healy also periodically check their perpetual inventory 
cards to determine where additional stock orders are 
required to adjust inventory to current or prospective 
demands. 
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NOW inside and 
handwrite orders on Multilith 


+— 


BEFORE §intermediat: 
was necessary prior 
quired copies of orders 


Duplication Will Save 


Large Cleveland distributor speeds paperwork 


outside 


salesmen 
master.” 


typing step 
preparing re 


$1,000 a 


by eliminating expensive typing operation 


By Deon MeGill, 


As A LARGE WHOLESALE HARDWARE and industrial sup 
plies distributor, Cleveland’s Geo. Worthington Co. has 
always put up with a good deal of paperwork. However, 
as a result of periodic (and sometimes drastic) reorgani- 
zation of order-handling routine, the firm’s prevented 
paperwork from becoming a paper-chase. 

The latest paperwork overhaul has given Worthing- 
ton the closest thing posible to assembly-line order and 
invoice processing. As a result, the firm is fully expect 
ing to reduce these costs by at least $1000 a month. How 
ever, the sweeping changes were made at the expense 
of traditional paperwork ideas and of accepted inter- 
departmental relationships. 


The Pen Is Faster . 


The newest innovation is, first of all, a sort of back- 
to-handwriting movement. Like so many employers, 
Worthington has found expert typists progressively 
harder (and costlier) to obtain. Its extensive clerical 


Associate 


Editor 


operations were consequently in danger of falling behind 
the physical volume of business. 

Worthington sought a new method which would 
eliminate the need for typists and typing. It finalh 
adopted the use of duplicating equipment which per 
mitted an inside or outside salesman’s original written 
order to become the “master” from which all the neces- 
sary copies (including the shipping label) could be re- 
produced. 

Worthington’s previous system also employed dupli- 
cating equipment, but it depended on an intermediate 
typing step. 

Now a Worthington salesman can write an order on 
a special order form, mail it flat to the main office 
where exact copies can be run off in any desired form 
or number. Indeed, the salesman’s customer will ulti 
mately get a copy—the invoice in the salesman’s own 
handwriting. 

Thus, in eliminating typing Worthington has elim 
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NOW fast Multilith process spins out 


lear copies as required 


- 
BEFORE slower duplicating method 


turned out fewer, harder-to-read copies 


inated transcription errors: besides, it has accelerated the 
whole order-processing routine 

Heart of Worthington’s new routine is a battery of 
six Multilith duplicating machines. 

[he order form on which the salesman writes is of 
pecial paper, so that the line or “image” left by his 
ball-point pen (containing a special ink) has a grease- 
like quality. When the order form or “master” is placed 
around a cylinder in the machine, it contacts a roller and 
receives a water-like coating This coating leaves the 
greasy image untouched 

[he master next contacts the ink roller. True to the 
grease-and-water-don’t-mix principle, the ink coats the 
image but is repelled from other parts by the water 
coating. 

[he master order form is printed and ruled with ink 
similar to that in the salesman’s pen, so that only blank 
sheets need be fed into the Multilith to emerge as com- 
plete order forms with the salesman’s handwriting added. 

The Multilith process permits a “master to be repro- 
duced from a master.” Worthington, therefore, uses an 
ordinary zinc lithograph (or offset) plate in the Multi 
lith to run off the hundreds of blank order forms needed 
by the salesmen. When filled in, the forms are mailed 
flat to the office by the salesman (folded master forms 
do not reproduce satisfactorih 


Where Duplication Pays 

The very size of Worthington’s office and warehouse 
yperation often makes nine copies of a single order neces- 
sary. Because an order may contain a great variety of 
items, speed dictates the desirability of having copies of 


NOW labels are duplicated as part 
of duplicating method 


<— 
BEFORE they had to be prepared 


separately 


Re . 


the order at several places at once. For example, cage 
(or high-value) items can be filled in one part of the 
warehouse simultaneously with other items from another. 

Coincident with faster duplication was Worthington’s 
realignment of the order-processing set-up. First, the 
firm centralized the whole operation on one floor. Sec- 
ond, it brought in any departments or parts of depart- 
ments that normally played a part in order-processing. 

The entire mail department, for instance, was moved 
to the order floor, so that there would be no delay in 
starting the day’s orders through channels. Again, two 
clerks from the credit department were moved in, to 
eliminate the time-wasting step of transmitting orders 
to another floor for credit okay. 

Due to the flexibility of the Multilith duplicator credit, 
routine, and other marks can be made on the master 
order yet will not appear on the reproduced copies. 

Although the speed of the new system has become 
evident, Worthington has not yet toted up an accurate 
estimate of savings. 

“The cost of materials plus depreciation of the new 
equipment,” states treasurer N. F. Leukens, “adds up 
to several hundred dollars per month more than by our 
former method. However, we believe this will be more 
than offset by reductions in personnel and the elimina- 
tion of errors.” 

On the basis of results, however, Mr. Leukens points 
out that the reorganization has: (a) given clearer copies 
of orders than by the preivous method, (b) eliminated 
need to type invoices, (c) eliminated separate stencilling 
of labels and tags, (d) speeded up reading and interpre- 
tation of orders, and (e) speeded up getting out invoices. 
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Ir TOOK THREE YEARS but James Mc- 
Laughlin of Triangle Steel & Supply 
Co., Los Angeles, believes he now has 
a tried and proved quota system. In 
fact, he and other members of the 
management group at Triangle feel 
the system is foolproof enough so 
that they can base their compensation 
system for outside salesmen on the 
quotas. And that is what the firm 
started as of this year. 

Here’s how it all came about: Three 
years ago the company, then princi- 
pally a steel warehouse, had a staff 
of only four outside salesmen. The 
salesmen had large territories—too 
large, in the opinion of Mr. McLaugh- 
lin. 

The company, at that time, was 
starting to branch out into industrial 
supplies. It was apparent to Mr. Mc- 
Laughlin that a four-man staff could 
not possibly cover the area, so he 
faced the dual job of taking on lines 
and building up men to take over 





JAMES McLAUGHLIN points to chart plotting sales curve of each salesman ding 
over the period of a year. Bar chart on left shows individual salesman’s standings sales territories. 


Splitting Up Territories 
First things coming first, Mr. Mc 
Laughlin was confronted with the 
. job of splitting up four territories so 
ota Settin that the area could be covered profit 
ably for the company as well as for 
the individual salesmen. 
Armed with a map of Los Angeles 
and the experience he had gained in 
. running his own steel warehouse and 
in being a salesman for another com 
How It S Done pany, he drew up new territories 
they were arbitrary territories but they 
were a start. Mr. McLaughlin then 
called in the product managers 
(There’s a product manager for each 
of the five groups of lines handled 
by the company). After conferring 
with the product managers, Mr. Mc 
Laughlin then consulted the older 
and more experienced salesmen. He 
had a blunt question for them 

“Can you make money in this terri 
tory?” 

There were some changes, some 
amendments but the four territories 
were broken into 12. Later as the 
staff grew there were more break 
downs; the second grouping increased 
the firm’s territories to 17 and now 
it has 21. 

With the territories established, 
Mr. McLaughlin set about to assure 
the support of the salesmen. He 
drew up cost figures, establishing a 
break-even point for the company and 
for individual salesmen. To bring 
home the point graphically, Mr. Mc 
Laughlin plotted the sales curve of 

~ each salesman for a period of a year. 
aie This graph was the subject of a sales 
FIELD SALES MANAGER Ellsworth Wagner shows salesman Robert Grant his meeting; each man knew the letter 
standing in products by lines that had been assigned to him but 


By Ray Barnett, Managing Editor 
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did not know the letters for the other 
man. Along with this chart, Mr. Mc- 
Laughlin presented figures showing a 
breakdown by salesmen and by type 
of customers. With this breakdown 
Mr. McLaughlin showed the salesmen 
just where they were getting sales— 
from customers buying less than $100 
a month; $100 to $200 a month; $200 
to $500 a month, etc. 

All steps taken up to this point con 
stituted preparation—preparation for 
the main job of establishing quotas. 

Sales records were studied by sales- 
men and by accounts. Product man 
agers were asked: “What should be 
sold in each territory?” 

Salesmen and the outside sales man 
wer went over accounts individually 
And out of it all came a booklet for 
each salesman listing the five product 
groupings and setting a potential for 
each grouping. 

It was a rough system of establish 
ing quotas, Mr. McLaughlin pointed 
out. “Actually,” he said, “we had 
quotas without teeth because there 
was nothing tied in with what the 
salesmen were making or could make.” 

For five months Triangle stuck with 
the quotas and each month made a 
tally of where each man stood. The 
salesmen too were kept informed; a 
monthly report given to each 
man listing his sales against the quota 
figures. 


was 


Revising Quotas 


After five months of experimenting, 
Mr. McLaughlin took the next step; 
he revised the quotas and presented 
them to the salesmen, giving them the 
authority to change the figures in any 
way they thought advisable some 
quotas went down but on the average 
they were revised upward by the 
salesmen. 

Mr. McLaughlin totaled the esti 
mates and was in a position to judge 
what that sales volume would mean 
to the company—the figure became 
part and parcel of the company’s fi 
nancial budget. 

With it all, however, the quotas 
were still without teeth. Mr. Me 
Laughlin was convinced his baby was 
old enough to have teeth, but felt 
that there should be a test first. He 
decided on a contest, awarding points 
for exceeding quotas—quotas by prod 
uct lines 

With that behind him, Mr. Mce- 
Laughlin took the final step: drafting 
of a compensation system based on 
quotas A management consultant 
firm was called in an given the facts: 

1. We anticipate X dollar 

sales. 
We have an overall budget figure 
of 


NEW METHOD of establishing quotas is _ of conseravtion between Mr. 


McLaughlin (right) and product managers John I 


base salaries are 
..+eees. per month. 

4. With X dollar sales we should 
have Y dollars to divide among 
salesmen. 

The answer Mr. McLaughlin was 
seeking was an equitable incentive 
plan for distributing the Y dollars. 

The consultant firm drafted three 
plans and after studying them all, 
l'riangle’s management decided on a 
percentage of gross sales system: 

Bracket % of Gross Sales 
Up to 50% of Quota 0 
50 to 75% of Quota 


3. Salesmen’s 


75 to 100% of Quota 


Over Quota 


arrington and Jerry Bowman. 


[he quotas, Mr. McLaughlin 
pointed out, are by product lines and 
the incentive payments will also be 
by product lines. ‘This means that 
a salesman, conceivably, could miss 
his quota in two classifications and 
still receive incentive payment from 
the other divisions. 

Quotas, for the present, will be re- 
viewed each quarter. 

Is it a fair, workable system? Mr. 
McLaughlin is going to see but, mean- 
while, he knows that the quota sys- 
tem was good without teeth; that it 
worked well with a contest as the 
test and that the salesmen like the 
new system. 


DISCUSSION between Mr. Wagner and Mr. McLaughlin centers around sales 
records of individual salesmen. This information helped in setting up quotas. 
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“Seven years ago we had only two as- “We knew the manufacturer wouldn’t come to us—we had to go to him.” So Mr. 
sets:—ambition and a small store—but Treacy mapped out a long-range ——— First he made sure he was well informed 
we needed a certain line badly,” says on what was going on in the business. He read trade journals, accounts of new sell- 
George Treacy, Mid-Island Supply Co. ing ideas; heard latest news at trade shows, from suppliers’ men at plants. 





How To Make Friends 
And Influence A Supplier 


Based on the experience of Mid-island Supply 
Co., Long Island City, N. Y. 


. Keep Informed: 


Attend trade shows 

Read trade literature 

Keep up with latest ideas in the business 
Encourage salesmen to listen, and report what 
they hear 

Meet supplier's men at customers’ plants 

Keep ears tuned to the trade grapevine 


. Lay the Groundwork: 
Go to see the supplier, and keep calling 
Get customers interested in plugging for you Salesmen were also well briefed on the long-range effort. 
Encourage salesmen to work on suppliers’ men Here Mr. Treacy tells them what to say to customers and 


suppliers’ men they meet on the road. 
. Make Selling Argument Effective: 


Have a well formulated sales policy and be able 
to explain it 
Have a definite plan for this supplier's line 


Show how you will fit it into your organization “ 
Explain how you can increase the supplier's 
volume of sales 
Show you will spare no time or effort to get his 
line 
ome By Van Ness Philip 
. Have Specific Proof Ready: 
A plant that’s ready for inspection 
Customers who'll vouch for you 
Figures showing over-all achievement 
Sales analyses by years and lines . 
Your selling plan for the supplier's product in . P . °. ? 
quttinn or ante form. to influence a supplier. Here’s how he 
Authoritative references to help explain your 
overall sales policy. 
Documentary evidence of your good name, such and was ready when the break came— 
as magazine articles, newspaper mentions, etc. , 


But Long Island City distributor finds 
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Groundwork of effort to sell the supplier was sparked by Mr. Treacy in his car. He 
kept calling, though it took seven years to get the line. Other missionaries were: (1) 
his salesmen; (2) customers who put in good word with suppliers’ men, Salesmen 
were on lookout for suppliers’ factorymen at customers’ plants. 


Customers were a good source for news 
and rumors of what suppliers were do- 
ing, he found. Here Tony Carbone, 
Mid-Island salesman (right) listens. 


Sales talk had to be persuasive, based on a well thought out Proof was ready when the break came (supplier needed a 
plan for increasing supplier's volume. Mr. Treacy spent new outlet). Supplier's men gave Mid-Island thorough 
many hours at supplier's desk. going-over, asked “a million-and-one questions.” 


To Get A Line 


Assistant Editor 


that more than just sales talk is needed 


mapped out a long-range selling effort, 





——~ 


though it took seven years. Figures had to prove Mr. Treacy's arguments. Here he shows 
supplier how he would estimate potential, analyze sales for 


the new line. Supplier was convinced. 
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Youth Is No Barrier 
When Salesman Learns 
His A, B, C’s Fast 


By Jack Wertis 


Senior Associate Editor 


D=DIRECTING attention to recently installed drive with 
suggestions on adjustments gives Clarence O'Neal, master- 
mechan confidence in visitors’ seTvice 


WHEN YOU'RE A COMPARATIVE YOUNGSTER—and look 
the part—you might run into some difficulty in getting 
started on a career of selling industrial supplies and 
equipment. Koka Booth, Jr., of Carolina Machinery & 
Supply Co., Rocky Mount, N. C., started out with both 
these handicaps (if you can call being young and looking 
the part obstacles) and still encounters some variations 
of “boy on a man’s errand” theme but by applying his 
\, B, C’s he doesn’t mind it so much now. 

Mr. Booth, at 21, is no stranger to the industrial sup- 
ply and equipment field. He has worked in the shipping 
and receiving department, stock-room and store at Caro- 
lina Machinery & Supply. Although his present duties 
include store management, he has several city accounts 
on which he calls regularly. Moreover, he has already 
attended the Dodge School of Transmissioneering and 
is an accredited “Transmissioneer”’. 

From his brief experience in selling, he has already 
formulated some A, B, C’s of selling supplies and equip- 


4—ARRANGEMENT of call schedule with Paul E. Keb 
Dodge Mfg. Co.), to yield maximum results, Koka Booth, 
Jr., considers primarily his responsibility. 


E=EXAMPLE of how Mr. O'Neal plans to improve ex- 
haust system gives Mr. Keb and Mr. Booth sales lead and 
idea of what products will be expected to do. 


ment. He also picked up some ideas by observing ex 
perienced salesmen, particularly manufacturers’ field men 
at work. Actually, in retrospect, Mr. Booth regards his 
experience in getting customers to accept his capacity as 
a salesman very instructive. Extreme youthfulness is 
not too great a handicap if you're determined to make 
selling industrial supplies a career. Being young, you 
take your job very seriously. And taking things seriously 
—your job, your ability to serve your customers’ interests, 
your training—you impress customers very favorably and 
in much less time than it would take an older salesman 
In fact, with some of his customers, Mr. Booth’s youth- 
ful determination and application to customer service 
has achieved results where elder salesmen have failed. 
But simple determination, Mr. Booth appreciates, is 
not enough. He got his yen for salesmanship by selling 
ads for his school yearbook and working in retail and 
wholesales firms during vacations, which taught him the 
value of product knowledge and sales technique. Ab- 
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B=BRIEFING Mr. Keb on particular customer’s opera- 
tions, personnel, problems just prior to illing minimizes 


hances of mis-directed effort 


F=FOLLOW-UP sales talk by Mr. Booth on circular 
knives to Mr. O'Neal after Mr. Keb’s work is finished 
makes the call more productive 


sorbing product information takes a long time and he 
knows the importance of taking advantage of every 
facility for improving his know-how that his company 
affords. 

Mr. Booth had to apply sales technique early just to 
get customers to accept his youthfulness. From the way 
a customer would comment on his age, he could tell 
whether or not that customer was concerned about it. 
If the customer commented humorously, or with a 
twinkle in his eye, he knew the customer wasn’t seriously 
concerned. But, if the customer was serious about it, 
Mr. Booth knew he would have to “‘sell’’ himself. Here, 
he relied upon his ability to talk convincingly on particu- 
lar products he knew most about. 

Mr. Booth relies a lot on knowing products and their 
applications, but he has also learned in the short time 
he has been contacting customers that he must never 
“oversell” his capacity. When he returned from the 
Dodge School, he called on Clarence “Pop” O'Neal, 


C=CONTACT with key personnel, such as S. C. Dudley, 


factory manager, China-American Tobacco Co., establishes 
Mr. Keb as “interested in product performance” 


G=GETTING an order—this one is for knives and other 
cutting tools which Mr. O’Neal said he’d need—is most 
important of Mr. Booth’s A, B, C’s. 


master mechanic, China-American Tobacco Co., who 
remarked, “So, now you're an Expert!” 

From the way Mr. O'Neal pronounced “expert”, Mr. 
Booth sensed that here was a word he’d have to shun 
in selling. “No, Pop,“ he replied, “not by a long shot. 
Sure, I learned a lot at the school and it helps, but I 
also found out there’s a lot I don’t know about trans- 
mission.” Pop liked that and said so. 

The same technique goes for manufacturers’ men who 
make calls with Mr. Booth. He feels that the one sure 
way to start a man wrongly with a customer is to intro- 
duce him as an “expert” or as “the man who CAN 
solve your problem.” He found that you merely chal- 
lenge your customer to dig up a problem no one could 
solve. It’s much better to say, “I thought that this 
man might be able to help you.” 

With that for a starter, there doesn’t seem to be any 
reason why Mr. Booth won’t complete his A, B, C’s of 
salesmanship in a couple of years. 
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Must Industrial Supply Salesmen 
Fit a Pattern? 


By Bert J. Seifried 





Sales Manager and Treasurer 
Gierston Tool Company, Inc. 
Elmira, New York 


In THIS DAY of mass production and 
volume selling the individual, as such, 
is rapidly becoming a set of figures or 
a number in many organizations. 
While this is as it should be for many 
operations for quick analysis, it is 
slowly but surely also developing in 
the sales field to the detriment of 
sales volume 

Every man’s sales potential should 
be judged on individual merit, for 
everyone has attributes to his back- 
ground and temperament. By recog- 
nizing these assets the sales manager 
can encourage his salesmen to de 
velop their strong points and thus 
sell with maximum results. An im 
portant advantage in having a flexible 
sales force is that each salesman can 
be assigned to solicit purchasing 
agents similar in temperament and 
personality. 

Successful industrial salesmen can 
not be made to conform to a precon 
ceived “pattern”. One cannot set 
rules or positive specifications for the 
ideal industrial salesman. I’ve en- 
joved selling and I’ve made a good 
living at it. I still think I’m a sales- 
man, but as a sales manager I never 
look for salesmen who have my 
background or my type of personality. 
I sell my way; other men sell their 
way 
Basic Requisites 

Admittedly, there are some basic 
requisites. A potential salesman 
should be presentable, speak good 
English, and be of average intelli- 
gence, but beyond these fundamental 
requirements the most important fac- 
tor is the man as an individual. 

In the management of a sales force 
we keep in mind one guiding prin- 
ciple: develop each salesman’s strong 
points! And to develop a salesman’s 
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strong points it is necessary to study 
the man and learn to recognize those 
attributes which should be encour- 
aged. In our experience an academic 
education is not a prime requisite. 
None of our salesmen is a college 
man. Yet they specialize in selling 


machinery and perishable tools which 
require more product knowledge and 
sales ability than off-the-shelf items. 


Extrovert and Introvert 


The salesman described as “an ex- 
trovert” (opposite page) makes friends 
easily, spending most of his time de- 
veloping his contacts socially so that 
his customers are friends as well as buy- 
ers. This salesman’s product knowledge 
is not deep. He covers his territory on 
not too ngid a pattern and he never 
calls with a price book, catalog, or any 
of the other paraphernalia recom- 
mended by text books on selling. He 
basically sells himself and the major 
lines of his company. Equipment and 
related lines come his way because his 
customers like him and will contact his 
office for necessary data. 

On the other hand, the salesman 
described as “an introvert” has difh- 
culty in making friends but is by na- 
ture a conscientious person who takes 
his customers’ requirements very seri- 
ously. He constantly strives to in- 
crease his knowledge of products and 
their applications, making his calls 
laden with every bit of literature which 
he feels is pertinent to his customers’ 
needs. When one of his accounts 
is in the market, this salesman has 
all the necessary data at his fingertips 
and does a thorough selling job on 
the spot. His customers have learned 
to depend on his accurate advice; 
thev appreciate his thoroughness and 
preparedness. 

The “extrovert” “introvert” 


and 


labels are actually arbitrary terms. All 
salesmen fall into one or the other 
classification and we use them merely 
to distinguish between the different 
types. 

The salesman described as the 
“mechanic” type does not rely on 
literature but on his ability to take 
machinery apart and show a customer 
how it works and what it will do for 
him. His background was in the auto 
motive field, and he works to ad 
vantage out in the plant with his 
jacket off, sleeves rolled up, and a 
wrench in his hand. We rarely receive 
inquiries from his accounts as he 
tenaciously sticks with a job until he 
has the order in his hand. By his shop 
contacts he keeps his hand on the 
pulse of perishable tools and secures 
a large volume of this business be 
cause of his interest and help. 


Other Types 


In his own way, each of these sales- 
men does a good selling job. They 
get the business. The same thing is 
true of the “trainee” and the “shop 
man” salesmen. Having spent con- 
siderable time in the shop, the “shop- 
man’s” thinking is different from that 
of a professional salesman. His selling 
concentrates on finishes, more holes 
per grind, and so forth. 

It would be futile to try to change 
these men. If the “extrovert” made a 
call with price book and catalogs, his 
customers wouldn’t recognize him. By 
the same token, if the “introvert” 
tried for a closer relationship with a 
prospect, he would probably wind up 
on the outside looking in. And trying 
to train the “mechanic” type salesman 
to keep his jacket on would be like 
sending him out in a strait jacket. 

One of the prime advantages of a 
sales force composed of different per- 
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EXTROVERT 
Is a good mixer 


Makes friends easily 
Never carries a catalog 
Has no regular pattern of calls 


Lacks product knowledge 


dry items 


MECHANIC 


Gets out into the plant, takes off 
his jacket, rolls up his sleeves, 
and takes machinery apart to 
show how it works and what it will 
do, but is weak on formal presen- 
tations to purchasing agents. 





Past experience: selling office equipment and sun- 


Here are five salesmen described by Mr. Seifried. 
Which type do you think makes the best salesman? 


Plans work thoroughly 


While all salemen can be classified as “extroverts” or “introverts,” for general classi- 
fication, we believe the following types make up the balance of many sales forces . . . 


TRAINEE 


Worked as inside salesman, is as- 
siduous about details, knows his 
price book and catalog, and makes 
methodical calls, pushing a dif- 
ferent line each week, though 
still a novice at proven sales 
techniques. 


INTROVERT 
Doesn't drink or smoke 
Once studied for the ministry 


Conscientiously carries everything—catalogs, 
samples, demonstrators 


Contacts buyers systematically 


tories, prefers giving technical 
service to shop personnel on prob- 


SHOPMAN 


Past experience has been in fac- 


lem jobs, and feels ill-at-ease on 
routine office calls. 








sonalities is its flexibility. Recognizing 
that the “introvert” may not appeal 
to a_ garrulous, _hail-fellow-well-met 
type of buver, we are able to reassign 
this account to the “extrovert”. The 
“introvert” is more successful with 
certain buyers the “extrovert’’ cannot 
crack. And the “mechanic” type sales- 
man does a better job where the other 
two have trouble—particularly out in 
the plant with factory personnel. Thus 
it is possible to appeal to more peo- 
ple who influence the placing of or- 
ders. Purchasing agents, like sales- 
men, differ in temperaments. FEvery- 
thing else being equal—quality, price, 
and service—the buyer consciously or 
unconsciously does business with the 
salesman he enjoys working with the 
most. 

Sales training too is important. 
However, we do not concentrate on 
developing each salesman’s assets to 
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the exclusion of other sales training 
media. We recognize the need for 
basic product knowledge and feel it 
is the company’s responsibility to pro- 
vide all salesmen with every oppor- 
tunity to learn more about his prod- 
ucts and their uses. Regular Friday 
night sales meetings (except during 
the summer), at which management 
teaches basic sales techniques and 
territory analyses, and manufacturers’ 
representatives keep the salesmen 
abreast of product improvements and 
new applications, are part of our sales 
training program here at Gierston 
Tool Company, Inc. 


Clinies Help Salesmen 


In our experience, however, one of 
the best media of education is the 
clinic. Our last clinic featured some 
forty-five machines electrically con- 
nected for actual demonstration, and 


we found that visual operation of the 
machine tools was a most effective 
means of imparting information to our 
salesmen. They worked in the booths 
with supplier representatives and ab- 
sorbed more sound sales ammunition 
than they ever did from text book 
training. 

In conclusion, it has been our ex- 
perience that there is no pat answer 
to the question, “What makes a suc- 
cessful industrial supply salesman?” 
There is only one requisite all sales- 
men must have in common and that 
is the ability to close successfully and 
secure the order. However, manage- 
ment can make successful salesmen by 
learning to recognize individual tal- 
ents and developing them. The re- 
sult is a sales force made up of differ- 
ent types, which makes for a flexible 
organization capable of selling to the 
various types of buyers in the field. 
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Each customer is good for just so much volume and worth just so much time, says John P. Arthur, 
Slingman Industrial Supply Co., New Brunswick, N. }. So he digs up all data he can find on potentials. 


Analyze Potentials —Then Plan Your Calls 


This New Jersey salesman follows a simple **A-B-C”’ routine to classify his 
y I ‘ 


prospects and ration his time so valuable selling hours won’t be wasted 


HGw MANY CALLS A MONTH is each of your customers 
worth? 

Few salesmen have a sure answer for that one. 

But John P. Arthur of Slingman Industrial Supply 
Co., New Brunswick, N. J., has worked out a plan for 
scheduling his time that helps prevent his wasting it 
on low-potential accounts. He calls it his “ABC” sys 
tem. It’s based on a careful classification of all accounts 
and a call-schedule tailored to their potentials, in this 
fashion: 

1. First, he determines dollar potential of each cus- 

tomer. 

2. Then he classifies them by potential as A, B, C, 
or D (A is for $20,000 and up; B, $10,000; C, 
$5,000; and D, below $5,000). 

. He sets up call-frequency standards for each cate 
gory (A’s normally get weekly calls, B’s, bi-weekly; 
C’s, monthly; D’s, less often). 1 

. From this data he makes up a day-to-day call sched- 
ule, revised monthly. 


Self-Discipline Needed 


Says Mr. Arthur: “In a business like ours (selling six 


selected lines with heavy stress on engineering) you have 
to discipline yourself on calls. A single call may take 


half a day. A salesman can’t afford to spend a selling 
hour worth $14 or more on a $5 sale.” 

Determining the potentials, says Mr. Arthur, is the 
hardest step. 

He bases his estimates on information from five 
sources: 

1. Industrial directories listing number of employees 

and the products. 

2. Past supply sales records, including records of sim 

ilar plants. 

. Leads and tips from the trade (anything from a 
business news story to an idle conversation with an 
engineer ). 

. The plant executives themselves. 

. Product analysis of operations. 

‘hough he never turns down a bid to “case” a plant, 
Mr. Arthur does not put much stock in the plant survey 
alone as a basis for potential estimates: “You miss too 
much.” The tour is apt to be a hurried one, he reasons, 
and much of the equipment hidden from view. 

He'd rather spend his time on a more detailed an 
alysis of only a part of the plant at one time, or only 
a few of its major operations. If he has made himself 
familiar with the industry, he can estimate what suppl; 
items are used in the process, banking on his own ex- 
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ABC CO. 





ABC Co. 
XYZ Co. 
P, & Qos Inc. 
R. Co. 


D. & G., Inc. 
K. & Le Co. 
GLF Co, 

S, & T. Inc, 
UVW Co, 

VaR, Inc. 


H, & J., Inc. 
KLM Co, 
O. & R. Co. 


J. J, & S, J J, & S, 














O. & R. Co. 


J, Jones, Pea. 
H, Smith, ch. engineer 


1951 $10,151 
1952 12,600 


Motors 1953 6 mos. $4,750 
V-Belts 1953 6 mos. 650 

















SCHEDULE OF CALLS keeps Mr. Arthur on the right 
track. “A” accounts (those with greatest potential), like ABC 
Co., XYZ Co. and D. & G. Co. on schedule, rate weekly 
calls, “B” accounts, like L. Co., twice monthly. On the 


perience and engineering background, he says. This 
data he can convert into potential figures by rule of 
thumb when he learns the number of production work- 
ers or capacity of various machines. 

Sometimes, he finds, plant executives will answet 


oint-blank questions about potentiz 11 without hesitation. 
Je finds personnel executives the best source of infor- 
mation on number of production workers and makes a 


point of knowing them. (They can also tell him who's 


who in the plant. ) 


Schedule Is Based on Priorities 


At least once a year he rechecks every customer's 
A, B, C, or D classification, makes changes where neces- 
sary. He then decides on frequency of calls—now once 
a week for A-accounts, every 14 days for B’s, monthly 
for C’s and “occasionally,” without interval specified, 
for D’s. 

The first of each month he sets up his schedule for 
the next four weeks—insuring that each A account gets 
four calls during the month; every B account, two calls; 
and every C, one. 

Scheduling also depends on 

1. How many people he has to see in each firm; 

. Location of customers; 
Past experience of time involved in calls (Most 
A accounts, he finds, require at least a quarter of 
a day); 

4. Data from 

plete sales. 

He leaves plenty of leeway in the schedule for trouble- 
shooting and other unforeseeable demands on time. 

Calls on D accounts are fitted in where possible and 
are seldom scheduled. 

At the month’s end, the old schedule is checked 
against call reports for the month to see what calls were 
omitted or added. These are taken into account in the 
next month’s schedule. 

“I try hard to adhere to this schedule,” says Mr 


call reports on prospective or incom- 


right is sheet from Mr. Arthur’s customer information note- 
book, showing one customer's potential (upper left corner), 
principal contact men, past sales figures, and six months’ 
purchases of several leading lines. 


Arthur, “though often it’s not possible to keep up to 
date on calls. When time runs over, some one is 
neglected. I make sure to work him in the following 
month.” 

Every night, Mr. Arthur checks the monthly schedule 
and plots the next day’s calls, revising where necessary. 
He also reads call report on the firms he'll visit, and 
insures they are organized for ready reference on the 
road the next day. 


Data Is for Ready Reference 


The only other mechanical requirement of Mr. 
\rthur’s simple plan is the need for arranging his data 
efficiently and keeping it handy. 

He has two loose-leaf notebooks for office and car. 

One of them contains customer records, alphabetically, 
a page to a customer. Each lists (1) dollar potential, 
(2) past sales totals for two or three years, (3) sales 
totals of several leading lines for the past six months, 
and (4) names of executives or engineers usually seen 
during a call. 

The other looseleaf includes: 

1. The schedule; 

2. Alphabetical customer lists for each of the “A-B-C” 
categories (so Mr. Arthur can tell at a glance how 
many A’s, B’s, etc., he has to work into the sched- 
ule 4 can note any category changes); 

3. Call reports, chronol logically 

4. E stimate sheets for sales not yet closed. 

“You can’t spend too much time with paperwork in 
this business,” says Mr. Arthur, “but on the other 
hand you can’t remember everything. I try to keep 
only the essentials on record.” 

By getting customers and prospects classified accord- 
ing to their potential, he feels he has something con- 
crete to go on. He can see that important customers are 
not neglected, and less important ones do not monopolize 
his time. And time, to a salesman, is the same thing 
as money. 
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DISCUSSION OF potential new line as result of pick-up 
order indications is held between George Luken, sales 
manager, and Bentley Johnson, president 


PICK-UP ORDERS and inquiries for non-stocked items 
ire recorded by Tom Stoddard, store manager, and later 
checked for new line possibilities 


Want To Add New Line? Try Checking Pick-Ups 


Study of non-stocked items obtained for customers gave Nashville, 


FINDING SPACE for new line after 


ascertaining the potential market is a 


job for Mr 


Tenn., distributor initial clue to potential addition to stock 


Luken 


A STUDY OF PICK-UP ORDERS is as logi 
cal a first step in the selection of a new 
line as any in the opinion of George 
Luken, sales manger, Nashville Ma- 
chine & Supply Co., Nashville, Tenn. 
Mr. Luken, whose company contem- 
plates broadening its lines rather than 
restricting them, watches pick-up or 
ders with more than a casual interest. 

Pick-up orders, Mr. Luken stated, 
are concrete evidence of customer re 
quirements and willingness to make 
your firm a source of supply. But they 
are only a guide, he emphasized. A 
survey of pick-up orders merely starts 
a chain of events which may take 
months to culminate in an inventory 
of a new item and an active sales 
campaign to establish it as a stock 
item. 

A recent inspection of pick-up or- 
ders by Mr. Luken indicated there 
might be a promising market for rol- 
ler chain and sprockets in the firm’s 
area, which is growing slowly, but 
soundly, industrially. Mr. Luken was 
aware that chain and sprockets consti- 
tuted a gap in the firm’s lines, which 
expiains his initial interest in pick- 
up orders for the items. Although 
the firm concentrates a lot on power 
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transmission, it does not consider it 
self confined to such products alone 
Any line with a suitable profit poten 
tial would be considered. 

But pick-up orders for chain and 
sprockets indicated that filling out 
the power transmission category of 
items was promising. The company 
picked up its chain and sprocket 
from two other distributors in town, 
the only ones who stocked the items. 
Che question was whether or not more 
than two sources of supply were pos- 
sible in the area. 

“By observing the number of pick 
up orders for chain and sprockets,” 
Mr. Luken explained, “we were able 
to make a rough estimate of the po 
tential business and it looked favor 
able.” Pick-up orders showed that 
customers looked for the firm to carry 
the items because it carried other 
power transmission material. So far 
so good. What was needed was more 
research. 

So Mr. Luken and his associates 
began to look around more closely 
The salesmen were consulted on the 
prospect of taking on the items and 
their reaction was favorable which 
was natural enough. But. Mr. Luken 





SALESMEN R. O. Jennings and Mark 
on potential new line to Mr. Lu 
to make inquines among « 


ustomers 


wanted more than opinion, he wanted 
customer data on use of chain and 
sprockets. It was up to the salesmen 
to get this through personal investiga- 
tion 

In their 
potential 


of customers and 
salesmen obtained 
enough information to bolster the 
original estimate of the prggpects, 
potential and the company’s probable 
share of the market. Customers will- 
ingly gave salesmen estimates but 
were reluctant to give firm figures. 
They also hesitated discussing the 
possibilities of acquiring new equip 
ment which would involve the use of 
chain and sprockets. 

Under the circumstances, Mr 
Luken had to make some basic as 
sumptions. Were the customers’ es 
timates an adequate indication of the 
potential market? Since they were 
probably based on the customers’ past 
purchases. of these items, Mr. Luken 
decided they were. The purchase of 
inv additional equipment using chain 
and sprockets was doubtful, hence, 
to be on the conservative side, no 
estimates of future potential should 
be used. Purchase of any new equip 
ment would increase the market po 
tential but that could be handled after 
the line was established 


Is There Enough? 


Satisfied that chain and sprockets 
would be a profitable addition to their 
lines, Mr. Luken, Bentley Johnson, 
president, and W. W. Whitman, 
purchasing agent, then tackled the 
next step- —securing working capital 
for the new line. Borrowing money 


survey 
users, 


Y 


ken who then asks them 


—_ 


oung give views LINING UP of possible sources of supply for new line, 


Mr 


INDUSTRIAI 


for such purpose is not in the firm’s 
policy. Before dipping into surplus, 
the possibilities of shaving inventories 
on current lines carried was explored. 
Chis meant analyzing sales of each 
line as indicated on the perpetual in- 
ventory cards. By studying product 
movement, it was found inventories 
could be reduced on several lines. 
Seasonal demand indicated that fluc- 
tuating stock order sizes could be 
permitted to secure only as much in- 
ventory as was needed at the time 
to give adequate service. This not 
only saved some working capital, but 
it also provided some warehouse 
spac e. 


Is There Spaee? 


Warehouse space is a problem with 


the firm. “In shaving inventories of 
our other lines we did not get enough 
space to store chain and sprockets. 
We had to do some moving. Our 
steel racks were placed outside. We 
had to go into the air with some 
of the bins to take advantage of the 
empty space above.” All this takes 
time. 

In the meantime, Mr. Luken had 
the job of securing a source of supply. 
“To get a line on the suppliers in 
the field, I first thumb through your 
magazine, InpustriaAL DistRiBuTION 

you've got a complete selection. 
Then I mail some inquiries”. Along 
with correspondence, Mr. Luken per- 
sonally interviews factory representa- 
tives. The interviews end up as a dis- 
ussion with the representative, Mr. 
Luken, Mr. Johnson and Mr. Whit- 
man on terms, policies (the company 
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Luken starts off by consulting advertising pages of 
DisTRIBUTION 


prefers exclusive distributorship _be- 
cause of protection), quality, product 
acceptance, competitive position, etc. 

After all the likely sources of sup- 
ply are contacted, the final selection 
is made by Mr. Johnson in conference 
with Mr. Luken and Mr. Whitman. 
The next step is to discuss with the 
field representative the amount and 
assortment of stock to be carried. Mr. 
Luken and Mr. Whitman attend to 
this. They take the field representa- 
tive’s suggestion as a starter. From 
the data they’ve assembled through 
studies and survey of pick-up orders 
and salesmen’s inquiries, adjust the 
field representative’s estimate of stock 
to what they figure will be adequate 
to service the area. Incidentally, Mr. 
Luken insists on an inventory adjust- 
ment clause in the contract with the 
supplier providing for the return of 
slow-moving items at the end of the 
initial 12-month period. With the 
matter of inventory settled, the initial 
order is written and plans begin for 
the sales training to introduce the line 
to the salesmen and the sales cam- 
paign which will introduce the line 
to the customers. The field repre- 
sentative’s cooperation on salesmen’s 
calls for from two to three weeks is 


usually expected. 
You Can’t Tell, Until— 


As Mr. Luken summarized it, you 
never can tell what factor will prove 
most problematical—working capital, 
survey of potential, warehouse space, 
etc.—_when you decide to add another 
line. But the pick-up orders get you 
started. 





SALES QUIZ: Test your knowledge of... 


Products and Markets 





In the middle of a salesman’s pitch on 
COMPRESSORS, a purchasing agent 
said, “Look, Mac, maybe I’m dense, but 
what is the capacity of this compressor 
you're trying to sell me? First, you talk 


about ‘actual capacity’, then you switch 

to ‘piston displacement’. What's the dif- 

ference—or don’t you know either?” 
How would you answer the P. A.? 





Plastics are finding new uses in industry 
every day. One item that has been in- 
troduced recently is PLASTIC PIPE. 


Can you name six of the major mar- 
kets for plastic pipe? 





Salesmen who sell BELTING — flat 
leather, rubber, fabric, or V-belts— 
sometimes run into the shop man with 
a problem that requires the use of a 
basic mathematical formula. 

For instance: a small shop foreman 


says, “I’ve got a motor pulley 12-in 
diameter, a driven pulley 36-in diam- 
eter, and my center distance is 5 feet. 
How long a belt do | need?” 

What is the formula? What is the 
answer to this hypothetical case? 





With materials handling a growing 
factor in the economy of running the 
modern plant, more and more factory 
foremen are interested in labor-saving 
devices. 

Industrial CASTERS are therefore 
an item of great interest in today’s 
market and are found everywhere, from 


massive aircraft plants to small ma- 
chine shops. 

A few common uses are jig dollies, 
live skids, power hauled warehouse 
trucks, die tables, carts. 

Can you name five important factors 
in the selection of casters? 
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Drilling is an important operation in 
the metalworking industry. An accurate 
hole is frequently the starting point 
from which all subsequent operations 
are located, and the accuracy of the 
finished job may depend entirely on the 
care with which the first drilling opera- 
tion is performed. 

Familiarity with the various types of 
drill presses leads to easy recognition 
of the following conventional types of 
DRILLS: 1) spade drill; 2) straight- 


shank twist drill; 3) taper-shank twist 
drill; 4) four-groove core drill (straight 
and taper shanks); 5) straight-flute 
drill (straight and taper shanks); 6) 
straight-shank oil-hole drill (also made 
with taper shanks); 7) high-helix 
straight-shank drill (aluminum, mag- 
nesium, copper); 8) straight-shank job- 
bers’ drill. 

Can you match each of the following 
drawings with one of the above types of 
drills? 


CS 











The salesmen whose sales show a steady 
increase is usually the hard worker who 
tries to sell the complete line, the eager 
beaver who is not content to sell one 
product, but plugs related items used 
with that product. 


If one of your accounts used large 
quantities of LUBRICANTS, what re- 
lated products could you try to sell 
them? 





The simplest and the commonest of 
MEASURING TOOLS is the steel scale, 
but there are a variety of measuring 
tools used in every shop. 
Nomenclature is important. Shopmen 


lose faith in the salesman who points 
to a protractor and calls it a ruler. 

Here are five drawings of commonly 
used measuring tools. Can you identify 
them correctly? 














FOR ANSWERS, PLEASE TURN PAGE 





ANSWERS 





1. 


“Actual capacity” is that portion of piston displacement that is actu- 
ally delivered by the compressor. It is always less than piston dis- 
placement because air under pressure always remains in the clearance 
between the top of the piston and the cylinder head. 

Compressed air in the clearance, when expanded to atmospheric 
pressure, may represent 20 to 40 per cent of the piston displacement. 
This 20 to 40 per cent must be deducted from piston displacement to 
arrive at actual capacity or free air delivered through the discharge 
valves. 

Actual capacity or free air is therefore the amount of air measured 
at the compressor suction that is delivered by the compressor. It is 
usually 60 to 80 per cent of the piston displacement. 


2. 


Because plastic pipe is flexible (it 
is also available in rigid and semi- 
rigid form), light weight, non- 
toxic, easy and economical to in- 
stall, resistant to many chemicals 
and chemical fumes, it is appli- 
cable to such industries as: 1— 
Chemicals; 2—Paper Mills; 3— 
Natural Gas; 4—Petroleum Prod- 
ucts; 5— Plating; 6—Textile 
Manufacturing. 














A. 1—Weight of load? (Maximum weight? Will load be 
dropped on?—Under these conditions, it is advisable to 
choose the caster with a capacity rating greater than the 
maximum load anticipated.) 
2—Floor conditions—steel, concrete, wood? Are there any 
obstructions that will cause shocks? On smooth floors, you 
can usually apply a caster of lighter construction than you 
might otherwise use. 
3—Operating conditions—oil, grease, high or low tempero- 
tures, acid, water? Special types of grease are available for 
extreme heat or cold. 
4—Movement? (How much? How often? How far? Maneu- 
verability required?) Where use is continuous, it is advisable 
to use hardened steel raceways. 
5—How much manpower push? Large wheels roll easier than 
small ones, require less physical effort. As labor is expensive, 
it is efficient to use as little manpower push as possible. 


L= 29C + 1.57(D + d) +O7e 
L = belt length in inches; 


C = center to center distance be- 
tween shafts; inches; 


D = diameter of large pulley, inches; 
d = diameter of small pulley, inches; 


In the case of a V-belt drive, the belt 
length is figured at the pitch line 
using the pitch diameter of both 
sheaves. 


L = 2 X 60-in. + 1.57 (36 + 12) 
(36 — 12) 
4x 60 
L = 120 + 75.36 + 2.4 
= 197.76 inches 


+ 














C-STRAIGHT- SHANK OIL-HOLE DRILL 
Also mode with taper shonks 


A-TAPER-SHANK TWIST DRILL B- STRAIGHT - SHANK TWIST DRILL 


0-FOUR-GROOVE CORE DRILL E-STRAIGHT-SHANK JOBBERS' DRILL 
Straight and taper shonks 


Ca SSSSSSSSSS 
F-HIGH-HELIX STRAIGHT-SHANK ORILL 
Aluminum , magnesium, copper 


a eo 


H-SPADE DRILL 





lies — 


G-STRAIGHT-FLUTE ORIU 
Straight ond toper shonks 











* The aggressive salesman with the large 
user of lubricants would also plug the 
following related products: drum pumps, 
guns, dispensers, hose and accessories, 
valves, meters, nozzles, hand trucks, 
dollies, coilers, supply cans. 
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A MESSAGE TO AMERICAN 


INDUSTRY *® 


ONE OF A SERIES 


No Room for 
Industrial Complacency 


Do you believe that American industry is 
equipped with remarkably up-to-date and 
efficient machinery? If you do, you are mis- 
taken. The fact is that a large share of 
American industry’s equipment is ancient, 
of obsolete design and incapable of attaining 
the efficiency that is made possible by modern 
production techniques. 


This fact is documented by the Seventh 
Inventory of Metalworking Equipment, just 
completed by AMERICAN MACHINIST, a 
McGraw-Hill publication. In brief, Amerti- 
cAN Macuinist shows that: 


1. More than half (56%) of American 
industry’s most basic production equip- 
ment— machine tools and metal-forming 
units —is overage, and much of it is so old 
that it has very limited usefulness. 


2. Since Korea, the situation has become 
dangerously worse. 
Facts vs. Plausible Theory 


These conclusions contradict the widely-held 


impression that America’s industrial equip- 
ment is in better physical shape than ever 
before. The prevalence of this impression is 
not surprising. We, as a nation, have spent 
about $125 billion for new industrial plant 
and equipment since World War II. That is 
more than in any previous period in our his- 
tory. During 1953, American industry in- 
vested $21 billion in new plant and equip- 
ment, an all-time high. From this, it would be 
reasonable to infer that our industrial plant 
and equipment must be in fine condition. 


But the facts do not support that inference 
with respect to the machine tools and other 
metalworking equipment that are so crucial 
to our economy in war and peace. Here are 
the key findings of the AMERICAN MACHINIST 
Inventory: 


(1) More than one million machine 
tools — out of a total of less than two 
million in the metalworking industries 
—are at least ten years old. Many of 
these, after day and night operation 





during the war years and the recent 
rush to rearm, are actually much older 
production-wise than their age in years 
indicates. In most cases, these ma- 
chines are unable to produce goods as 
efficiently as modern equipment can, 
thus needlessly increasing costs. 


(2) Almost one out of five machine 
tools is more than twenty years old. 
Most of these machines are so outdated 
by modern standards that they have 
little more than scrap value. And an 
even larger portion of our metal-form- 
ing equipment (presses, brakes and 
shears, bending and straightening ma- 
chines) has passed the 20-year mark 
and is beyond normal retirement age. 


(3) Two out of three machine tools 
are of designs predating World War II, 
though many of them have been built 
since the war. Thus, two-thirds of our 
machine tools fail to incorporate the 
many major postwar improvements 
in design and operating methods. 


(4) Never before has outmoded high- 
cost equipment been so widely diffused 
throughout American industry. In 
every one of fifteen major divisions of 
metalworking production, more than 
45% of the machine tools are at least 
ten years old. 


(5) Not since the depression days of 
the 1930’s has the average age of ma- 
chine tools risen so rapidly as it has 
in the past four years. Today, 55% are 
ten years old or older, compared with 
43°% just before Korea. 


Quality vs. Quantity 

Why has the condition of our metalworking 
equipment been steadily deteriorating since 
the end of World War II? Part of the explana- 
tion lies in the fact that, in the immediate 
postwar years, production of metalworking 
equipment lagged behind the production of 
industrial equipment generally. The larger 
part of the explanation, however, lies in the 
tremendous postwar expansion of the Ameri- 
can economy. This expansion, which has more 
than doubled our total industrial capacity, 
has imposed requirements for metalworking 
machinery that have been met only by more 
extensive use of old and obsolete tools. In 
the critically important field of metalwork- 
ing, the job of providing up-to-date tools is 
bigger than it ever has been. 


There are those who argue that the time 
has come to cut back investment in new in- 
dustrial plant and equipment and divert more 
of the national income into current consump- 
tion. They cite both the great increase in the 
nation’s total industrial capacity since World 
War II and the fact that some industries now 
have more than ample producing capacity 
to meet their needs. But this type of calcula- 
tion leaves out the efficiency of that produc- 
ing capacity. 

The AMERICAN MACHINIST In- 
ventory makes it manifest that in the key 
field of metalworking we are alarmingly 
short of first-rate, low-cost producing 
capacity. If we fail to remedy this situa- 
tion by speeding the replacement of ob- 
solete tools, it will be at the peril of our 
prosperity, at the peril of a sustained 
increase in our standard of living and 
of our national security. 


McGraw-Hill Publishing Company, Inc. 
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\ OUR selective Osborn franchise gives you a perfect set-up 
for a sure-fire sales killing. The market is big... and wide 

open for a top-quality product line like Osborn’s. And the name 

of Osborn is made so well known by more than a million 

advertising “calls” every month. Are you turning this demand 

and acceptance into sales? The Osborn Manufacturing Company, 

Department R-14, 5401 Hamilton Avenue, Cleveland 14, Obio. 








ZOSB Q RN Ssmarenance, PAINT AND POWER BRUSHES « FOUNDRY MOLDING MACHINES 


———— 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 113 











U.S. TOTALS 


November 1953 
Compared with 
October 1953 





Compitep sy Inpusraiat DistalsuTion 





November 1953 
Compared with 
November 1952 


VM 


First 11 Mos. 1953 
Compared with 
First 11 Mos. 1952 


+1% 


MAA Ahh hhh hhh 





Supp!y Sales Trend 


Final Figures For November 1953 





November 1953 
Compared with 
October 1953 


November 1953 
Compared with 
November 1952 


First 11 Mos. 1953 
Compared with 
First 11 Mos. 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 








+ 9% 


+15% 


NO 
CHANGE 


-10% 





+ 27% 


+ 2% 
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‘Featherweight Champ’ 





ONLY 75 LBS. 
BUT PACKED 
WITH 


Power 


EASY TO 
MOVE... 


’ 


The all new “Featherweight Champ”, a Power Drive for 
Hand Pipe Tools, has just weighed in at 75 lbs. A real 
opportunity for you to profit, it has features your cus- 
tomers want. One man can move it and use it with ease EASY TO 
. yet the “Featherweight Champ” is exceptionally USE... 
sturdy and powerful. Ideal for emergency maintenance 
threading, its range is %” to 2”, and it is available with — 


either electric or gasoline power. 

Oster ads are telling your customers to see you for the 
full story on this new machine .. . so it will pay you to 
have one on your floor for demonstration. To start cash- 


ing in send us your stock order today! 





(Send for FREE promotional literature.) 








THE MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6lst St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment Since 1893 
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SALES TRENDS (Cont'd.) 





November 1953 
Compared with 
October 1953 


November 1953 
Compared with 
November 1952 


First 11 Mos. 1953 
Compared with 
First 11 Mos. 1952 





Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 


Washington 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


-10% 


-13% 


- 2% 


- 6% 


ie 








- 3% 


1% 


6% 


4% 


2% 





3% 


- 2% 


2% 


4% 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 


SALES TOOL FOR US” 
‘4 


/ 
—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 

furnished in quantity to distributors on a cooperative basis, has 

made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 

Steam Traps and Strainers a popular and profitable line with 


*]. E. Madsen so many industrial distributors. 


Vice President of Broad magazine advertising, intensive direct mail, dealer displays, 
Madsen & Howell, Inc. -? , ie 
Perth Amboy, N. J trade show exhibits, modern packaging, local advertising and 
exceptional repeat business are other reasons why more than 900,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write. . . 


YARNALL-WARING COMPANY « 11] Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49—100) 


i 


| 
% Change 
Nov. Oct. Nov. From 
NAME OF PRODUCT CLASS 53 53 52 Year Ago 


Abrasive Products 1169 1169 2117.1 02 
Cutting Tools 1215 1215 1183 +2.7 
Fans and Blowers 143.7 143.7. 136.7 +5.1 
Fasteners 157.3 157.3 1418 
Incandescent Lamps 136.9 136.9 117.9 
Industrial Rubber Products 127.1 127.1 125.9 
Lubricants 805 80.5 965 
Materials Handling Equipment 132.8 132.4 127.0 


Mechanics Hand Tools 


(Files, saw blades) 137.5 137.5 126.9 
Mets working Accessories 130.5 130.5 121.3 
Motors 118.3 1183 117.0 
Paint 112.7. 112.1 110.5 
Portable Power Tools 118.1 1181 113.3 


Power Transmission Equipment 132.7 132.6 124.5 


Precision Measuring Tools 120.6 120.6 116.4 
Pumps and Compressors 133.3 132.1 123.2 


Steel Products 


(Pipe, bars, nails, etc.) 141.5 141.5 130.6 
Valves and Fittings 131.7 131.7 122.7 


Welding Machines 


(Equipment, rods) 124.3 124.4 120.1 
Total Index 129.0 128.9 122.9 


Rureau of Labor Statistics and Industrial Distribution 
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a great new line to sell— 
get these descriptive folders 
and see the reasons why 


Write for your complete information on 
these new Chester Electric Hoists today 
. your customers will be asking you 
about them, very soon. 
Here is a line of eight splendidly en- 
gineered electric hoists designed to put 
MODEL E: 5 sizes, % to 2 more heavy handling jobs on a paying 
ton. Flexible wire rope- basis. COMPARE them for quality fea- 
cable lift, pendent push tures of motors and parts, efficiency, 


button control. Lifting oe : 
wends 15 t 96 6 om. durability, and for easy smooth operation. 
Find out all about the new Chester Electric 


Hoists today. Write now .. . ask for folders 
E 853 and EC 953. 


MODEL EC: 3 sizes, % to 
1 ton. Welded alloy steel 
link chain lift, pendent 
rope control. Lifts adapt- 
able up to 66 ft. 


CHESTER HOIST DIVISION 


R The National Screw & Mfg. Co. 
" Lisbon, Ohio 


FASTENERS SP HODELL cone Fc HOISTS } 
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What Does “A Housing Start” Really Mean? 


fie BUREAU OF LABOR STATISTICS reported 
1 total of 80,000 new housing starts in the month of 
November, 1953. The total number of units started in 
the year was estimated at 1.1 million. The number of 
housing starts should ke an important statistic to many 
industrial distributors as well as to the construction 
industry. In addition to selling to the construction 
industry, the distributor sells to customers who make 
products, the sale of which is dependent to a large 
extent on the activity in housing. For example, 
virtually every new housing unit means a new refrigera 
tor and a new cooking rang¢ 

Very few people, however, seem to know what a 
housing start really is and where the BLS figures come 
from. ‘Therefore, we are making this subject the 
fourth in our series on various government statistical 
series. Here is an explanation of what the housing 
starts figure covers and how the BLS compiles and 


estimates the number of monthly housing units started 


THE MONTHLY HOUSING STARTS figure is an 
t number of non-farm dwelling units 

fic month. The “dwelling unit’”—the 

isurement of the volume of housing 

d as a permanent dwelling place 
contain xermanent cooking facilities. ‘The dwelling 
unit count represents the number of families planned 
for in the construction, a figure which is listed on the 
building permit. A one-family house counts as one 
mit, a two-family house as two units, and an apart 
ment building of 500 apartments counts for 500 units 
lhe figure on housing starts refers to housing units 
started in urban areas and rural non-farm areas. Farm 
dwellings are not included. An urban area, as defined 
in the 1940 Census, includes all incorporated places of 


2.500 inhabitants or more. Rural non-farm units are 


those in incorporated places with less than 2,500 popu 
lation in 1940 and all units in unincorporated areas 
that are not farm houses 

Certain types of housing are included in the housing 
starts figure, while other types are excluded. It in 
cludes pre-fabricated housing of a permanent nature. 
It excludes conversions, dormitory accommodations. 
trailers, military barracks, and all temporary units 


ESTIMATES of non-Federal (private, state and local) 
housing construction for all urban localities are devel 
oped from the building permit .reports sent to the 
Bureau of Labor Statistics. These reports are gathered 


~ 


in 2,500 cities containing about 85 percent of the 
urban population of the country 

Federal housing starts are estimated from federal 
housing contracts awarded. BLS gets verv close to 
complete coverage of this type of housing 

Because building permits are not issued in rural non 
farm areas, it is verv difficult to keep a record of all the 


housing units started in these areas. A popular notion 


of how this is done suggests a picture of BLS field 
personnel traveling around the country counting the 
new holes in the ground. This is not quite true. How 
ever, field agents do count units started in a sample of 
places where permits are not used. This sample con 
sists of 96 counties. About 30 different agents survey 
one-third of these counties cach month. At that time, 
they find out the number of starts in the preceding 


three months. 


THE HOUSING START figure is estimated from 
building permits for the most part: Permits are author 
izations to build only. Not all permits result in actual 
housing starts. Some of the permits are allowed to 
lapse. The Bureau of Labor Statistics adjusts these 
basic permit figures for lapses. It estimates that, on 
the average, only 1 percent of the housing permits 
issued do not become starts. ‘The reason for this 
small percentage of lapses is that a fee is generally 
paid when a permit is obtained. However, the actual 
percentage of lapses fluctuates from month to month, 
or from year to year, depending on cconomic con 
In 1946, for example, this percentage ran 
round 7.5 percent. 

The next step is to estimate how long it takes each 


aitions 


permit or authorization to become an actual housing 


start. The lag between issuance of the permit and 
the start of construction must be taken into account 
Of permits issued in January, almost two-thirds arc 
estimated as starts in that month. The remaining 
third are spread over another six months or so. A 
shorter time lag is used for smaller units, and longer 


time intervals for larger units. 


AT’ PRESENT, the housing start series is not too good 
in indicator of actual numbers of houses constructed 
Adding the number of new starts between 1949 and 
1950 to the 1940 census housing total vielded a hous 
ing figure far below the actual 1950 census total. The 
scrics may be better for indicating month-to-month 
percent changes or year-to-year trends 


SEVERAL PROJECTS to make the housing start 
series a better one are being undertaken by the BLS 
By June, 1954, the series will be shifted to a new level 
based on the housing figures reported in the 1950 
census 

BLS is also reconstructing the sample of counties 
used for surveying non-permit building. This improve 
ment will result in a better coverage of an area where 
the BLS statisticians feel most of the present error in 
the housing estimates is centered. Plans are under 
way to conduct more surveys to determine the num 
ber of building permits that actually result in starts 
In addition, BLS plans to study the lag in time be 
tween building and start. This will result in more 


wecurate estimates of housing starts in urban areas 
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The RIGHT tools 
make the BIG 


‘difference $ 

















YOU CAN SELL 


ON EVERY CALL 


Shown in detail in Catalog 201 & 


INDUSTRIAL DISTRIBUTION 


An industrial plant depends upon 
the right tools for efficient, low 
cost production and maintenance. 


A distributor depends upon the 
demand and acceptance of the 


tools he stocks . . . priced right for 


profitable volume. 


Put the two together and you can see 
why the Williams distributor 
has the advantage. 


Take the “Superrenches” shown here 
They're a shop favorite because 
they're designed right — un- 
believably strong and light in 
weight, well balanced. They 
deliver maximum turning 
power in the most inacces- 
sible places. Drop-forged from 
selected alloy steel, they come 
in a wide range of patterns with 
openings from 3/16” to 3-1/8”, 


Now, with intensified advertising 
and promotion backing you up with 
a selling story no one else can tell 

cash in on the fact that every call you 
make is on a potential customer for 
Williams tools. Catalog 201 shows 
the new, improved and expanded 
line that’s paying profits to distribu 


tors. Do you have your copy? 


STOCK and SELL 
"The Broadest Line of Its Kind" 


THUMB NUTS & SCREWS 
PIPE TONGS & VISES 
FLANGE - JACKS 
MACHINE HANDLES 


WRENCHES OF ALL TYPES * 
* 
s 
. 
@ MASONRY DRILLS 
. 
. 
* 
. 


DETACHABLE SOCKETS 


IMPACT PRODUCTION 
SOCKETS 


TOOL HOLDERS & 
LATHE DOGS 
SET-UP ACCESSORIES 


DROP-FORGED “C” CLAMPS 
HOIST HOOKS 
EYE BOLTS 
ROD ENDS 


SCREWDRIVERS 
HAMMERS & PLIERS 
PUNCHES & CHISELS 
GEAR PULLERS 


J. H. WILLIAMS & CO. 


401 Vulcan Street Buffalo 7, N.Y 
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ADVERTISEMENT — FEBRUARY 1954 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





LINCOLN CentrOmatic* SYSTEM ADOPTED 
AS STANDARD EQUIPMENT ON SHOP TRUCKS 


Yale & Towne, Elwell-Parker Add Multiple 
Advantages of Modern Centralized Lubrication 
To New Shop Trucks For Greater Sales 


Here is an outstanding application of modern Centralized Lubrication Systems with a 
tremendous After-Market potential for Lincoln Distributors. These two nationally recog- 
nized manufacturers of materials handling equipment, among others, have already adopted 
the Lincoln System as standard equipment on their newest model shop trucks, and the 
thousands of units in service throughout Industry present a sales opportunity that defies 
description, particularly when the Lincoln System offers such spectacular customer benefits 
as: complete, positive lubrication of all bearings in 45 seconds; extension of bearing-life up 
to 1500%; and reduction of lubricant consumption up to 50%. 


A few strokes of the pump handle deliver ample pressure to force lubricant through supply line 
to Injector Valves mounted on truck in manifolds, from which rigid or flexible feed lines extend 
to each bearing. Nipple on hose assembly of Bucket Pump is snapped into a quick coupler 
assembied to the manifold inlet of the most easily accessible bank of Injectors on the Truck. 


View of Fork Lift section shows Injector 
Valves with feed lines to bearings, and 
quick coupler inlet. 


View of underside of Truck illustrates 
seamless steel feed lines extending 
from Injector Valves to bearing ports. 


*Registered tradename 





Announcing New 
High Volume, Light Weight 
Quick Air Coupler 


Lincoln Distributors can now offer their 
customers a new Quick Air Coupler with 
features that make it unmatched on the 
market. 

Extra large air passage permits 35% greater 
air flow (70 cu. ft. of free air per minute at 
150 P.S.I.), yet weighs only 4% ozs. Ideal 
for all industrial applications requiring use 
of air supply lines. Automatic air check 
valve instantly shuts off flow of air when 
Coupler is detached from Nipple. Free 
swiveling of Coupler on Nipple prevents 
kinking of air hose. Coupler cannot be 
detached accidentally. 


—— 


A specially designed counter merchandiser 
for customer self-service is available with- 
out charge with a representative assortment 
of the new Air Coupler and Nipples. Mer- 
chandiser is lithographed in three colors 
and incorporates an easel tray for display- 
ing boxes of Couplers and Nipples which 
are packaged in transparent heat-sealed bags 
for protection against dust and moisture 





“Food Engineering” 
Features Paper by 
Lincoln’s Chief Engineer 


The first full-scale editorial on the subject 
of modern methods of Lubricant Applica- 
tion to appear in a trade paper serving the 
Food Industry was a feature in a recent 
issue of “Food Engineering,”’ dominant 
trade journal serving this multi-billion dol 
lar market. The editorial was based on a 
technical paper prepared especially for this 
magazine by Lincoln’s Chief Engineer, 
L. C. Rotter. 

For the first time, Plant Operating Execu 
tives in this Industry received a compre- 
hensive but concise description of the basic 
types of Centralized Lubrication Systems 
and their application to a wide range of 
machinery and equipment used in various 
segments of the Food Processing Industry. 
In addition, the editorial pointed out spe- 
cific customer benefits from many actual 
case histories, as reported by Plant Man- 
agement, and included 14 illustrations of 
these applications. 

Reprints of this outstanding editorial are 
available to Lincoln Distributors on request. 





LINCOLN ENGINEERING COMPANY 


St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





New Sales-Building 
Application for Lincoln 
Hydraulic Pumps 


From Lincoln Distributors on the West 
Coast come a series of case histories involv 

ing the unique use of Lincoln 75 to 1 ratio 
pumping units as the hydraulic means for 
operating heavy duty jacking equipment 

The Pumps supply liquid under high pres 
sure to hydraulic jacks used in forcing up 
the spans of bridges. In most cases two 100 
ton jacks are operated by each Pump using 
115 P.S.I. air pressure. Liquid used is one 
part soluble oil to two parts water 

Two spans of the Center Street Bridge over 
the Willamette River, Salem, Oregon, each 
weighing 400 tons, were raised to a height 
of 11 feet by this method. (See illustratior 
below.) 


The Cordick Company used 12 Lincoln 
Pumps to raise two of the railroad bridges 
across the Columbia River near Pasco. An 
other similar operation was the replacement 
of a concrete section which had slipped out 
of position on the Antioch vehicle bridge 
across the Sacramento River. The job was 
done by the California Engineering Division 





LINCOLN LUBROVANS 
IN THE NEWS 


Lincoln Distributors will be interested in 
the constant series of editorials appearing 
in trade journals serving the Heavy Con 
struction Industry, and describing use of 
Lincoln Lubrovans to keep the huge fleets 
of equipment lubricated and on the job 
For example, the January issue of “Con 
tractors & Engineers” carried an editorial 
describing Lincoln equipment as used on 
the relocation of U.S. Highway 41. Rs 
prints of these editorials are available on 
request 


Write for complete details 


tized.”” 


Revolution” . 


To design and install a series of machine 
units with the necessary controls so as to 
‘‘automatize’’ a particular production 
operation is one thing, but to insure its 
continuous and efficient operation, free of 
needless machine down-time for lubrication 
or repairs caused by damaged bearings, is 
another and most vital consideration 

deeply in- 
volved helping Industry solve the lubrica 
Automation, state that 
Lincoln’s wide range of Centralized Sys 


Distributors who are already 
tion problem of 


tems supply all the answers 


Industry is interested in FOUR essential 
factors with regard to lubricant application: 
1) A System which permits automatic, con- 
trolled application while machines are oper 
ating so that Plant Operating Executives 
can more accurately predict the output of 
production lines by day or week; (2) A 
System that will reduce personal injuries 
attributable, directly or indirectly, to lubri- 
cation; (3) A System which will permit 
interchangeability of machine units without 
| changing the lubrication system on the ma- 
| chines; (4) A System sold by Distributors 
and manufactured by a Company with a 
wealth of “know-how” on the subject of 
Lubricant Application 





Lincoln's National Advertising is constantly 
pointing out to Industry how Lincoln Sys- 
tems and Lincoln Distributors fulfill the 
four requisites described above 





DISTRIBUTORS FIND “AUTOMATION” AND LINCOLN 
CENTRALIZED SYSTEMS A PERFECT COMBINATION 


Almost every issue of Industrial Papers today carries an editorial on the subject of Plant 
Automation and a specific example of how some production operation has been “automa- 
Automation is not some theoretical subject that engineers enjoy discussing. It is a 
tremendous, wide-sweeping program that is gaining momentum, fast. It is with us, now, 
and Lincoln Distributors have the answer to a basic problem in this “Second Industrial 
.. and that is, Automatic Centralized Lubrication. 


Illustrated above, a bank of 18 can milling machines automatically lubricated at 
predetermined time intervals by a Lincoln Full Automatic System. 


Selling “Standardization” 
Powerful Sales-Builder 
For Lincoln Distributors 


Distributors often find that some Industrial 
Plants resist ‘‘change’’ with impressive calm, 
particularly when it comes to such functions 
as Lubrication. The jump from the Oil Can, 
invented some 70 or 80 years ago, to modern 
Centralized Systems, appears somewhat 
overwhelming. However, the answer to the 
problem is first, selling these plants on the 
proven economies of ‘“‘standardization’’ 
which they understand. For example, sell 
standardization on Lincoln Bullneck Hy- 
draulic Surface Check Fittings . . . then 
on Lincoln conventional or Man-Size Grease 
guns. From this point, interest is concen- 
trated on the reduction in plant operating 
costs that can be affected by standardized 
lubrication methods. Substituting a simple 
Centralized System like the Lincoln Centr- 
Oiler or CentrOluber for the individual con- 
tact method is the next step. Then, as the 
multiple advantages of Controlled Applica- 
tion become quickly evident, it becomes a 
logical step to remove the hand-operated 
pumps from a group of machines and tie the 
circuits of Injectors on each machine into a 
header line terminating at a power-operated, 
time clock controlled pump for Mass Cen- 
tralized Lubrication. “Standardization” is 
the key selling factor that unlocks the door 
to selling Modern Lubricant Application 
Systems. 





on how you can become an authorized Lincoln Distributor 
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More Advertising Help for Distributors Urged 





MANUFACTURER 











R. €. Neal Firm Is Sold, 


Ray C. Neal To Remain 


Supply houses could do a better job if suppliers showed them how to advertise, 


Howard B. Begg (center), 
N. J., told a recent meeting of the 
R. C. Sickler, E.1.A. president; and W 


Distributors could do a vastly better 
job if better understood by industrial 
advertisers and backed up with ade 


( 


quate advertising help, sales aids and | 


training, according to Howard B 
Begg, general manager of Squier, Schil 
ling & Skiff, Inc., Newark, N. J 

Mr. Begg addressed an Eastern In 
dustrial Advertisers meeting recently 
in Philadelphia 

He called on suppliers to stop treat 
ing the distributor like a “stepchild” 
in the realm of advertising. He said 
that a serious lack of advertising on 
the part of distributors had resulted 
from manufacturers’ failure to help. 

“Few distributors spend as much as 
$5,000 or $10,000 a vear. Most of 
these few do not spend their adver 
tising dollar wisely The reason is, 
most distributors are novices in the 
art of advertising The real blame 
rests with the manufacturer who has 
the knowledge to advise and direct 
the distributor in his advertising pro 
gram.” 

He urged suppliers to send their ad 
managers out to see distributors. His 
own frm, had been visited 
by only four advertising cxecutives in 
nine years 

“One reason why distributor adver 


he said, 


sucee ssful 


“is that the 


been as as 


he 


tising has not 


it should be,” said, 
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general manager of Squier, Schilling & Skiff, Inc., Newark, 
Eastern 


Industrial Advertisers. With him is 
Sproull, president of N.I.A.A 


manufacturer has not taken time to 
train the distributor in the product 
ind its potential market.” 

Mr. Begg cited four tools 
which he considers helpful: space ad 
vertising, direct mail, visual sales aids, 
ind give-away gimmicks 

He advised manufacturers: “Take 
time out to understand the distribu 
tor’s problems Don't try to meet 
him at a supply convention 
busv_ that has little time 
turkey.” 


sales 


| le’s SO 


to talk 


he 


Distribution Cuts the Cost 


The only excuse for a distributor’s 
existence, Mr. Begg pointed out, is 
to distribute goods more economically 
than the manufacturer could do it 
himself. He said his own firm had 
surveved 1424 customers and found 
that it could sell $600,000 worth of 
business at less than one-half the sales 
cost the manufacturer had been bear 
ing 

On advertising content, Mr. Begg 
urged suppliers to stress how wideh 
their products are distributed as well 
is how good they are. “Couldn’t the 
id manager break down and talk in his 
xls about the availability of his prod 
uct? Couldn't he sav that the 
panv has 700 distributors?” he 


com 
isked 


As Company President 


Charles Hahn, Jr., former depart 
ment store executive, has purchased 
all the outstanding capital stock of 
R. C. Neal Co., Inc., Buffalo, N. Y. 

Mr. Hahn will be inactive in the 
business, according to a jomt an 
nouncement by Mr. Hahn and Mr: 
Neal. David Voorhees, of Philadel 
phia, Mr. Hahn’s son-in-law, will be 
come vice president of the company 
Otherwise, there will no change 
in management 

Mr. Neal will continue as president 
of the corporation, Frederic J. Ziere as 
treasurer, and Harry J. Lock as secre 
tary and sales manager. The policies 
of R. C. Neal Co. will un 
changed, it was announced 

Mr. Hahn was formerly 
of Sattler’s, Inc. Mr. Voorhees 
recently with Allen, Lane & Scott, 
Philadelphia. 

R. C. Neal Co., besides its Buffalo 
headquarters, has offices and ware 
in Rochester, Svracuse and 
N. Y. It distributes tools, 
machinery and_ industrial supplies 
throughout New York State and 
northern Pennsylvania. 


be 


remain 


pre side nt 
was 


houses 
Elmira, 





Edwin R. Masback, Jr. 
E. R. Masback, Jr.. Elected 


President of Masback. Inc. 


Edwin R. Masback, Jr., 
elected president of Masback 
New York City 

He eeds 
wT, 


been 


Inc.., 


has 


Harold E. Masback, 


now chairman of the 


Suc 
who ts om 


executive commiuttec 
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Mine & Smelter Supply Holds Denver Sales Meeting 


Three day session in Denver 


Craft Shop Incorporates 
Under Hammond Name 


Officers of San firm which 
ianged its name Walter | 
Morefield, vice-president and manager, 
ind Louis | 


Diego 
inciude 


Geiger, director of sa 


The Craft Shop, San Diego, Calif., | 
has changed its name to Hammond 
Machinery & Supply C Also the 
firm is now a corporate 
stead of a partnership 

Ihe change is in 
the same ownership and management 
will continue, under C. Weir Ham 
mond as president. Other officers are 
Walter F. Morefield, vice-president 
and R. ¢ Macon 
president and assistant manage! 
Macon, secretary 


nam nly and 


manager’, 


ind treasur 


Hotel followed 





Louis E. Geiger, director 
sales 

Mr. Morefield said the 
growth prompted the changes 


had 


SOTHIC 


under consider 


Ihe 


which is exp 


been 
time 
store 


firm 

new 

ready in April 
Hammond 
| 

vill continue 


known lines 


Machiner 

to distribut 
of metal and 
ing machinery, abrasiv 
tools and supplies 


closely directed program 


Ace Supply Incorporated 
Formed in indianapolis 


\ new industrial supply house, Acc 
upply Incorporated, has been organ 
ed in Indianapolis with Dudley M 

Condit as president; Charles W. Eick 
man, vice president, and Elias C. At 
kins III, secretary-treasurer. 

\ce Supply, a selected line house, is 
located at 1622 North Illinois. Among 
the lines carried are Morse Twist Drill, 
L. S. Starrett, Nicholson File, and 
hor tools. 

(he name of the company was de 
rived from the initials of the last 
names of the officers, all of whom are 
former members of Indiana Manufac 
turers Supply Co., Indianapolis 





‘he Mine & Smelter Supply Co. 
held a three-day sales meet 
ing for personnel of its Denver 
branch. All service engineers, both 
specialists and territory men, as well 
as inside personnel attended. 

lime was allotted to each depart 
ment manager, who utilized one or 
more factory representatives for one 
hour presentations. Since it is the ex 
perience of the company that two and 
a half 8-hour days is the maximum 
period advisable for intensive instruc 
tion, meeting length was confined to 
that time. 

R. U. Madden, manager of the in- 
dustrial supply department, gave a 
special demonstration. He displayed 
separate piles of bolts, coated abra- 
sives and grinding wheels, each total- 
ing $25, to stress the comparatively 
small amount of merchandise required 
for an order of that amount 

\ special feature that has been in 
corporated in recent meetings is a 
talk by one of the more experienced 
service engineers on some phase of 
industrial selling. Harold J. Todd was 
selected for this, speaking on “Selling 
in an Industrial Plant.” 

Lews W. Grove, manager of the 
Denver branch, directed the program. 
Among factory men who gave talks 
were E. Watwoed, Skil Corp; E. 
Casey, Anaconda Wire & Cable Co.; 
Perry Nagle, Nagle Pumps, Inc.; 
Elton Fair, Manhattan Rubber Divi 
sion of Raybestos-Manhattan, Inc.; 
ind Ray Fallon, Mueller Brass Goods, 


recently 


Cincinnati Firm Stages Industrial Show 


Industrial exhibit was held recently by Cincinnati Supply Co. in the Sheraton Gibson 


Hotel's roof garden in Cincinnati 


nt, which featured demonstrations of products displayed by 23 


More than 1,000 guests attended the two-day 


- 


manufacturers 


FOR ADDITIONAL NEWS SEE NEXT PACE ——mD 





Chicago Distributors Hold Annual Holiday Meeting 


The agenda read “minimum of business; maximum of pleas 
ure,” at the annual holiday luncheon of the Chicago Indus 
Association, presided over by 


trial Distributors 
Dietz, Dietz Industrial Supply Co 


Queen City Supply Honors 25-Year Employees 


Cincinnati house held this dinner for seven who had been with firm a quarter-century 


Che Queen City Supply Co., Cin 
cinnati, recently held a dinner in the 
Cincinnati Club for seven employees 
who had just completed their 25th 
year with the company. 

They are Paul Breuer, Milton G 
Kauther, William Hilling, Edgar C. 
Hirschfield, Henry Jung, Eugene Eger 
and Paul Diekmann. 

Also at the event were: Edward 
Stefke; Fred Diekmann; Mattie Poole: 
Waldo E. Butler, president; Mrs 
Thelma Beyer, Paul Breuer, Jacob J 
Kauther, secretary; Earl Scheibly; 
Robert Weifenbach; H. C. Lotterer; 
Paul G. Lucas, and H. G. Burton, 
director of purchases 

Mr. Burton and J. J. Kauther have 
been with the firm 50 years. 
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Jacksonville Firm 
Adds Two Warehouses 


J. G. Christopher Co., Jacksonville, 


Fla., has acquired two new warehouses 


| and 





adding 20,000 sq. ft. to the firm’s floor 
area. 

I'he buildings, located at Catherine 
and Monroe Sts., will be used for steel | 
products and heavy goods. 

The company has transferred Bob 
White from the West Florida territory 
to Jacksonville city sales. Jack Averitt, 
formerly on counter sales, has been 
assigned to West Florida. Beta Coker, 
Jr., succeeds Mr. Averitt in Jackson- | 
ville counter sales 
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Brilliant hues of trophy held aloft by Wendell Clark, Samuel 
Harris & Co., appall Sanford Berg, Pulver Machinists Sup 
l'wenty-six distributors from Chicago and the sur 


rounding area attended 


Ducommun Buys 
Arizona Firm 


Ducommun Metals & Supply Co., 
Los Angeles, has acquired the inven 
tory and equipment of Industrial Sup 
ply Co. of Phoenix, Ariz., an affiliate 
of Rawlins Bros., Inc., Los Angeles 
steel and supply firm. 

The Phoenix company, which dis- 
tributes industrial supplies in Arizona 
and New Mexico, will be operated as 
the Ducommun Metals & Supply Co 
—Arizona Division. 

Chester C. Cooper, a veteran of 33 
years with Ducommun, has _ been 
named manager. He will be assisted 
by Bill G. Nelsen, Rex E. Henzie, Ed- 
ward D. Palmer and Robert H. Cal 
houn, who have been on the sales staff 
in Phoenix and Tucson. Edwin Egerer 
Curtis A. Padden will transfer 
from Los Angeles. 


Personnel To Remain 


All personnel of Industrial Suppl) 
Co. will remain under the new man- 
agement. H. H. Avila, warehouse 
manager, was named to succeed Mr. 
Cooper at the Ducommun plant in 
Los Angeles. 

Ducommun officers said the 
Phoenix division marks the 
step in the company’s expansion plan, 
which was launched in November 
when ground was broken in National 


new 
sect ynd 


| City, Calif., for a new $700,000 plant 


to serve its customers in the area 


around San Diego. 


Ducommun, a southern 


pioneer 


| California firm, was founded in 1849. 





Two Florida Distributers Sponsor Open Houses 


Fronting The L. S. Starrett Co. booth at Farquhar Machinery Co.’s open house in 
Jacksonville are H. F. Gale, of Starrett; J. G. Vaughan, Farquhar sales manager, W. I 
Wahl, Sr.; Farquhar president; Roy M. P Starrett Southern manager; and 
\. B. Harden, Farquhar vice-president 


kham 


Hardware Trade Association Holds Annual Party 


Some of the new officers of the New York City group pause for picture after luncheon 


David C. Stagg, Jr. of Patterson | tav F. Fischer, The Black & Decker 
Bros.. New York City, has been | Mfg. Co., chairman of the board; 
elected president of the Hardware 
I'rade Association of New York. Co., 

Other officers chosen by the group executive committee. 
ire: Robert Richards, of J. H I'he association entertained more 
Williams & Co., first vice-president; | than 100 members and guests recently 
Kenneth Yorke, of Hansen & Yorke | at its annual Holiday party at the Rail- 
Co., New York City, second vice- | road Machinery Club in Manhattan. 
president; Ralph S. Allen, Diamond | Gifts were distributed and a raffle of 
Expansion Bolt Co., third vice-presi- | turkeys and hams was held. Roy 
dent; Amold Martin, Fayette R. | Schmidt of Stanley Tools, was in 
Plumb, Inc., secretary-treasurer; Gus charge of arrangements. 


Passaic, N. J., chairman of the 





and James Bosted, H. W. Mills & | 


West Palm Beach was scene of Clark 
J. Smith open house. Mr. Peckham 
looks it over with Mr. and Mrs. Smith 
in front of the Starrett exhibit 


Fulton Supply 
Makes Staff Changes 


Fulton Supply Co., Atlanta, Ga., 
has transferred George Winship, Jr.. 
from outside sales to the office, where 
he will expedite and coordinate ship 
ping and receiving to improve service. 

J. W.. Tillinghast, counter sales 
man, has retired after 25 years with 
the company. 


Two Join Sales Staff 


I. O. Cooper and Curtis Wigley 
have joined the sales staff. Mr. Cooper 
will have additional duties in pricing 
and telephone sales. 

Dick Colvin has resigned from the 
sales staff to join Lufkin Rule Co, 


Adams Supply Co. 
Elects Vice-President 


Everett B. Brooks, former comp- 
troller for Adams Supply Co., Atlanta, 


| Ga., has been elected a vice-president 


of the company. 

Clarence R. Allen was named assist- 
ant treasurer succeeding Mr. Brooks. 
Mr. Allen will also continue as man- 
ager of the company’s Ocala, Fla., 
branch, which he has headed since its 
opening in 1952. 

Mr. Brooks, a native of Newport, 
R. I., joined Adams Supply in 1949. 
He is a member of the Georgia Bar 
Association, the National Association 
of Cost Accountants and the Atlanta 
Civitan Club. 
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Geo. Worthington Co. Marks 125th Anniversary 


Banquet for 200 climaxed a three-day sales conference of the 


Cleveland firm, heralding its 125th year 


beck, president, chats with Curtis Lee Smith, president of 
who addressed the 


the Cleveland Chamber of Commerce 
Keroup at the Hotel Statler 


Cleve 
anni 


The Geo. Worthington Co., 
land, is celebrating its 125th 
versary this year 

A recent banquet for 200 opened 
the company’s official celebrations, 
which will be continued through the 
year, ending in an open house next 
Fall. John W. Vickers, industrial di 
vision sales manager rounding out 40 
event, 
firm's 


years’ service, presided at the 
held in connection with the 
annual conference for salesmen from 
13 states. Curtis Lee Smith, presi 
dent of the Cleveland Chamber of 
Commerce, was guest speaker 

rhe recently published 
in anniversary booklet, called ““Worth 
ington Looks to the Future,” giving 
the firm’s history but _ stressing 
chiefly how it is geared for future 
sales and growth. Its main feature is 
a picture layout showing many junior 


company 


executives (assistant sales managers, 
buyers, assistant buyers, etc 
‘A few of the executives who are help 
ing Worthington look to the future.” 
in with the book 


how 


, headed 


Ihe section also ties 
let's emphasis on 
work up through all stages of compan 
operations 

Regarding the firm’s history, the 
booklet gives a brief summary of its 
fortunes, beginning the dav in 1829 
George Worthington arrived in Cleve 
land on horseback. A small, sleepy 
town for years prior to the opening of 
the Ohio and Erie canal in 15825, 
Cleveland struck Worthington as the 
ideal spot for a hardware store 

His fledgling business grew 
the town. Within six vears he 
bought out his competitor 
time later he moved to larger 


emplovees 


with 

had 
Some 
quar 


Here A. G. Rora 


bell 
vears 


plovees 





advertisement in Cleveland 
Whig” is a Worthington memento of 
its early days. It announces that George 
Worthington has bought out competi 
tor and 1s ready for business. Ad ran 
alongside news item on Mr. Morse’s 
new telegraphic code 


Farlv 


ters located on the company’s present 
site 

Despite fires and economic upsets, 
Worthington grew apace. Today it 
operates 500,000 square feet of ware 
house space and issues a catalog list 
ing more than 40,000 hardware and 
industrial supply items 

Several vears after George Worth 


ington’s death in 1871, employees 


Toastmaster was John W. Vickers, industrial division sales 

manager, shown talking to banquet guest with W 

center). Mr 

Worthington prides itself on long service of em 
Average salesman has 19 years 


D. Camp 


Vickers has been with the company 40 


wcrc permitted to acquire company 
stock. Today the firm is wholly 
ployee-owned. 

In connection with length of serv 
ice, the booklet discloses the average 
Worthington salesman is 44 years 
old, has been with the company 19 
years. Before going on the road, he 
has received thorough training in 
many company departments. 

The same holds true of top-echelon 
executives. President A. G. Rora 
beck, for instance, joined the firm in 
1909, worked up through office and 
warehouse to become the Canton dis 
trict salesman. ‘Twenty-two years 
later he became sales manager. In 
1947 he was elected president. 

Mr. Vickers began his career as an 
order clerk in 1913. He was 20 vears 
a city salesman before being promoted 
to his present post in 1939. He 
was elected a director in 1943. 

At next Fall’s open house, the doors 
will be thrown open to show the 
Cleveland business community the 
firm’s facilities for serving its whole 
sale hardware and industrial supplies 


cin 


necds 


Burns Piping Supply 
Plans Watertown Branch 


Burns Piping Supply, Inc., Svra 
cuse, N. Y., will open a branch im 
Watertown, N. Y., March 1, company 
officers announced 

Phe firm has leased 10,000 sq. ft 
of space at a Water St. site, which will 
be renovated. This year marks the 
company’s 54th anniversary 


ADDITIONAL NEWS STARTS ON PAGE 220 





Lifts more... lasts longer... costs less to service and maintain 


THE YALE LOAD KING HAND HOIST IS 
TRULY THE FINEST OF ITS TYPE 


The facts above about the YALE Load King 
Hand Hoist are proof of YALE quality and per- 
formance... factors that sell customers—keep 
them sold . . . eliminate the complaints and ser- 
vice calls that rob you of valuable selling time. 


And, you profit from the extensive research . . . 
the advanced design . . . the superior materials 
and workmanship that have earned for YALE 
an enviable reputation among hoist operators. 
The wide range of YALE Electric and Hand 
Hoists . . . from 500 pounds to 40 tons. . . enables 
you to satisfy the needs of every prospect. 


. & Woe. 4. ced 
To help you even more, informative advertising * 
appears frequently in the leading trade and 
technical magazines your prospects and cus- 


tomers read... tells them all about the cost- 

cutting advantages of YALE Hoisting Equip- INDUSTRIAL 
ment. So when you recommend YALE to some- TRUCKS AND HOISTS 
one, you know that he is already pre-sold on 
YALE ...and on his Industrial Distributor... THE MANUFACTURING CO. 
the only source of this fine equipment. Philadelphia 15, Pa. 


a 


*Reg. U. S. Pat. OF 


Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand and Electric Hoists * Pul-Lifts 
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IDEAS: 


How you can... 


... Spotlight monthly selling stars 


It’s easy to pin a blue ribbon on the 
top scoring salesman of the month 
at Bluefield Supply Co., Bluefield, 
W. Va. 

Sales of all 26 of the company’s 
outside staff are charted on simulated 
thermometers on a huge scoreboard 
Blown-up photographs of the salesmen 








So customers can examine hoists easily and try them 
out, Colerick Supply Co., Utica, N. Y., has a homemade 
display stand holding six hoist models, including two 
tro k Vs 

rhe hoists are at a convenient height to inspect and 
manipulate. Four of them are suspended from a revoh 
ing “T.” 

Ihe stand has a wide base, bolted to the floor, which 
supports an upright of 4-inch pipe 
consists of 2-inch T-irons welded to a collar. Six-inch 
I-beams support the trolleys 

Materials cost for the apparatus was about $35 

Edwin Caryl, of inside sales, demonstrates it 


The revolving T 


spotlight the charts 

Each salesman’s quota for the 
month is marked off on the mercury 
column. Sales are inked in monthly in 
red, showing just how each individual 
stands in relation to his quota. 

Departments have similar thermom 
eter-charts. 

Here Marlin Kellerman, sales man 
ager and head of the company’s Mine 
& Mill Supply Department, pins a 
winner for the month 


... by-pass shipping tags 


Cincinnati's Bingham Tool & Supply Co. have effec 
tively done away with the bother of making out shipping 
tags for delivery packages. Instead they employ a stout 
window envelope which enables the original, written 
order to double as shipping tag. 

lhus, when a telephone order is received, it’s written 
up on a three-part form, the original slipped in the en 
velope with name and address showing, the second goes 
along for signature, and the third kept for Bingham’s files 

Should there be more than one package involved in 
the order, there’s space on the outside of the envelope to 
fill in the number. The consecutive number of the order 
is also copied in a space on the envelope 
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Some days it hatdly pays 
fy to be an Armadillo! SY 


; <9 
Aue —* —_ >> 


= 
ae 4 ao » 
ia ie a 


“Hey down there, Brother Armadillo, what’s eatin; 
es, 


ay “It ain't what’s eating mé, lil ole Hooty Ow! 
reply, “it’s what I been eating them doggone fig 


“Fig newtons?”’ the lil ow! hooted I never 
of an armadillo eating fig newtons. How come 


“Well, Brother Hooty Owl, neither had I till ; 
Cousin Speedy won a set of encyclopedias or 


“So what’s that got to do with your eating 


“Plenty, one of them books says us ar 
or oomnivivorous or something like that 
were supposed to eat anything and everything 


“So ?’ 


“So, this bakery man comes around wi 
never eaten. The fig newtons looked as g 
now I’m eating fig newtons. Sure would 
right on eating them tender, juicy ole bug 
I'd hate to make a liar out of that fine se 


Armadillo S 
often a sad mistake to 
smart business to go by 
book is manufacturer 
Dumore’s shows you 
tomers solve productior 
Dliisslehacmebiaae lire SNOWS 
flexibility of mo Pre 
in on addit 


CD nw 
SE : 
eae og Es PRECISION TOOLS 
~o THE DUMORE COMPANY 


1321 SEVENTEENTH STREET © RACINE, WISCONSIN 


Builders of @ precision line of Grinders, Avtemetic Drill Heads, Toot 
Post Grinders, Orill Grinders, Light Drilling Equipment, Flexible 
Shoft Tools, Hand Grinders, Froctione!l hp Motors and Gear Motors. 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Screw Points 
Two Improved Types 
For Set & Cap Screws 


Iwo unproved types of point, onc 
applied to sct screws and the other to 
cap screws, have been announced 

\ smaller 
called the 
ASA 
maker's standard line. It 
in Allenoy and 
cither NC or NF threads 

A new unthreaded leader point has 
been developed for the maker's cap 
substan 


cup point for set screws, 
\lienpoint, will 
cup point set 


replace 
screws mm the 
is availabk 
with 


stainless steel, 


screws, designed to reduce 
tially the cause of screw thread injury 
ind damage to threaded holes 

Improved line-up, particularly in 
iccessible spots, and protection from 
damage resulting from dropping o1 
knocking against other metal surfaces, 
ire claimed for the new leader point 

The Allen Manufacturing Com 
pany, Hartford, Conn 


Fittings 


For Connecting 
Plastic Tubing 


\ complete line of Poly-Flo tub 
fittings, for connecting polyetheylene 
ind other plastic tubing, has been in 
troduced 

Che new fittings are of the compres 
sion type and consist of a brass body 
with integral tube support, brass nut 
and polyethylene sleeve They can 
ilso be supplied in stainless steel for 


orem Noe. “TA. 


t ae 


~~ 


“; 
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use with ‘Teflon or other tubing. ‘The 
gral tube support in the fitting is 

tubing in thc 
a permitting the sleeve to 


inte 
said to support the 
sealing arc 
grip it securely 

Fittings are available in two sizes, 
h-in. and 3-in. O.D., and additiona 
sizes will be available shortly. Style 
furnished include unions, half unions, 
ind bulkhead unions, 


connecting to metal 


clbows. tecs 
ind unions for 
tubing 

\ number of accessories available 
include a Kwik-Disconnect shut-off 
valve, and a Poly-tube rack for holding 
tubing in an orderly manne 

I'he Imperial Brass Mfg. Co., Chi 
cago, Ill 


Utility Saws 
With Handle At 
Natural Position 


\ completely new 6-in. heavy duty 
idjustable saw, plus redesigned 7-in., 
8-in., and 9-in. heavy-duty saws, have 
been introduced. 

Among the features claimed for all 
four models are an exclusive saw grip 
handle at natural sawing position, a 
lever arm for retracting 
lower blade guard for pocket cuts, and 
1 heavy-duty Universal motor designed 
specifically for power sawing, improved 
cutting line and blade visibility. 

Other features, according to the 
maker, include a large saw shoe for 
good support and easy right or left- 
handed operation, fully adjustable for 
depth angle of cut; instant-release 


KIng-Size 
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switch, and telescoping low 
cable 


trigge! 
blade guard; power 
the end of handle to eliminate 
with 


passes out 
inter 
erence work ma 
terial. 

Each saw with a 


tion rip and cross-cut blade, and the 


operator Ol 


comes combina 
maker’s accessories including carrving 
cases, mp fence, saw protractor and a 
wide selection of blades are also avail 
ible 

I'he Black €& Decker 


Towson, Marvland 


Mtg. Co 


Suction Hose 
Wire Eliminated, 
Replaced By Twisted Cord 


Revelation, a new smooth bore suc 
tion with been 
developed. 

According to the manufacturer, th« 
wire has been eliminated and replaced 
by a specially treated hard twisted 
cord. It is claimed to have the ad 
vantage of recovery to original shap« 
ifter being run over or crushed 

Sizes range from l-in. to 3-in 
side diameter, with weights from 
to 262 Ibs. per 100 ft. Standard 
lengths are 10, 124, 15, 20, 25, and 
50 feet. The new can be mad 
with straight or enlarged ends 

Hamilton Rubber Mfg. Corp 
Irenton, N. | 


hose red covers, has 


hose 


Grinding Wheels 


Depressed Center 
For Rough Grinding 


Carboflex depressed center grinding 
wheels, for rough grinding, weld re 
moval, cut-off and slotting operations 
for ferrous and nonferrous metals and 
nonmetallics, have been announced 

Designed with a 


knurled back 
iddition to the knurled face, the new 





TODAY 
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wheels are said to enable the operator 
to cut with both perl 
phery of the wheel initial 


dressing. 


sides and the 
without 


} 
wheels come in sizes of 


lhe new 
ind 94-in. in 
in thickness and contain a §-in 
Grading A24-R-BC is recom 
mended for metal applications, and 
vrading C24-R-BC is 
metallics 

According to the 


combining 


diameter; and 
tain 


irDor. 
used for non 


turer, by 
cutting 


manuta 
aggressive ichion 


with extreme strength and resistance 


to cracking, the new glass-fiber-rein 
forced bond 
efhicient operation 
safety. 

The Carborundum Company, Ni 


wara Falls, N. Y 


resin wheels provide 


with maximum 


Conveyors 


For Scrap, Chips, 
Castings, Stampings 


An augmented line of piano-hinged 
ipron conveyors in three pan types, 
four chain pitches and 
} 


semblies, has been announced 


four basic as 


According to the manufacturer, th« 


pans are interlocked at the articula 
tion point to provide a minimum of 
opening and a smooth joint; the tight 
ness of the hinges reduces tendency 
to wedge or pinch materials being con- 
veved. 

Castings, stampings, scrap 
chips are recommended as suitable ma 
terials by the makers; for foundry use, 
larger sizes are said to provide a mov 
ing table for sorting castings. Per 
torated pans can be furnished for 
quench tank service. Cereals and 
other food products are also suggested, 
and under certain conditions, the new 
conveyors are adaptable for many types 
of coarse and granular materials, though 
sharp, hot or highly abrasive. 

In general, they are recommended 
for carrying materials, horizontally, up 
indi down inclines as steep as 45 de 


and 


Tees 

Pans are available in widths from 
12 to 48-in. They can be made in 
stainless steel, steel, aluminum ot 
other materials. 

l'ormed hinges are used on smalle: 
sizes, welded tubular hinges on con 
veyors having greater capacities. 


Link-Belt Company, Chicago, Illi 


nos 


Vise 
Works Upright 
Or On-lts-Side 


\ new all-purpose vise, said to work 
equally well in any upright or on-its 
side position, has been announced. 

Known as Gyro-Vise No. 724, the 
new vise operates from, and rotates 
iround, a standard base which can be 
mounted in any desired location. Re 


gardless of position, the vise moves in 
a full circle, and locks automatically 
in any selected position, 

Gyro vises are 24-in wide and 44-in 
deep; maximum jaw opening is 5-in; 
overall height is 104-n and weight 
16 Ibs 

rhe Columbian Vise & Mfg. Co., 
Cleveland, Ohio 








Hoists 
Dual Braking 
High Torque Motors 


\ new line of eight electric hoists, 
1 to 2 ton, has been introduced. 

According to the manufacturer, basic 
design features are high-torque elec 
tric motors with 30-minute 55 deg. C 
time rating; triple reduction gearing 
under continual lubrication; and dual 
braking, on load and motor, for pre 
cise spotting control and maximum 
safety. 

Five of the new hoists have flexible 
wire-rope cable lift and pendent push 
button control; available at 15 to 38 
foot per minute lifting speeds. Three 
have welded alloy steel link chain lift 
and pendent rope control; capacities 
from 4 to 1 ton, lifts adaptable to 66 
feet 

Chester Hoist 
Screw @& Mfg. Co., 


Band Saw 
Speed Changes Made 
While Machine Is Running 


Division, National 
Lisbon, Ohio 


\ new variable speed band saw 
having a speed range from 50 to 4500 
surface feet per minute has been an 
nounced. 

The speed change of this 16-in 
light-heavyweight band saw is said to 

Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 














UNIFORMITY OF 
FLUTE CONTOURS 


PRECISION CHIP 
DRIVER CONTOURS 


ACCURATE AND 
CONCENTRIC 
CHAMFERS 





LM OL et ee OD 


BALANCED J 


Your customers know that utmost care in tap design and manufacture 
results in highest quality-and-quantity production. They know that 
BALANCED ACTION TAPS “pay off” for them. So—the Winter Line is the 


profit line for you 
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HELIX 
¥ ANGLE 


NATIONAL 








AMERICA'S BUYING GUIDE 
FOR OVER 60 YEARS 





Aff SOC OCOCCEE, 





























Here’s a “salesman” who'll work around the clock to help you sell 
industrial products. 


All day, every day, purchasing agents of industrial firms have the 
local Classified near at hand, ready for the moment when they need a 


supplier. Your ‘yellow pages’ advertising is always on the job to tell 
P. A.’s about the products you carry. 


Put the ‘yellow pages’ to work selling for you — today! 


For further information call your local telephone business office. « ~*~) 
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On The Market Today 


Starts on page 132) 





SFM. Speed changes are made while 
the machine is running. 
Capacity under guide is 8-in, from 
(Continued on next page) 


be effected through a hand wheel and 
1 two-position gear shift lever. The 
low range operates at 50 to 450 SFM 
and the high range at 500 to 4500 


ALIN 


He SYandard 


Index of Manufacturers’ Products 


Screw Points 

The Allen Manu 

CO canes <3 

Fittings 

The Imperial Brass Mfg. Co 
Utility Saws 

The Black & Decker Mfg. Co 
Suction Hose 

Hamilton Rubber Mfg. Corp 
Grinding Wheels 

Che Carborundum Company 


facturing Com 


Conveyors 
Link-Belt Company 
Vise 
The 
Co 
Hoists 


V ise 


Columbian 


Chester Hoist Division, National 


Screw & Mfg. Co 
Band Saw 
Walker-Turner Division, 
ney & Trecker Corporation 
Carbide Drill 
Super Tool Company 
Roller Bearing 
Rollway Bearing Company 
Spring Winding Machine 
O’Neil-Irwin Mfg. Co 
Roller Control 
Crane Packing Co 
Motors 
The Louis Allis Co 
Drill Stand 
Porter-Cable Machine Cx 
Relays 
General Electric Company 
Rotary Table 
Benchmaster Manufacturing C¢ 
Clothing 
M. L. Snyder & Son 
Toggle Clamps 
Detroit Stamping Company 
Tube Clamps 
Tubular Structures 
America 
Belt Sander 
Burgess Vibrocrafters, In 
Air Tools 
Thor Power Tool Company 
Dial Indicator 
Homestrand, 
Masonry Saw 
Victor Engineering Corporati 
Pipe Wrench 
The Roddick Tool Company 
Fractional Stamps 
Acme Marketing Equipment Ci 


( orp 


Inc 


& Mtg 


Kear 


Tape Dispenser 
Permacel Tape Corporation 
Pipe Wrench 
The Capewell 
Company 
Air Connection 
Binks Manufacturing Co 
Conveyor Coating 
Adhesives Products 
tion 
Hand Hone 
United States Diamond Wheel 
Company 
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Manufacturing 


Corpora 


Sawing Machine 

Peerless Machine Company 
Lamps 

Crouse-Hinds Company 
Chain Oiler 

Oil-Rite Corporation. . 
Hose Accessories 

Che Flexaust Company 
Koldweld Tool 

Utica Drop 

Corporation 

Motors 

Century Electric Company 


Forge & 


Fire Extinguisher 
Stop-Fire, Inc 
Reamers 
Chicago-Latrobe 
Clamps 
Adjustable Clamp Company... 
Pipe Wrenches 
Toledo Pipe 
chine Co 
Micrometer 
Che L. S. Starrett Company 
Reamer 
Xcelite, Incorporated 
Air Tools 
Dave 
V-Belt 
Ravbestos-Manhattan, Inc., Man 
hattan Rubber Division 


Threading Ma- 


( vompre ssor Co 


Hose Clamps 
Murray Corporation 


Punch Press 

Rotex Punch Co., 
Measuring Instrument 

Shefheld Corporation 
Utility Carts 

Parker Sweeper Company 


Inc 


Steel Tape 
Evans & Co 
Index Table 
Air Hydraulics, Inc 
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of Companion 


BY WHICH OTHER 
} 
PLIERS ARE JUDGED 


“Since 1857°' Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Kleia 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 
DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
International Stand- 
ord Electric Corp, 


co MLEIN & Sons 
3200 BELMONT AVE HICAG 5 





UNIVERSAL DIAL 
TEST INDICATOR 


Shortens Working Time 


Modern simplified design gives faster 
readings, guarantees long accurate serv- 
ice. Extra long hole attachment screws 
directly into base — requires no sup- 
porting arms. One piece base and shank, 
jewelled thrust bearing, smooth sensitive 
mechanism that requires no oiling, adjust- 
able bezel and the easy-to-read dial make 
the Lufkin Universal Dial Test Indicator 
lighter, more accurate, more durable. 
Packed in fitted wood cases complete with 
all attachments. 


Many New Lufkin Precision Tools 
make your selling easier 


@ WIGGLERS 
@ MACHINIST LEVELS 


@ MASTER PRECISION LEVELS 


@ TRAMMELS 


@ RADIUS GAGES 

@ MAGNETIC BASE TOOLS 

@ VERNIER HEIGHT GAGES 

@ CARBIDE TIPPED MICROMETERS 


Booklets Available 


Send for a quantity of the Lufkin New Tools 


booklet for yeur trade and for your sales organi- 
zation — tie in with Lufkin's nationwide adver- 


tising program. 
UFR IM TAPES e RULES 
PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 lLofoyette, New York City —S5arrie, Ont 


al §~§=6SOLD ONLY THROUGH DISTRIBUTORS’ 
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blade to frame 16-in. Table tilts 45 
deg. to right and 5 deg. to left. Mo- 
tor is spring mounted in base. Motor 
recommendations are # HP, 1140 
RPM. 

Other features claimed by the 
maker include new guides that sup 
port blade at point of contact and 
Carter quick change tires. 

Walker-Turner Division, Kearney 
«¢ Trecker Corporation, Plainfield, 
N. J. 


Carbide Drill 


Notch In Tip 
For Faster Feeds 


A new carbide tipped twist drill 
has been announced. 

Construction features claimed by 
the maker include: the spiral on the 
face of carbide tip is accurately 
blended into that of drill for better 
chip clearance and less strain; end of 





Why should you heat a bearing in oil? 


What precautions should be taken when mount- 
ing a bearing in a housing? 


Pan hs S 


In a short space of 4 months 
over 5000 people... 


. . . have viewed CARING FOR BEARINGS, @oc\r's newest full 
color sound film—and more are asking for if every day! 


have you? your customers? 


As an authorized 0S? Distributor, you’re missing a good bet if you haven’t. 
You’re missing an even better bet if you don’t arrange a showing for a 
group of your customers. You'll be doing them a favor by helping them 
help themselves obtain better bearing performance. Your @0Si District 
Office will loan you a print and record without charge. raza 
SKF INDUSTRIES, INC., PHILADELPHIA 32, PA.— manufacturers of 
3uF and HESS-BRIGHT bearings. 


aK 


BEARINGS AND 
SeF 'S COMPLETE LINE OF ANTI-FRICTION 


‘ ‘ BEARINGS, PLUS SSG” ENGINEERING CO- 
eee n' Aan. aenen a. OPERATION, HELPS YOU PUT THE RIGHT 
BEARING IN THE RIGHT PLACE. 
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COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank Ead Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling, reaming, and tapping needs and special 
tools to order. Immediate attention to regular or special requirements. 


THE COLLIS COMPANY 


CLINTON IOWA 











i —-- ~~. 


FOR YOUR CUSTOMERS’ NEEDS IN 


3 STEEL FASTENERS. J 


q Vp. 


ere 


23 


WRITE FOR CATALOG P 12 : 
ere 


” Scmaw PRODUCTS COMPANY, INC. 
821 STEWART AVE. GARDEN CITY, N. Y. 


4 % 
“Gren 
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drill is radially relieved to provide 
more steel behind tip and maximum 
support; extra heavy carbide tip; extra 
heavy web; heavy land to preserve its 
diameter and serve as a pilot; entire 
body of high speed steel; flutes are 
polished. 

A specially developed notch ground 
in the tip is said to contribute to 
faster feeds and more cuts per sharp- 
ening. The new drill is stocked in 
fractional, wire and letter sizes. 

Super Tool Company, Detroit, 
Michigar 


Roller Bearing 


For Use Where 
Space Is Limited 


A new steel cage solid cylindrical 
roller bearing, said to be designed for 
use on a hardened and ground shaft 
where space is limited and the housing 
cannot be hardened and ground to re- 
quired tolerances, has been announced 

The bearing (Type A, inch series) 
has a roller assembly and split outer 
sleeve; no inner race is necessary. Its 
roller assembly is formed by solid, 
hardened steel alloy rollers mounted to 
two hardened end rings. The split 
outer sleeves, made of ‘hardened me- 
dium carbon, cold rolled steel strip 
and rolled into a cylinder, forms an 
obtuse angle joint. Because of its wide 
angle, rollers are said to pass over this 
joint without shock or noise. 

It is further claimed that as the 
bearing’s components are hardened, it 
can provide adequate heavy duty per 
formance up to speeds not exceeding 
1000 RPM. According to the maker, 
another advantage, in addition to eas- 
ier application and removal, is that 
component parts can be assembled 
separately into machine in which it is 
to be used. 

Rollway Bearing Company, Inc., 
Syracuse, N. Y. 
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ABRASIVE BELTS 








Month after month, these and other memorable 
Jewel Brand advertisements appearing in 
leading industrial publications hit the heart 

of the big abrasive-products market . . . keep 
JEWEL BRAND uppermost in the minds of 
the nation’s biggest buyers and users . . . help 
sell Jewel Brand Coated Abrasive Belts first for 
every finishing operation. They can do the job 
for you, too. Try them and see. Write now for 
complete details on a profitable Jewel Brand 
franchise . . . prove to yourself why more and 
more leading Industrial Distributors call Jewel 
Brand “the bes¢ brand.” Abrasive Products, Inc., 
Pearl Street, South Braintree 85, Mass. 
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WHAT HAPPENED 
IN YOUR HISTORY? 


WHILE we were planning a new catalog for one of our good customers 
down East a short time ago, he advanced an interesting thought. 

“Why wouldn't it be a good idea,” he said in effect, “to start off 
with some mention of our 120 years in business? How we got started. 
How this Company has been operating all these years under the same 
family management.” 

That, we agreed, could be made very much worth while. So we 
took the dozen or so pictures he had dug out of his files, with the 
rough copy he had written, and set to work. We made a plan, a lay- 
out, edited the copy, and arranged for such art as was needed. The 
result: a nice introductory touch for the new catalog! 

Your Company undoubtedly has behind it some facts of history 
worth looking at carefully when you begin work on your next catalog. 
Let's include this along with all the other things to talk about. No 


obligation, remember, in consulting us. Just drop us a line. 


CATALOG DEPARTMENT 
THE LAKESIDE PRESS 
R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET. CHICAGO 16, ILLINOIS 


PRINTERS BINDERS ENGRAVERS LITHOGRAPHERS 
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Spring Winding Machine 
Self-contained Unit 
With Cut-off Lever 


A new Spring winding machine, said 


| to be a complete self-contained unit 


with a special cut-off lever incorporated 
into the machine, has been an 
nounced. 

Designed to eliminate special orders 
or costly delays, it is recommended by 
the maker to form individual springs, 
or to replace automatic machines on 
expensive short run production. It is 
claimed any gage wire, to $-in diam- 
eter, can be wound into extension, 
compression, torsion and flat springs 
Round, flat, square or rectangular 
shaped stock can be formed into 
springs of any length. 

The maker states that inaccuracy 
in adjusting the tension control each 
time a spring is wound has been elimi- 
nated through the use of a tension 
clamp mechanism, and duplicate 
springs can thus be wound so that 
they test with the same load capacity. 

It is further stated that, through 
use of a special cam-lock device. no 
time is wasted in trying to thread wire 
into a difficult hokling or locking 
mechanism. 

O’Neil-Irwin Mfg. Co., Lake City, 
Minnesota. 


Roller Contro! 
Unit Equipped 
With Air Motor 


A new electro-pneumatic tube roll 
ing control, said to combine the ad- 
vantages of air operation with pre- 
cision electric control, has been de- 
veloped. It is equipped with an air 
motor claimed to provide increased 
power and flexibility for faster tube 
rolling. 

According to the maker, the control 
is capable of rolling ferrous tubes up 
to 2}-in I.D., making it adaptable for 
use on condensers, heat exchangers, 
boilers, evaporators, coolers and de- 
hydrators. 

It is said that pneumatic-electric 





“WISS SNIPS MAKE 
TOUGH JOBS EASY” 


Fred Woodhouse, sheet metal foreman employed by the W..L. 
Bodey Co., of Reading, Pa., sums up in a few words one big 
reason why he uses Wiss metal cutting snips. There are several 
reasons why they are the choice of professional workers every- 
where—why they sell better, with fewer returns. Wiss snips are produced largely by the handwork of 
skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce 


wear and to increase cutting power with least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 1214” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex- 
left) and M-2 (cuts right) are designed to cut the most intricate scrolls and tra service demanded by professional 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy workers . 

Duty snips are tops for notching, nibbling and cutting shallow ares in ys 

sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 


High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114%” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 12%”, 134%” and 144%”. 


Wiss snips are hot drop-forged of the 
finest steels available. 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
1244”. Four Combination* Cut- 
ting sizes, 7”, 10”, 13" and 16” 
Bulldog Snips for notching. 


*Made with straight blades, but 
ground and shaped so they readily 
eut curves and irregular shapes as 
well as straight. 


Highly skilled craftsmen make final 


NEWARK 7, NEW JERSEY adjustments to assure that Wiss snips 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfectly for a long time. 
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SALES TIPS 


FOR 
PROFITABLE 
SELLING 


Commauder 


TAPPER 


what are its advantages? 


® Handles a wider range of tap sizes — #00 to 4%" — 
the range of 4 conventional tappers! 

® Adjustable torque control prevents tap breakage. 

® No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operctes it—eliminating 
lead error caused by forcing tap into hole. 
Does precision tapping —even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 

® Widsr range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

® Automatic sersitivity of torque control stops the tap 
when it’s dull, “leaded”, hits a hard spot or bot- 
toms in a blind hole. 

® Compact, rugged, light-weight—built for production 


tapping. 


Commander mec. co. 


4217 W. Kinzie Street . Chicago 24, IIlinois 
Product of Commander . . . Builder of Production Tools 











SERIES so SOCKET WRENCHES 
Formerly Stee! Socket Bridge and Red Socket 


Wrenc! 


: eo 


SERIES 40 GEAR WRENCHES 

Formerly “Red Face’’ Bridge Builders’ Wrenches 

Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 





Distributor Discount 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 


tales 


LOWELL 
#t0 RATCHET 
WRENCHES 
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control insures controlled amount of 
tube expansion into the sheet so that 
tightness and holding strength are 
held to the exact amount required 
for the service. 

The control is designed to handle 
three sizes of John Crane air motors: 
No. | for non-ferrous tubing up to 
1}-in. 1.D.; No. 2 for non-ferrous tub- 
ing up to ]4-in. LD., ferrous to 14 
in. I1.D.; No. 3 for ferrous tubing up 
to 2}-in. [.D. 

Crane Packing Co., Chicago, IIl. 


Motors 


Accord With New NEMA 
Frame Size Standards 


\ new line of electric motors in 
open drip-proof, and totally enclosed 
fan-cooled and explosion-proof enclo- 
sures in ratings up to 40 hp at 3600 
rpm, has been introduced. They are 
built in accordance with the new 
NEMA frame size standards. 

According to the manufacturer, the 
new line features modern styling, im- 
proved ventilation, greater protection, 
a new conduit box arrangement, new 
bearing construction, and more ver 
satile mounting. It is claimed that 
the line packs more horsepower into 
a smaller, more functional package, 
by the use of larger lamination di 
ameters and longer stacking with 
shorter coil ends. Ventilation is im 
proved by a better utilization of aero- 
dynamic principles. 

The line is said to be lighter and 
more compact because much of the 





means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name Kownd was on every 
piece of chain they built—and was a name 
that meant the finest chain. 


In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Aound became the standard for 


Vulc- Alloy and 
Wrought Iron 
Slings 


4 we 


an 
Weldiess 
Chain 


Material 
i iif ssi 


Me oe —_ Chains 
a 7] | .. re 
as 


quality chain in this country. 

In those early days, chain was built by hand, 
Now, most types are built by automatic 
machines. Though the present 
Organization has changed to new, modern 
methods of making chain, the policy 
of building quality chain has not changed. 


Today, throughout the world, the name 
means Chain ... the finest chain. 


| gone 
Products Tools 


Praia COMPANIES 


THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Obie » AZsacand’ SEATTLE CHAIN CORP., Seattle 8, Wash., Portland 10, Ore. 


BRIDGEPORT CHAIN & MFG. CO. Bridgeport 1, Conn 


Rods \Os ANGELES CHAIN CORP., Los Angeles 58, Calif, « 
THE Aocored Cush & WEG. CO. Chicage 38, ill. + THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala. 
OHIO HOIST & MFG. CO. Cleveland 5, Obie « AZaetdl CHAIN CO.OF CANADA, Brampton, Ont. 
Reocirtdd WEIN FINISHING CO., Cleveland 5, Ohie 


Rodsed Wv0vs wee. C0. Trenton 7,0. 1. 


CALIFORNIA CHAIN CO., Se. San Francisco, Calif. 
WOODHOUSE CHAIN & MFG. CO. Trenton 7,4. J. 
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Dart Unions are 


i. 


SRR RR REE: 


el 
This ‘Tree Ball Joint Makes the Difference 


You can’t buy an easier-operating, /onger-operating, 
more positive-operating union for any money 


QUICK FACTS 
@ Leakproof because preci- 
sion-machined to a true ball 
joint and spherically ground 


e@ Heavy shoulders (Take se- 
vere wrenching without harm) 


e@ Nut and Body Practically In- 
destructible (They’re air-re- 
@ Extra wide bronze seats (Re- fined, high test malleable iron) 


sist pitting and cor- yt : Sell Darts for new and 


rosion) = repeat business 
= 
= 


DART 


UNIONS 


DART UNION COMPANY ~. PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston - New York » Pittsburgh - Rome, Ga. 
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inactive material has been eliminated. 
Size and bulk of the cast iron housing 
and motor bearing brackets have been 
reduced without sacrificing mechani- 
cal strength. 

Special effort has been made, ac- 
cording to the manufacturer, to use 
bearings that are easily obtainable 
from local stocks, assuring prompt re- 
placement. They are factory lubri- 
cated with an ample grease storage 
reservoir, and in normal usage are 
said to give years of satisfactory service 
without maintenance or attention. 

New motors in the open, drip-proof 
construction have single end ventila- 
tion—cooling air enters at one end, 
passes entirely through the motor, and 
exhausts at the other end. This elim- 
inates ventilation openings in the 
housing and provides a well-enclosed 
motor suitable for any mounting posi- 
tion. 

The Louis Allis Co., Milwaukee, 
Wisc. 


Drill Stand 
Height 21-in 
Weight 6 Ibs. 


A new vertical drill stand, said to 
enable the operator to apply steady 
powerful pressure with close control, 
has been introduced. 

Known as Model 5009, and weigh- 
ing six pounds, the new stand was de- 
signed for use with the maker’s new 
standard model 107 portable electric 
hin drill. This stand has a firm flat 
base with a column on which is 
mounted an adjustable carriage. The 
portable drill can be attached or re- 
moved quickly without tools 

Clearance between end of drill and 





It Takes Two 
To Tango 


Heller distributors enjoy the 





advantages of a highly. selective sales 
policy. We work not through 
distributors but with our distributors. 
Factory representatives are always 
available to help. We go all out in 
factory cooperation because we know 
that helping our distributors 


helps us. 


HELLER BROTHERS CO. 


FILES and TOOLS 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


& New Jersey Corporation 
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N EW 


HORTON 


SEE 
SHOW 
SELL 





Another Horton first, this sales aid 
gives you the lever to pry open the 
accounts that mean sales and 
repeat business. 

The Horton Demonstrators are 
exact in every detail and show the 
internal operation of the chuck. 
Now you can actually SHOW the 
built-in Horton Extras. 

Set up a date with your Horton 
Representative NOW while this 
new idea is hot! 


HORTON 
CHUCK 


\ 


INDUSTRIAL 


base is seven inches: clearance between 

center line of column and bit is 5#-in 

Height of the stand is 21-in. 
Porter-Cable Machine Co., Syra 


| cuse, N. Y 


Photoelectric, 
Two New Models 


I'wo new photoelectric relays, said 
to feature higher contact ratings, im- 


| proved circuit design, and a full line of 


enclosures, have been announced. 

rhe relays, one rated at 450 opera- 
tions per minute and the other, a high- 
sensitivity, high-speed model, rated at 
600 operations per minute, may be 
used in applications of counting, sort 


| ing, indicating and controlling. 


A choice of enclosures is said to pet 
mit installation of the relays either 
indoors or outdoors, in high humidity 
atmospheres, or hazardous locations. 
Available enclosures include dust-tight 
and weather-resistant, explosion-proof, 
and water-tight 


General Electric Company, Sch 


| nectady, N. Y 


Rotary Table 


New 8 in Size, 
Low Height 


\ new 8-in. rotary table, an addition 
to the maker’s 6-in. line, has been an- 


| nounced. 


Both models, the 6-in. and 8-in., 
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The best ‘soft 
hammer your 
money can buy ! 


Tough, resilient water 
buffalo faces deliver 
plenty of power with 

full protection for 
delicate parts and 
finishes. Faces are easily 
replaced, and comfortable 
Safety-Flare handle 
gives you non-slip grip 
Work goes better with a 
C/R RAWHIDE Jaw-Head. 


See for yourself. 


CHANGE FACES 
IN SECONDS 


wwe from lead- 
ing industrial sup- 
pliers. Also C/R Raw- 
hide mallets and Raw- 
hide mauls. For fur- 
ther information write 
Dept. 22 


cnicaco (A awwhidle MFG.CO. 


1301 ‘Elston Ave., Chicago 22, HI! 
$ Co., lid 


n Canoeda: Supe o) Seo! Mia 
‘ 
Hamilton, Ontario 





Final tyler” 


¥ 85% MAGNESIA 


Made in 
“SIMPLIFIED 
THICKNESSES” 


to make your job easier! 


Scene in new Hotel Statler, Los Angeles, show- 
ing feed water heaters and steam lines insulated 
with * Featherweight” 85% Magnesia Pipe and 
Block Insulation 


Every size and thickness of “Featherweight” ‘Featherweight’ 85% Magnesia is efficient at 
85% Magnesia fits into or over another size _ insulating temperatures up to 600°F. Used with 
and thickness. This feature makes it easier for K&M Hy-Temp (diatomaceous silica) Insula- 
you to stock, handle, and sell this top-quality tion, it serves applications up to 1900°F. This 
insulation. combination is especially effective because the 
layers can be applied with staggered vertical 
and horizontal joints; thus eliminating heat 
loss, as found in single layer coverings, when 
expansion of piping and equipment causes 
joints to open. 


Simply by adding another layer, you can 
increase practically any size to make a thicker, 
more effective insulation. This helps you to 
keep your inventory at a minimum, reduces 
the number of special factory orders you have 
to make, and enables you to fill many unusual 


or emergency requirements from stock. [t's good business to sell famous K&M insula- 


tions—for your benefit as well as for your cus- 
But that’s only half the story! By itself, tomers’! Write today for complete information. 


Nature made asbestos... 
Keasbey and Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY © AMBLER ©§ PENNSYLVANIA 
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S28 wnrzolbte live... 
NATIONAL 
SANDERS 


National has a complete line 
of portable sanders... air or 
electric driven with either 
straight-line or orbital action. 
With the National line you 
are able to offer your custom- 
ers, in all fields of manufactur- 
ing, the sanding machine best 
adapted to their needs. See 
how you fit into National's 
distribution system. Write for 
details today. 

Dealer Aids and Advertising 
to help you sell! 





hee 


MODEL 300 
Two-Pad 
Air Driven 


ACTION 
a 





MODEL 500 


Single-Poad 
Electric 


ORBITAL 


() 














NEW MODEL 600 
Single-Pad Air Driven 


STRAIGHT 
LINE 


LT 


ACTION 

















MODEL 100 


Single-Pad 
Air Driven 


ORBITAL 


© 


ACTION 




















MODEL 400 Mity-Midget 


Single-Pad — 
Air Driven 


ORBITAL 


) 

















7: Vetle foe PPL EC 


CY P17. CLE 


NATIONAL AIR SANDER, INC. 
2822 Auburn Street, Rockford, Illinois 


PY) 
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are said to feature low height in order 
to permit maximum use of vertical 
capacity. The new 8-in. model meas- 
ures 3%-in. high, and features a steel 
worm mounted on an eccentric which 
can be engaged or disengaged from the 
gear to permit free-wheeling of the 
table. 

I'win ball thrust bearings in the 
quill are said to climinate backlash 
between worm and gear. Wear take- 
up provisions are included. An ad- 
justable zeroinz mark permits accurate 
table settings from any starting posi 
tion. Dial gradations are 1/10 deg. 

Benchmaster Manufacturing Co., 
Gardena, Calif. 


Clothing 


Resists Oils, 
Acids, Chemicals 


New, Neoprene latex clothing in 
olive drab color has been announced 
by the maker. 

Known as “Evergreen”, the cloth- 
ing includes jackets, long and short 
pants, coats, aprons, sleeves, leggings, 
Sou’wester hats, etc., and is available 
in two weights—a heavy, for severe 
work and long service, and a medium 
(dip-coated only on inside before sew- 
ing). 

Features claimed for the new cloth- 
ing include: inside and outside coat 
ing with Neoprene after seams are 
sewn so that stitches are protected, 
will not snag, peel, stick, crack or wear 
out easily; extra-large patterns assure 
comfortable fit; buttons, button holes 
and pant crotches reinforced for longer 
life; can be cleaned by rinsing in a 
petroleum solvent cleaner, shaking and 
h inging out for an hour or two 

Ihe new clothing is recommended 
by the maker where protection from 
rain, salt water, acid, paint, grease, oil, 
gasoline, alkali, etc. is required 

M. L. Snyder & Son, Philadelphia, 
Pa. 





NO NEED to search through directories or ask people 
about it. When you need a finished bearing, a bar 
of bearing bronze or any other one of countless items 
of industrial materials and equipment, just phone 
your industrial distributor. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money- 
saving convenience, he can supply hundreds of different»sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


BRONZE BEARINGS * BUSHINGS ¢ PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + Iron Age * 
Machinery + Mill & Factory «+ Sou. hern Power & industry * Steel _— 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities « Distributors Everywhere 
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Here are 5 fast-moving Goulds Pumps 


1. Fig. 3642—“Close-cupld” cen- 
trifugal pump especially designed 
for air conditioning service. This 
new pump saves space, slashes in- 
stallation and maintenance costs. 
Sizes % to 144 H. P. Capacities to 
110 G. P. M. Heads to 120 ft. 
Write for Bulletin 624.A3. 


2. Self-Priming Centrifugal pumps. 
““Close-cupld”’ and flexible coupling. 
Open and enclosed impellers. For 
suction lifts up to 25 ft. Capacities 
to 120 G. P. M. Heads to 135 ft. 
Write for Bulletin 636.1. 














3. Fig. 3769—Single stage, enclosed 
impeller centrifugal pump. Ideally 
suited for irrigation, general water 
supply, circulation, air condition- 
ing. Capacities to 1800 G. P.M. Heads 
to 120 ft. Write for Bulletin 622. 


4. Fig. 3631—*“*Close-cupld”’ 
horizontal cellar drainer. 
Nothing in sump but suc- 
tion pipe and weights— 
pump not in pit. Positive 
self - priming. For sump 
depths of 2 and 5 ft. Capac- 
ities to 2400 G. P. M. Heads 
to 24 ft. Write for Cellar 
Drainer Catalog Sheet. 





5. Fig. 1742— 
hand operated 
Rotary pump 
for intermit- 
tent use. Ca- 
city 10 G. P. 
M. at 100 R. P. 
M. Write for 
Bulletin 641. 





You can get the facts on these 
and other fast-selling Goulds 
Pumps by contacting your 
nearest Goulds office or by 
writing Goulds Pumps, Inc., 
Seneca Falls, N. Y 





Remember! The distributor who can deliver makes the sale. 
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Toggle Clamps 


Redesigned, 
New Bushing 


A new type bushing for their series 
210, 220, 228 and 240 De-Sta-Co 
toggle clamps has been announced by 
the maker. 

The new design is said to offer 
longer life under repeated stress and 
volume operations in the range of 500 
to 800 Ibs. pressures. The new bush- 
ings are said to run full length through 
the clamp bars to provide more bear- 
ing surface and are hardened to resist 
wear. The new bushing is serrated and 
locked in the clamp bars so that it will 
not turn and work loose. 

Detroit Stamping Company, De- 
troit, Michigan 


Tube Clamps 


For Storage 
And Utility Racks 


According to an announcement 
from the company, arrangements have 
been made to manufacture Burton- 
Brevett friction-type clamps recom- 
mended as a versatile method of con- 
structing storage and utility racks. 

It is stated that tubular structures 
for any requirements can be quickly 
erected using standard tubing or pipe 
with the Tube-Strut clamp system 
without threading or welding and with- 
out skilled help, special tools, small 
parts, clips, special sections, etc. 

The Tube-Strut coupler is said to 
perform all structural functions in a 
single unit, and any number of tubes 
may be joined at right or oblique an- 








| ALEMITE BUCKET PUMPS 


Rugged 
head casting 
with reinforcing ribs 
for maximum 


= 


latches open 


strength 


37u 


kly. entire 


over 


removes for easy 


release valve 
lets pump handle 
return to “down 

position whef 


not in use 


Alemite “Red-A” Bucket Pump. Builds 5,000 
pounds pressure. Has 25 pound capacity. 
Serves hundreds of bearings without refill- 
ing. Model 7137-A. Detachable 
Dyn-O-Mite Gun, 7132, boosts 

pressure to 10,000 pounds. 


Alemite High-Pressure Pump. Up to 7,000 
pounds pressure. Mechanical primer assures 
positive delivery of even heaviest bulk lubri-. 
cants. Big 30 pound capacity, yet easy to carry, 
fast to refill. Model 6712-D 


ALEMITE 


Ask Anyone In Industry 


There’s more to a bucket pump than meets the eye! 
And when you start using Alemite’s hidden advan- 
tages to sell with, sales come fast. Don’t forget, too, 
that many of your customers may not realize the 
big advantages of Alemite bucket pump lubrica- 
tion. Tell 'em—serves hundreds of bearings with 
fewer trips to the @ room—protects bearings by 
keeping lubricant refinery clean— permits on-the- 
spot lubrication of any machine. Tell the Alemite 
Bucket Pump story —and sell! 


FREE —new sales film! 


A hard-selling sales film, “No 

Margin for Error,” now available 

for your sales meeting or plant per- 
sonnel meetings. A fifteen minute, slide- 
film presentation that dramatically tells, in full 
color, how modern lubrication methods cut produc- 
tion costs. A request on your letterhead will bring 
complete information without obligation. Address: 
Alemite, Dept. H-24, 1850 Diversey Parkway, Chi- 
cago 14, Illinois. 


. 
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gles, with no limitations in positioning 
the coupler on the pipe. 

Tube-Strut clamps are said to be 

N E W 5 O T '@) N manufactured of malleable steel cast- 

ings or formula 35616 aluminum, and 

C t N T ft R H @) L t have a gripping strength of two and 

“a one-half tons on one inch pipe plus 

structural rigidity provided by the 

HYDRAULIC PULLER clamp wy which eliminates need 

for extra bracing. 

The multi-purpose clamps are 
7 cleanly finished, and free of sharp 
Pricted seeing balay it ft edges. They are available in three sizes 
pet SS eee Me for 4-in., 1-in. and 14-in. nominal pipe. 
tele sith : Tubular Structures Corp. of Amer- 

| ica, Los Angeles, California 








| Belt Sander 
With Built-in 
Rotary Motor 


FOR TOUGH CUSTOMERS WITH TOUGH JOBS A new portable belt sander of cast 


aluminum with built-in rotary moto: 

Sell your toughest customers easily with the new OTC 50 Ton Ram— has been announced. 
I'he built-in motor is automatically 
few jobs. cooled, and has self-lubricating beat 
ings. Other features claimed by the 
The NEW Hydraulic Ram does jobs 75% faster—Eliminates torque maker include: positive chain drive; 
4 the d ¢ ‘dents C Late tabl ' quick action belt tension release which 

; ye f° s ately ‘ ™s > —) ‘ Re " 
and the danger of accidents. Completely portable—can be used any | permits quick change of belts; two-way 
where. With its attachments, the 50 ton puller can do hundreds of combination switch for momentary o1 
constant contact; 2-in by 17é-in abra- 
ne sive belt is flush with left side enabling 
Designed with the famous CENTER-HOLE that al- oan user to sand up to walls, upright su: 
. . > . Y r nmr YT " y + 
lows fast, easy adjustment to the job—plus interchange FREE a and corners; approximate weight 
sooKiet + lbs. 


Saves time, money—Eliminates broken parts—Pays for itself on a 


maintenance pulling jobs on all types of machinery. 


from push to pull or used as a production holding fix- , . 
Burgess Vibrocrafters, Inc., Grays 


ture. Big brother to the 17% and 30 ton rams. De- lake. Illinois 
Booklet describes com- 


scribe it, show it, and you'll sell it. plete line and vses of 
OTC equipment. 


FEATURES: Ale Toots 
. Calibrated Pressure Gauge : Ries ok are 


. Interchangeable Ram Heads 
Three new series of air tools, cover 


. Ram Travel of 3” J A : : 
‘ ing application from 4-in. drilling to 


3-in. bolt size nut setting, have been 
. Remote Control Pump announced. 
' They are the No. 3 series, No. 35 
» Six Foot Hi-Pressure Hose y series, and No. 5 series, said to fea 
. ture parts interchangeability within 
each series group. 
In the first of the No. 3 series re- 


is] WAT a N N a T ° fe] i id ° MPAN Y leased, one basic No. 3 air motor 
373 CEDAR ST. OWATONNA, MINNESOTA powers four straight drills (which are 


. Weighs only 45 Ibs. 


. Hi-Pressure Quick Coupler 
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convertible to direct drive nut set 
ters), four right angle drills, and four 
right angle nut setters. Speeds will 
range from 3400 RPM to 800 RPM, 
with capacities of 4-in., 5/6-in. and 
2-in. 

I'he No. 35 series initially released 
are said to feature three grip handk 
drills in speeds of 1150, 800, and 550 
RPM, and capacities of #-in. and 

16-in. The drills are convertible to 
direct drive nut setters of 5/16-in 
thread size capacity. 

In the No. 5 series, right angle nut 
setters are offered in speeds of 600, 
+50, 300, and 225 RPM, for setting 
nuts of 4-in., %-in. and 3-in. thread 
size. 

Thor Power Tool Company, 
Aurora, Illinois. 


Dial Indicator 


Accurate Over 
Entire Range 


t | 


\ new type dial indicator, said to 
utilize a steel band transmission in 
stead of the rack and pinion method, 

I 


} ] | 
cater accuracy, has been devel 


1OT 2 
Oped 

In addition to being accurate over 
its entire range, another feature 
claimed by the maker for band trans 
mission is that it functions as a safety 
device absorbing shocks 

\ zero setting mechanism permits 
zero setting by simply turning the 
knob at the top of the indicator. Thus, 
zero is always at the 12 o'clock posi 
tion. 

The Metron dial indicator is also 
said to feature a measuring pressure 


compensator which gives a constant 


measuring pressure on the anvil over 
its entire range. Indicators graduated 


Popular Sizes 
in Coin Pak... a 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 

Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 

9 Popular Sizes (A.S.A. Medium) 3/16", 1/4", 5/16", 3/8", 7/16", 1/2", 

9/16", 5/8", 3/4’. 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simplifies inventory control. 


Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-Label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 equal cartons, labeled and 
counted, designed for shelf storage. 
No more kegs on floor, in aisles. 
Ask for descriptive folder. 
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Id 


Re 


Overall length 2742" with 
18” flexible steel tubing arm 


DIRECTS 
LIGHT 
EXACTLY 
AS NEEDED 


DUPLEX OUT- 
(~ LET IN BASE 
for plug in of 
electrical 
tools, glue 
pots, etc 


Clamps to 
bench or cab- 
inet back rail, 
or mount on 
flat surface. 





eal Lighting for Assembly 
pair and Inspection Benches 


FOSTORIA 


Hil@ Vang: 


MODEL 30. 


1g8o List 


Reflector rotates 360° Accommodates 
A-21 medium screw base lamp includ- 
ing 100 watt. 


ilumination — medium asymmetric in 
excess of 150 footcandles from 100 watt 
lamp 12” above work area. 


Wired Complete with medium screw 
keyless porcelain socket and 6 ft. SJ 
extension cord. Toggle switch in base. 
Duplex outlet wired to be constantly 
hot with lamp on or off. 


Finish — exterior smooth Gray baked 
enamel—reflector interior high tempera- 
cure White. 


*Write for complete catalog of Localite 
models for every industrial use. 





THE FOSTORIA PRESSED STEEL Serennrren 


FOSTORIA, OHIO 


» Localites are available 
through wholesalers 


~® 


@ machinists’ bench 


for Light ON the Job 


ALWAYS 


a Receptive 
Market 


Orders continue good and steady 
for Morgan Distributors . . . the 


in .0005 in., and with a range of 
.400 in., are available equipped with 
two limit indices, and complete with 
jeweled bearings. Indicators with 
plain bearings and other ranges are 
also available. Every indicator is sup 
plied in a convenient case. 
Homestrand,  Inc., 
N. Y 


Larchmont, 


Masonry Saw 


In Wet Cut And 
And Dry Cut Models 


A new masonry saw, known as Valor 
11, available in wet cut as well as dry 
cut models, has been announced. 

According to the maker, an ad- 
vancement in streamlined design util- 
izes a combination of new high ten- 
sile strength aluminum alloy casting, 
angle iron, and pressed steel combined 
to make a light, strong machine. 


A front end head height adjustment 
is said to give instant height positions 
while a turnbuckle setup on the back 
bar is said to allow infinite variations 
of head positions. 

A Feedmatic principle, claimed to 
eliminate guesswork as to correct blade 
pressures, is another feature of the 
new machine. 

Victor Engineering Corporation, 
Paoli, Penna. 


reason is simple — MORGAN 

VISES are dependable, strong. 

rigid. and modern in design. 

These good points create user ac- 
ceptance and the result is 
continuing, profitable busi 
ness from customers who 
stay with you. 


®@ hinged pipe vise 
= ee wh» | ak 
s Pes ; PN a cee 


Pipe Wrench 


SEMI-STEEL VW 4 s & % 


Works Inside, 
Turns Either Way 


A new internal pipe wrench, said to 
save time, money, and knuckles, has 
been introduced. 

According to the maker it can be 
used to tighten or remove close nipples 
or other pipe and fittings easily and 
safely, without damage to threads or 

| pipe walls. When working with nickle 


rere VISE CO. 


pO 112 Jefferson St., Chicago 6, IMinols 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





| Ds ts Wb world fires 


GnapJock vauxe 


No. 2610-10” 


PROMPT DELIVERY 
FREE; Display 
Literature 
Mats 


Are you offering it to your customers? 


These exclusive advantages: SWIVEL JAW « JAW SIZE INDICATOR e FINGER-TIP LOCK RELEASE 


Fits work. Holds tighter. Visual, on handle. Saves time. Saves hard pull to unlock jaws. 





No. 610-10” 
No. 607- 7” 


Whi Snap Jock 
Your Seymour Smith distributor 
has full information—or write us. 


Also Utility Pattern ‘“Snap-Lock”. Same locking principle, 
same rugged construction but without exclusive features above. 











Seymour SmitH 


- a, Seymour Smith & Son, Inc., 44102 Main Street, Oakville, Conn. 
<snap-Jock 


Sales Representative: John H. Graham & Co., Inc., 
Stnce 7830 


105 Duane St., New York 8, N.Y. 
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| plate and chrome plate pipes, the new 
wrench is said to eliminate the possi 
| bility of damage to the highly polished 
| finish. 
| A “cam-action” is said to provide 
| non-slipping grip on the inside of pipe, 
and it can be turned either way with 
any wrench. A handy-pak fiberboard 
kit containing 4 wrenches of 2, 4, 3, 
and 1-in. sizes is also available. 
The Roddick Tool Company, Ana- 


heim, California 


Fractional Stamps 


Available From 


1/32 to 31/32 


Steel stamps for marking fractions 
on name plates, implements, tools, in 
struments, and other metal parts and 
assemblies have been announced 

Called Fracme’s, the new Ramshcad 
stamps are available in fractions rang 
ing from » to #4 in three overall sizes 
4 in., # in. and } in. 

According to the maker these pre 
cision made stamps feature each digit 
separately cut by three<imensional 

| engraving process on a shank machined 

| from select tool steel. Special harden 
ing properties are said to be induced to 
provide the toughness and wear re 
sistance required to make a permanent 
mark in iron, steel, and nonferrous 
metals and alloys. 

The new stamps are sold in sorts 
and in sets of 9, 18, and 36; the 
9-stamp set contains fractions in 4 
separations; the 36-stamp set has frac- 
tions in #» separations as well as whole 
numbers 1, 2, and 3. 

| Acme Marking Equipment Co., De- 
| troit, Michigan 


| Tape Dispenser 


| With Enclosed 
Slitter Blade 


An improved dispenser and slitte1 
for Cellophane tape, known as the 
T 5E Texcel controlled length tape 
dispenser with slitter, has been an- 
DARNELL CORPORATION, LTD. ce 

DOWNEY (LOS ANGELES COUNTY) CALIFORNIA Tapes up to l-in width are handled; 
a Se EW VOCE 13, EW VOR a calibrated gage permits accurate con- 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS trol of tape lengths up to 4-in, and 
two strips of tape of pre-determined 
length can be dispensed in a single 


J 
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se 
a 


SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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TEST IT 
FREE! 


RIGHT IN YOUR OWN PLANT 


INDUSTRIAL 
WORK 
CLOTHING es 


RESISTS 
ACIDS, 
ALKALIES, 


operation. One or both pieces of tape 
can be pulled from the machine as 
needed. An override permits with- 
drawal of unmeasured tape in any 
length. 

Among other advantages claimed by 
the manufacturer are: completely en- 
closed slitter blade eliminates danger; 
slitter atachment is permanent part of 


| device, no loose parts to be lost or 


broken; extra blade is taped inside dis- 
penser for convenience. 

Primarily designed for packaging 
counters, it is also said to be suitable 
for shipping rooms, mail rooms, and 
in manufacturing areas where tape 
strips in set lengths are used repeatedly 
in a single operation. 

The finish is a mottled tan; weight 
6} Ibs. 

Permacel Tape Corporation, New 


Brunswick, N. ]. 








No. 2 Punch... 
5/16” hole through 1/4” 


No. 6 Skylight, Ven- 
tilating, and Tank 
Flange Punch ... 1/4” 
hole thru 3/16” iron— 
especially adapted for But- 
ton Punching 


capacity — 


tren 





J 





\ 
W. 





* Since we began to manufacture 
W. A. WHITNEY Lever Punches— 
in 1908, industry has shown a 
marked preference for them. Ouvr 
lever punches are built for service 
far beyond their rated capacities 

. expertly designed and quality 
built. They meet every requirement 
of Sheet Metal and Maintenance 
Shops—neat, good-looking work is 
the usual thing when W. A. Whitney 
Punches are used. 


® See your jobber or write us for 
complete catalog. 


A. WHITNEY 
LEVER PUNCHES 








GREASE, 


626 RACE ST. ROCKFORD, ILL. 


(Ww. A. WHITNEY MFG. CO. 








DIRT, 
Ol! 


AMAZING TESTS PROVE — 
ALLSAFE DYNEL Clothing 


Outwears Ordinary Cot- 
ton or Wool Work Cloth- 
ing Ten Times Over! 

Boiled in 56% Sulphuric 
Acid... for 20 hours, ALL- 
SAFE DYNEL does not even 
lose strength or pick up a 
single spot or stain. 


71 actual laboratory tests with 
Nitric Acid, Sodium Hydroxide, 
»owerful Inorganic Salts, Perox- 
ide, Chlorox, Gasoline, Toluene, 
Urea, and other chemicals show 
the surprising qualities of the 

YNEL Clothing. 


HOW TO GET YOUR ALLSAFE 
DYNEL CLOTHING 
For A FREE TRIAL! 


We'll send you an ALLSAFE 
DYNEL garment to inspect. 
Write for details today. No 
charge if returned in sale- 
able condition. 














Pipe Wrench 


Nine Sizes 
6-in to 48-in 


A new line of “Armstrong-Bridge- 
port” pipe wrenches, in nine sizes rang- 
ing from 6-in. to 48-in. in length, have 
been announced. 

One of the features claimed by the 
maker is a newly patented double- 
action spring which assures instant 
grip and release. On removal of the 
hook jaw, the spring stays in the han- 
dle and will not fall out, yet it is easily 
snapped out for cleaning or replace- 
ment if necessary. All parts of the new 
wrench are said to be interchangeable 
with other wrenches of similar de- 
sign with the exception of this new 
spring. 

Other features claimed by the maker 
are: hook and heel jaws made of special 
analysis steel; teeth are machined to 
insure positive grip and quick release; 
hook jaw threads and knurls have deep 
thread to give maximum strength and 
easy operation; handle, with integral 


housing, made of highest quality alloy; | 


balanced for proper feel; housing is 
guaranteed, and will be replaced if it 
breaks or distorts. 

The Capewell Manufacturing Com 
pany, Hartford, Conn 
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A 


A(> DETROIT STAMPING COMPANY 


332 Midland Ave. » Detroit 3, Mich. 





“U.S.” has all 35 tapes to give you 3-way profit! 


FRICTION, RUBBER and PLASTIC 


= 


SECURITY® FRICTION TAPE 


For electrical and general purpose jobs. 
Your customers know it's the strong, rub- 
bery, sticky tape that really grips and stays 
: on. The fabric has unusually high tensile 


SECURITY , > strength to handle tough jobs. Straight- 
FRICTION TAPE ’ tearing, non-ravelling. No pinholes to 
: cause leaks. Rely on Security to turn over 


ones Sevres Runner Compocy 7 -! 4 : 

—_ fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specifications. 








SECURITY RUBBER TAPE 


For all general electrical work. This unvul- 
canized rubber splicing compound has the 
necessary physical properties: tensile strength, 
elongation, tackiness, plus the dielectric Sos ; Jaeall ibe; 
strength needed for durable splices. It is easy : . 

to handle and will fuse into a solid mass with- ; wueeee TAPE 
out heat or undue pressure. Available also in 

a specification grade—U.S. Holdtite—exceeds 

A.S.T.M. specifications 


ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many electricians and mainte- 
nance men want a tape that makes a thin splice 
and keeps wiring neat and uncluttered. Royalastic 
is the answer. Complete mechanical and elec- 
trical protection. High tensile strength and ex 
cellent resistance to abra- 

sion and to water, oils, 

acids, alkalies and corro- 

sive chemicals. Good 

stretch ...clings tightly... 

strips cleanly. 


These U.S. Tapes sell speedily and bring 
profits all year. Check your stock. Order NOW! 


UNITED STATES RUBBER COMPANY 
Y 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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tackle blocks 


Hoist-type hook, crosshead, 
and links drop-forged for 
high strength. 


Strap ends are forged and 
drilled — no “wrap” to 
straighten out under load. 


Recessed sheave prevents 
jamming and damage to rope. 





| Air Connection 


Free Flow To 
Air-powered Tools 


A new, compact, quick detachable 
air connection, said to provide com 
plete free flow of air to air-powered 
tools, has been announced. 

The new O-D connection, recom 
mended for the air hose coupling on 
paint spray guns and other air-ope: 
ated equipment, is claimed to cut pres 
sure drop at the connection to 5 per 
cent, 

Other advantages claimed by the 
manufacturer include: full 360 deg. 


| swivel action; cannot strip or cross 


thread connections while attaching air 
hose; ease and speed of operation; con- 
nection has only two main elements— 
a male member that threads onto the 


| air inlet of spray gun and female mem- 


ber that attaches to air hose and con 
sist of a sleeve with a sliding collar; 


| connection can be broken by a slight 


One-piece strap construction 
provides greater rigidity. 


See your nearby Upson-Walton 
distributor for (1) experienced 
recommendations, (2) demon- 
stration of products, (3) quick 
delivery from stock, (4) many 
other time-saving 

distributor services. 


Complete catalog of 
Tackle Blocks avail- 
able on request. 


THE UPSON-WALTON COMPANY 





12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York + Chicago + Pittsburgh 
MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS —ESTABLISHED 1871 
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downward pull on sliding collar. 

The new swivel connection is made 
for standard air hose sizes with stand- 
ard pipe threads, and fits all the mak- 
er's accessories, spray guns and spray 
painting equipment. 

Binks Manufacturing Co., Chicago, 
Tl. 


Conveyor Coating 


Brushed or Sprayed 
On New or Old Belts 


A new oil-resistant liquid synthetic 
rubber coating, known as 204 Griptex, 
which can be applied by brush or spray 
to new or old conveyor belts, has been 
developed. 

According to the maker, Griptex 
non-skid conveyor coating is self-vul 
canizing and forms a tough flexible 
coating which lengthens belt life. It is 
available in a neutral shade and in 
colors. 

Adhesive Products Corporation, 
New York, N. Y. 





8615 E. EIGHT MILE ROAD 





SPEC 


at NO EXTRA COST 


TAPS 
YOUR TAPPING costs 


. fic taps 
‘DETROIT’ Spec 

Then order 'D 
© 8? boy that material 

Then order ‘DETROIT’ Specific pos 

2 © © © for that specific material. They 4° 

an job on other materials, too 

ga 


CUT 
a te 


2's 
3. 


Then order 
pose taps. 
on the shank 


ly marked 
~s on pees fe which it 18 ideally 
ic 


#ST-52 
iT 


‘ 
eably  ~ eee 


TROIT’ Speci 
name of the spec! 
| for Catalog-Bulletin 


BASELINE, MICHIGAN 
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‘DETROIT’ general-put 


THE 
BIG 
NEWS 
in Taps 


Reproduction of the first 
in a series of advertise- 
ments to appear in: 


American Machinist 
Industrial Equipment News 
Machine & Tool Blue Book 
Machinery 

Metal Working 

Modern Machine Shop 
New Equipment Digest 
Purchasing News 

Tool Engineer 

Tooling & Production 


BASELINE, MICHIGAN 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


throughout tool 


BUILT RIGHT—Best material: 


steel cutters Right and Left hand Threaded STURT aliale By 


for Automatic Tightening 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


Also CALDER Fine Diamond Dressing Tools, 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO, 


2049 North Prince Street . Lancaster, Pennsylvania 








HINGED PLATEG 


BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 





PLATEGRIP for dust- tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG - BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 
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Hand Hone 


Cuts Cost of 
Diamond Wheels 


A new diamond dressing wheel, said 
to cut the cost of diamond wheel 
operation and assure longer carbide 
tool life between grinds, has been 
announced. 

The device is a hand hone tipped 
with diamond concentrate and with a 
new feature said to insure more ac- 
curate operation—‘‘finger-tip” control 
by means of a hollowed-out finger rest 
near the end of the hone. 

It is available in single or double 
end styles and in all required diamond 
grit sizes. The hones are packaged five 
in a reusable clear plastic box, each 
with a different grit size. 

United States Diamond Wheel 
Company, Aurora, Illinois 


Sawing Machine 
6-in by 6-in 
Metal Capacity 


Speedy-Cut, a 6-in by 6-in capacity 
metal sawing machine has been added 
to the maker’s line. 

According to the maker, actual ca 
pacity is 63-in by 63-in. Features 
claimed by the manufacturer are: trip 
switch to automatically stop saw at 
end of each cut; centrifugal pump for 
dependable coolant flow; massive vise 
jaws; compensating feed mechanism 
which automatically adjusts to size 
and shape of work; feed adjusting 
hand wheel and a pressure indicator 
ind graduated scale for finer adjust 
ments for varying pressures 

Peerless Machine Company, Ra 
cine, Wisconsin 





A PIPING STOCKROOM 
CAN DO THIS TO YOUR 


WORKING 
CAPITAL 


@ Stop for a minute and think what it would cost to carry 
all the supplies you need for every piping job. Steel pipe 
in each size you need. Plus fittings, valves, fixtures, controls 
and tools. In fact, everything for a complete plumbing, 
heating, refrigeration, air conditioning, process, industrial 
or other piping job. 


These supplies could tie up a lot of money which you might 
use elsewhere. Don’t handcuff your working capital. Let 
your Republic Steel Pipe distributor’s stockroom become 
yours. He carries the inventory, in the sizes you need... 
when you need them. You save floor space. You save insur- 
ance. You save handling costs. 


Successful operators find it profitable to do business with 
the Republic Steel Pipe Distributor. You will, too. Get to 
know him, soon. He stocks high quality materials to give 
you money-saving service. 


To help tell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications. 
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Wherever you need chain, 
in any size or grade, 
to any desired 


specification... 


~s 


~ 
~ 


~ 


_ CAMPBELL 





Lamp 


Lightweight 
Explosion-proof 


A new explosion-proof troubk 
lamp, recommended for maintenanc¢ 
work at hazardous locations where ex 
plosive gases or vapors are in the air, 
has been announced. 

Designated as Type EPLH, the new 
lamp is said to consist of a cast alu 


| minum cylindrical-shaped lamp cham 
| ber, concentrating lens, composition 
| handle, support hooks and explosion 


proof cord connector with mechanical 
cord grip. 

According to the maker, if one o1 
more explosions take place in the 
lamp compartment, caused by an ar 
in the lamp socket, flame-tight 
threaded joints located around the lens 
housing and along top and bottom sec 
tions of the lamp compartment con 
fine explosion flames to an area within 
the lamp compartment. This compart 
ment, is said to be strong enough to 
withstand over four times the amount 
of pressure to build up in it from 
such explosions. 

Other features include: strong beam 


| of light, concentrated by lens, is sup 
| plied by 12-volt auto lamp; an essen 
| tial accessory for supplying current is 

an explosion-proof 120/12 volt trans 


CAMPBELL CHAIN Gompany f 


Main Office: York, Pa f \ 


West Burlington, lowa 


Portland, Oregon , ‘ 
Sacramento, California 
r " 


| 


| 
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former. 
Crouse-Hinds Ci mpany, Syracuse, 


_* s 


Chain Oiler 


Automatic, 
Reduces Friction 


A new chain oiling system for lubri 
cating a number of individual chain 
oiling the sides of chains has been 
announced. 

A number of brush sizes are avail- 





TAP 
ANALYSIS IS 
HY-PRO'S 
SPECIALTY! 


.. they can save your customer’s man-hours 


Hy-Pro concentrates its operation on the production of taps. 
Every effort is made toward improving tap efficiency and cut- 
ting tap production costs. Time and time again manufacturers 
have saved man-hours in their operation with the help of 
Hy-Pro’s tap experts. This repeated success has won Hy-Pro 
their standing in business as “‘the tap specialists’’. 

It will pay you to remind your customers about this record. 
Hy-Pro offers a complete line of high quality taps and the 
experience of specialized tap production. 








HY-PRO TOOL CO., NEW BEDFORD, MASS., U 





ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 





WILLEY’S CARBIDE TOOL CO. 














NEW | WELLER SOLDERING GUN 
a 


4 New Models up to 
275 watts 


Delfes "ECT Ee eee 


Colorful display box shows 
features, invites handling 


With New Features 


275 watts 
@ new “floating balance” design 
@ new accessory tips for cutting, 
YY smoothing 
2 @ plus all regular Weller Gun fea- 
tures, including thermostatic action 


And New Sales Support 

@ increased advertising and publicity 

@ new displays, posters and mailers 

Weller is the Seller! y... wee: 


Representative will gladly help you cash-in on the 
big demand for new Weller Guns, or write direct 
for price schedules and catalogs. 


SOLDERING GUNS 831 Packer Street, Easton, Po. 
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able for specific applications. Accord- 
ing to the maker, this new automatic 
central method of lubrication will save 
labor, prolong the life of costly chains, 
reduce friction and therefore, powe1 
consumption. 

Oil-Rite Corporation, 
Wisconsin. 


Manitowoc, 


SCREW COUPLING 


at 


SCREW FLANGE 


foenaus! > 


—_—_ 
ce et 
ENGAGE AND #OTalt 


Hose Accessories 


To Facilitate 
Installations 


According to an announcement from 
the manufacturer, shop work is vir 
tually eliminated in making applica 
tions and installations of their hose by 
three new screw accessories which ex 
pedite and simplify the work. 

According to the maker, screw cou- 
plings unite the lengths merely by 
threading. 

Screw couplings are said to facili 
tate joining the hose to metal pipe. 

Screw flanges are said to thread to 
any hose length. 

Ihe accessories are available in 
standard maker’s hose sizes. 

The Flexaust Company, New York, 
N. Y. 


Koldweld Tool 
For Lap Welding Of 
Aluminum Sheet or Foil 


A new Koldwelding tool, said to 
lap weld aluminum sheet or foil with 
out heat or electricity and without 
flux or chemical of any kind, has been 
introduced. 

Model KL-10 is hand operated and 
is said to accomplish the welding of 
aluminum foil, sheet, shaped extru- 
sions or strip by pressing the surfaces 





SPECIFIED BY 


AMERICA’S GREATEST 
AUTOMOTIVE 


AND 


AIRCRAFT 
INDUSTRIES 











COST NO MORE THAN ORDINARY VISES 


PROVEN BEST and give you all of the built in extra features that are exclusively 
Wilton's. 


Constructed of the finest malleable iron, finished in Battleship Grey 


For ruggedness Wilton Vises are streamlined with a purpose! The spindle is protected 
h by the streamlined housing from grime and grit. 
and strengt Wilton's exclusive straight-line pull features the horizontally anchored # 
cylinder-nut for balanced tension and extra long life! 
A . No side twist . . . No wobble. . . al- 
AM E R I C A S$ ways accurate! Comes complete with 
0 | L FI E L D S an unconditional 5 year guarantee! 


| 


™ i. —_ iL be it ad ww 

Pad _ 

WILTON’S “C” CLAMPS ARE PERFECTLY | 

only BALANCED AND REINFORCED FOR | ; 
HAS THE ware! 


Pearlitic’ C-Clamp 


Precision built for any indus- ' x. 
trial use. Unconditionally \\ <2 N 
gveronteed! Wilton's “C” NSB 
to buy— Easierte siock—Bettertouse. <= 











RS Re 


WILTON TOOL MFG. COMPANY 
925 Wrightwood Ave. 
Chicago 14, Illinois 


Gentiemen: Please send me your new free cate- 
log at no obligation to me. 





NAME_. 


ADDRESS__ 





__ ZONE__STATE___... 
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Wier You G04 Sie 


of the parts together between spe 


w 7 cially designed dics. 
According to the manufacturer, 
Model KL-10 will koldweld aluminum 


and electrical copper in thicknesses 
Th | re p d t .001-.040, or dn over-all maximum 
red ro uC Ss thickness of .080. Also dissimilar sizes 
or different metals may be welded. 
ba Each thickness of material requires a 
Gu FASTER SERVICE different size interchangeable die. 
KL-10 handles all types of aluminum 
except 56S and aircraft qualities in 
the IT temper), according to the 

manufacturer. 
The new tool weighs about 23 lbs 
Utica Drop Forge & Tool Corpora 


tion, Utica, N. Y. 


Our more complete stocks mean “at 
once” shipments of quality fasteners 
when you need them—no production 
delays—no maintenance “shut downs”. 


“Chicago” quality threaded products include: 
Hexagon Head Cap Screws, Bright and 
Heat Treated Grade 5 + Square Head and 
Headless Set Screws « Hexagon Nuts « 
Hexagon Castellated Nuts « Socket Head 
Cap Screws * Socket Set Screws + Socket 
Pipe Plugs. 


Continuing our long established pol- 
icy, Chicago Screw Products are sold 
through service-conscious Industrial 
Supply Distributors in bulk or in pack- 
ages for original equipment or replac- 

ment. If you do not now stock Chicago New motors, known as Century 
Screw Products, write us for full details rg BE ego ogo 


and samples. with the new techniques which per- 
mit more horsepower in smaller frames 
with the same standards of perform 
ance and dependability. 
‘he motors are available as Type 
SP split phase single phase induction 
motors for general purpose applica 


The a iil@-\cle) SCREW COMPANY tions where load is easy to start ind 


FHP In The 
Rerated Design 


easy to pull up to speed; Type CS, 
capacitor start single phase induction 
motors for hard to start applications, 
and Type SC, squirrel cage polyphase 
3 or 2 phase) induction motors for 
all general purpose applications 

Century Electric Company, St. 
Louis, Missouri 
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His mind 
is halfway 


made up... 


16 upTa VOU! 


The stage is set for you to enjoy bigger profits in gauge 
glass sales—if you follow through! 

In consistent advertising, we are driving home the 
point that gauge glass users should buy more than their 
immediate needs. 

“7 for the gauge, and 2 for the shelf” is a good idea 
for all gauge glass purchases. 

To you, this means fewer of those “one-shot” orders 
—greater profits through higher sales on each order 
You can profit by getting behind this idea and telling 
your customers that it’s smart to keep 2 spares on hand 
at all times for every boiler. 

The reader of Corning’s hard-hitting advertising has 
already started to make up his mind. He’s waiting for 
someone to help him buy the extra gauge glasses he 
needs—why shouldn’t that “someone” be you? 

Make a few phone calls today, to get the ball rolling. 


CORNING GLASS WORKS 


Your customers and prospects read these industrial Corning, New York 
magazines. They read Corning’s consistent advertis- Coming meant research ix Cle 
ing, and develop a receptive attitude. Are you cashing 

in on the demand for Corning industrial glasses? 


ne A et ee ai. — — 
. 
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For the finest in milled-from-the-bar 
o 
cap screws——sef screws 


coupling bolts and milled studs 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 


Wrst Ortomllor CO york, PENNA. 


Ottemiller products are sold through Mill Supply Houses. Write for free folder and price information. 


EXTRA PROFITS FOR YOU 


in these 
fast selling 


i v 
Waren eaoorf 


| PIPE JOINT oe ) : 
CompounDs @ Sealing Compounds 
‘ 


KEY-TITE lia Pipe Joint 


® 


TIL Ladd ddddddaddde, Ak ddeed dd 


The favorites for over 30 years... 

acclaimed by more than | 200 jobbers, 

thousands of users from coast to coast. 

Backed by a hard-hitting program of KEY Graphite Paste 

national advertising. Industrial pipe for sealing lines carrying oils 
sealing is a wide-open market. Cash in and high pressure steam 

on it! Write for free sample and infor- 


mation on profitable distributor plan KEY-TITE Pipe Joint Compound 


for sealing lines carrying water, 
gas, low-pressure steam 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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Fire Extinguisher 
Spheral Valve 
Safety Feature 


A new “Redi-Flo”, Mark 11, dry 
chemical stored pressure fire extin 
guisher, said to feature a “spheral 
valve”, has been introduced. 

According to the maker, dry chemi 
cal particles cannot foul the spheral 
valve, nor can accidental distortion of 
the valve mechnism interfere with 
valve operation, and, cven though 
it is partially discharged repeatedly, 
the extinguisher is said to continue 
to hold its operating pressure. 

The new extinguishers are supplied 
in 3, 4, 5, 10 and 20 pound capacities; 
30 pound unit will be available shorth 

Stop-Fire, Inc., Brooklvn, N. Y 














Reamers 
Now Available 


In Fractional Sizes 


According to an announcement 
from the maker, their chucking ream- 
ers are now available as regulars in 
fractional sizes: spiral flute, straight 
shank, in 64th sizes from #&-in 
through in 

Also, straight flute, straight shank 
chucking reamers are available in frac- 
tional sizes; #-in. through #-in. Wire 
gage sizes: No. 1 through No. 6 in- 
clusive. Letter sizes: A through Z in- 
clusive and deciminal sizes: .24 te 
501. 


Chicago-Latrobe, Chicago, III 











GET THE NEW 


CARMET 
CATALOG 


Just out... 32 well- 
illustrated pages, 





containing data on 


all Carmet grades, and on Carmet blanks, 
tools, die sections, punches, draw die in- 
serts, etc.; also special preforming to order. 


@ Write for your copy. 
ADDRESS DEPT. ID-50 








weo 


4662 


CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles 
and carbide grades desired . . . get prompt shipment from a 
distributor's stock near you, or from the Carmet plant. 

Our line of carbide “standards” is complete. It covers 90% 
of all single-point operations. Carmet Standard Tools come 
ready to use... easy to modify for special purposes, by 
grinding. Style C, illustrated, is designed particularly for 
conversion into various shapes for numerous applications. 

Other standard Carmet styles also are immediately avail- 
able from local stocks. 

Order Carmet Tools and Blanks for better, faster, cheaper 
cutting. There is a grade to take care of every need. Write 
the Allegheny Ludlum Steel Corporation, Carmet Division, 
Wanda and Jarvis Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, cali 


Allegheny Ludlum 
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greater versatility 
greater efficiency 





Clamps 




































Clamping Jig For 
Fabrication Or Assembly 


A new idea in the field of clamping 
“jigs”, known as “Jorgensen” hinged 
clamps, has been announced. 

They are “deep reach” bar clamps, 

rovided with a hinge-plate on the 
foot end by means of which the 
clamps can be mounted onto any flat 
surface; the hinge-action permits the 
clamps to be positioned either in 
clamping position, or out-of the-way 
but ready for use. 

For production work, one or more 
clamps, mounted as required, is said 
to make a fast-acting clamping jig for 
any kind of fabrication or assembly. 

Four designs are available, provid- 
ing for a reach of from 2-in to 5-in, 
and opening capacities of from 6-in 





WELLS NO. 8 WITH 
WET CUTTING SYSTEM, 
NO. 5 IS SIMILAR 






to 30-in. 
TO IMPROVE cutting efficiency and production, three models Adjustable Clamp Company, Chi- 
of the Wells Metal Cutting Band Saw line are now available cago, III. 


with expanded — of cutting speeds as standard equipment. 
The table below shows the new speed ranges for these out- 
standing machines . . . Wells Nos. 5, 8 and 12 .. . first in 
the horizontal field. Higher speeds are available when required. 
The new cutting speeds coupled with such proved Wells 
advantages as sturdy construction, ease of operation, real 
dependability and low cost make these machines even more 
rofitable for you to use. Ask your Wells Dealer for full 
information or write, requesting catalog G-52 giving specifi- 
cations and design details for all models. 





| Pipe Wrenches 


























Capacity 

Model Rounds Rectangular Selective Cutting Speeds | Pray te Nut 
_Ne 5 | 5”0.D. | 5x10" | 50, 90, 160, 250 f.p.m. | nd Single Spring 
= Es en] Fe 16" | 50, 100, 175, 275 f.p.m. A new line of heavy duty pipe 
No. 12 12%" O.D. 12” x16” | 60, 115, 200, 300 f.p.m. wrenches, said to feature an easy- 








action nut and single spring that as- 
| sure quicker, easier setting of jaws, 
| has been introduced. J 
); Other features claimed include: 
“The Pioneers of orczontal | improved handle design, and pipe 
scale on the hookjaw. 


METAL CUTTING | oe 
BAND SAWS win "e" = 


WELLS MANUFACTURING CORPORATION Toledo Pipe Threading Machine 
606 ADAMS STREET THREE RIVERS, MICHIGAN Co., Toledo, Ohio 
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New booklet helps you clean up 
on big-profit mops of 
Du Pont Sponge Yarn 


Now’s the time to cash in on the growing demand for these won- 
derful new mops that are making a hit with customers everywhere. 
They’re ideal for all the industrial organizations you serve. And 
they mean bigger profits for you. Get in on the ground fleor today. 
Send coupon for informative booklet, plus names of mop manufacturers 
you can contact. 

















easy to sell 


HERE’S WHY 


®€6.u.s. pat. orf 
© Du Pont Sponge Yarn outwears ordinary mop yarn BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
3 to 5 times 
© Works as both wet mop and waxer—wax 
rinses out easily 
© Highly absorbent, holds many times its 
weight of water 
© Easier to clean, always keeps 
a good appearance 
© Doesn't tangle, leaves 
no lint, no flags 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. 0., Wilmington 98, Del, 


Please send the names of manufacturers and free 
copy of the booklet describing Du Pont cellulose sponge 
yarn’s advantages for floor cleaning and maintenance. 


Name 





Firm 





4y ddress 
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“THERE iS NOTHING BETTER” 


ViGAT, 
pita 


FiLES 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 

CARSON NEWTON Alii- 
gator Brand Swiss Pattern 
Files ave made to exacting 
stondards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


We make both American 
and Swiss patterns in all 
sizes, shapes and cuts and 
have proven their quality 
to industry. 


It is our policy to sell 
thru distributors and we 
con accept distributors in 
some sections. 


YOU 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSO 
NEWTO 


176 


Micrometer 
Built In Friction 


Control Mechanism 


A new micrometer caliper, featur- 
ing an improved friction control 
mechanism built into the upper por- 
tion of the thimble for fast, accurate 
repetitive measuring, has been intro 
duced. 


According to the maker, with the | 
friction thimble feature (controlled | 


by the outer portion of the thimble) 


the spindle will not advance after the 
correct pressure is applied, insuring | 


uniformly accurate readings on all 
measurements. 


Features claimed by the manufac- | 


turer include: “satin chrome”’ finish 
on thimble, sleeve and frame; one- 


piece spindle; replaceable, adjustable | 


sleeve; quick reading figures and 
tapered frame. 


The friction thimble feature is 


available on the maker’s No. 230-F 


micrometer (range one inch by thou- 


sandths) and No. 231-F (range one | 
ten-thousandths) _and on | 


inch by 
other sizes and styles. 

lhe L. S. Starrett Company, Athol, 
Massachusetts. 


a eS 


Reamer 
For Wood, Plastic 


And Sheet Metal 


\ super-hard reamer, the No. 99-71, 
designed as an accessory for the com 
pany’s “99” electronic tool kit, has 
been announced. 

According to the announcement, 
the new reamer reams from }4-in to 
Ys-in in wood, sheet metal, and plastic. 

Other new tools announced by the 
company include a 6-in and 7-in di- 
agonal and an 8-in side cutter, plus a 
plier which simplifies opening and 
closing of stand-off insulators and 
doubles as a heavy duty, all-purpose 
plier. 

Xcelite, Incorporated, Orchard Park, 
N. Y. 
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AN ADDED 
INCENTIVE FOR 


2 SALES 
MORE POWER PULLER 


Here’s a light weight, sturdy power puller 
that can easily be carried with you, and 
its wide utility will help stimulate sales. 
A distributor of Construction, Industrial 
and Truck Equipment says—“We find use 
for More Power Pullers nearly every day. 
and this equipment is now standard on all 
of our Service Trucks.” 


The More Power Puller has a myriad of 
uses in Highway Departments, Truck Lines, 
Railroads, Ship Yards, Mining Companies. 
Factory Maintenance, General Coatractors, 
Utility Companies, Garages and many 
others. 


its wide adaptability to power pulling jobs 
offers an added incentive for sales. 


It comes equipped with 20, 30 or 40 feet 
of cable. 


List Price 
$27.75 to $33.85 
F.0.B. Factory 
Distributor and Dealer 
Openings 


The 
WYETH-SCOTT CO. 


Newark, Ohio 








BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders (including the special Carbide 
Tool Grinder shown above). 6” to 12° wheels, bal- 
anced for smooth operation and precision grinding. 
Ball-bearings in dust-proof housing are lubricated for 


BALDOR ELECTRIC CO. 


4364 Duncon Ave. ST. LOUIS 10, MO. 


SOLD 
THRU 
DISTRIBU- 
TORS 





- « - and to Help You Get More 
Big Volume Cutting Tool Business 


Besly Distributors make more than their 
share of sales to “big users” because Besly 
teams up with distributors especially to help 
sell and service those 25% of the plants that 
buy 75% of all cutting tools. Count on Besly 
for engineering council, order handling and 
delivery to get—and hold—the big volume 
customers . . . with “standard” and “special” 
tools made to surpass the exacting standards 
of the biggest users. 

If you are interested in sales teamwork aimed 
at getting more big unit sales with lower 
sales cost and higher profits, ask us about 
the Besly Plan today. 


UNSURPASSED TAP ACCURACY AT ALL VITAL POINTS 


1pDBOOK ‘ Microcentric CHAMFER @ Solid-Ground THREAD FORM 
Tis RP USERS | sf. Accurate RAKE ANGLE @ Mirror-finish FLUTES @ Tru-Squore DRIVER 
FOR TAP USERS inform . 


to-date tapping ~ 
TAP B you 00 ote ee tion. BESLY-WELLES 


1 
3 d and tap se e 
TIPS Fete your FREE COPY: CORPORATION 
W rite for your 
Established as Charles H. Besly and Company in 1875 
106 Dearborn Street, Beloit, Wisconsin 
BESLY Drills, Rearmers and End Mills . . . High Speed Cutting 
Tools in all types and sizes. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





Tr Yl 








36-A Series— Double 40-A Series— Double 41-A_ Series— Structural 
Ball Race Swivel Coster Ball Race Structural Steel Steel Stationary Caster 


Swivel Caster | Air Tools 


Streamlined Balance 
Parts Interchangeable 


A new line of contractors’ air tools, 
said to feature streamlining for per- 
fect balance and greater parts inte 
changeability, has been announced 

Paving breakers are now offered in 
4 sizes from 35 to 90 Ibs. Backfill 
Tampers are available in 32 and 45 


99:4 Seriee—Bevble ee | aa Eyes drills include 4 models 
Ball Race Swivel Caster Swivel Caster —28 to 58 lbs. 


Davey Compressor Co., Kent, Ohio 


V-Belt 


Averages 40% More HP 
Than Standard V-belts 


An improved V-belt, which ac- 
cording to the manufacturer, has a 
horsepower capacity average of 40 per 
cent over standard V-belts, has been 
announced. 

1-A  Series—Stationary 3-A Series—Single Ball Dual Wheel Swivel It is further stated that Super 
cone Race Swivel Caster Caster Power V-belts last relatively longer 
; cPri than standard V-belts, and on new 
Industrial distributors know Bos drives, narrower sheaves may be used, 
that for dependability, economy and trouble-free materials saving space, because fewer belts are 
handling you just can’t beat Bond Casters. required. Also, the new belt is claimed 
Yes... your customer’s best buy is Bond and he'll to have practically no stretch, with- 
appreciate your help in selecting the right Bond Casters stands shock with greater elastic re- 
for his jobs. Write for your copy of the information-packed sistance, requires less take-up, and is 
Bond Catalog K-38. | oilproof, non-spark and heat resistant. 
| Made of all synthetic rubber, the 
new belt is said to incorporate a new 
synthetic fiber strength member for 
greater power. 

Raybestos-Manhattan, Inc., Man- 

hattan Rubber Division, Passaic, N. ]. 
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This salesman sells the whole line! 


Give your salesmen Armour Coated Abrasives— 
they sell faster because they're precision-made! 


Nearly every plant your salesmen call on uses coated abrasives 
—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour'’s precision abra- 
sives for over fifty years—they like the high quality of Armour's 
complete line. That acceptance, that volume is what your 
salesmen need to make more dollars per call! 

Armour pre-sells your prospects and customers. Direct mail 
and advertising explain how our electrocoating process makes 
Armour abrasives strong and firm and how a special heat- 
treating process makes the grains extra tough. Interesting 
booklets and pamphlets as well as “giveaways” help make 
the sale. From then on, your salesmen and a superior product 
take over for steady, continuing sales. 

You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 
your salesmen can’t help but get more dollars per call. 

If you're interested in handling the Armour line of preci- 
sion coated abrasives, write us today! 


Coated Meeavives 


Armour and Company «+ North Benton Road + Alliance, Ohic 


*¢ 
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i 5 . 
> 
« 
as « 
; P - ; ‘ | Weg 4 “ite ‘ 2 
in : * 


4 ~ 


Ee 6s as a ee spew 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





Zero Precision 
Taper Roller Bearings 
Double V Belts 
to spindle 
deliver more 
: power to 
1%” hole thru Spindle ae port of 
(greoter capacity) ¥ ) work 


Full Box ’ 
(Double Woll) © 


Scientific distribution of moss ) extra bearing 
gives bed extreme ngidity R on bed 


, ph wh é ba 
Efficient 4-step (8-speed) P Each Sheldon lathe 
Takes vp to | HP. Capacitor Type V Belt Undementh Meter Oy must poss 18 tests 
: Drives carries thru standord » for extreme occur- 
bed — no cut-away or + acy before leaving 
“split” beds / factory 





TS-56 B 
1144” Swing, 56” Bed 


THESE QUALITY TOOL FEATURES 
MEAN MORE SALES 


By any measure, Sheldon Precision Lathes give more per dollar: 
More quality lathe features, more productive capacity, greater 
accuracy, more power at the cutting-point, more weight, more 
stamina, more advanced engineering, more convenience, more 
styling and “class.” 


More lathe per dollar translates into more lathe sales for 
Sheldon Distributors, who are today getting more profitable 
repeat orders from satisfied Sheldon Lathe users. Look into this 
“more sales” opportunity and you will find it pays to show 
Sheldon machine tools in the portable power tool department. 


Write for Catalog 


SHELDON MACHINE CO., INC. © 4244 North Knox Ave., Chicago 41, Ill. 
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Hose Clamps 
Corrosion-resistant, 
Vibration-proof 


\ new industrial hose clamp, known 
as “Gold Seal” worm dnive hose 
clamp, has been announced. 

\ccording to the maker, it is vibra 
tion-proof, designed for minimum in- 
stallation space. The body is elec 
tronicaliv welded to the band; the 
worm screw meshes perfectly with the 
band. Other features claimed include: 
screw is double coated and highly 
corrosion-resistant; head collar pre 
vents screwdriver from slipping out 
of slot. 

The new clamp comes packaged in 
boxes of ten to a size, or in bulk 
Available sizes will fit hose having in 
side diameters ranging from }-in. to 
24-in. Range of clamp adjustment 
varies from minimum diameter of 
-in. to maximum diameters of 2 #8-in. 

Murray Corporation, Towson, 
\larvland 


Punch Press 
18 Station 
Rotary Turret 


A new 18 station rotary turret 
punch press, said to punch any shape 
hole, has been announced. 

According to the announcement, 
the desired punch-and-die set is 
brought into position instantly by a 
rapid, manual turn of the turret and 





MACHINE 
BOLTS — 


Shop around for bolts? Not me! 


y» far and wide for bolts. But all too often we'd find ourselves 


» to locate a particular size or style 
Ww we Save time by getting all our bolts from Bethlehem. They've got 
such a wide range of bolts that it more than meets our needs. Bethlehem Bolts 


are well made, too. They're thoroughly dependable — good bolts in every way.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
. t Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


| Caiien ape 
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Another big step 
for MARSH 


Make no mistake about it: the 

developments presented in the 

advertisement reproduced above 

will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges telling them 


1. Marsh has perfected a new process — 
the ““Conoweld" process —for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit 


2. Marsh has developed a new copper- 
clad case — the ‘“Marshalloy” case — four 
times as strong and one-third lighter than 
a cast iron case, yet as non-corrosive as a 
plastic case 


Yes, the leader in the pressure gauge field 

has taken a still longer lead. The most 

acceptable line has become still more 

acceptable. It will pay you to push the 

line that provides so much extra sales 

leverage the Marsh line of pressure 

gauges, dial thermometers, refrigeration 

controls and heating specialties. 

Ask for latest catalog and price data. 
MARSH INSTRUMENT CO. 

Sales Affiliate of JAS. P. MARSH CORPORATION 

Dept. C, Skokie, i. 


— ‘ the e 
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GAUGES’ + VALVES + TRAPS 
OrAL THERMOMETERS 
HEATING SPECIALTIES 


locks into place with perfect align 
ment. Sets can be made to designs 
or are available in scores of round or 
irregular shapes and sizes up to 2-in. 
diameter. 

The new press is said to punch 
metals, plastics, cardboard, Po am 
leather and other sheet material. 

Rotex Punch Co., Inc., San Le- 
andro, California 


Measuring Instrument 


For Straight and. Tapered 
Plain and Thread Ring Gages 


A bench-type electronic precision 
measuring instrument for gaging lead, 
taper, straightness and concentricity 
of straight and _ tapered plain and 
thread ring gages, has been announced 

The new instrument consists of a 
rigid cast iron base (32-in. by 12-in. 
on which is mounted a rotating face 
plate, an electronic pickup stylus on 
i gaging arm that is adjustable verti 
cally on a column mounted on a ball 
bearing slide, a micrometer screw fo1 
use with precision end measures, and 
m electronic amplifying indicating 
unit 

Interchangeable ball point gaging 
tips, sizes 030, .050,. .0O80. and .125 
are supplied to permit the gaging of 
ilmost any thread 

Sheffield Corporation, Dayton, Ohio 


Utility Carts 
Fold Away For 
Easy Storage 


New fold-a-way utility carts for a 
variety of industrial operations have 
been announced. 

Model FC-5305, has a 5 bushel 
capacity; Model FC-5315 has a capac 
ity of 15 bushels. 

Features claimed by the maker in 
clude: fold-a-way construction for easy 
storage; easy removal of basket from 
frame; tubular steel frame keeps cart 
upright, open or closed; heavy canvas 
duck; easily maneuvered: solid ribbet 
tired and cast iron wheels: without 
canvas basket, can be used as utility 
hand truck 

Parker Sweeper Company, Spring- 


field, Ohio 
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IMPROVED 


new LOK-BLOK 
HANDLE CONSTRUCTION— 
TWIST AND IMPACT 
PROOF... Another 
Outstanding and 
Exclusive Feature... 

PLUS Chrome-plated Satin- 
finish Blades * Super- 

tension Gripper Fingers 

* Blades Finest Chrome 
Vanadium Steel * 

Hand Ground Bits 

* Unbreakable, 

Insulating 

Handles 


OH-BLOK 


Models for Slotted and 
Recessed Head Screws 


Specially Designed 
Bit Fits Both Récessed 


" T 
Flead lypes 


HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


ORDER THRU YOUR JOBBER 


: ;~ 
‘UPSON BROS., INC., Rochester 14, N. Y. 





THE MILWAUKEE BRUSH 


2212-36 NORTH 30th STREET 


INDUSTRIAL DISTRIBUTION «¢ 


YOU GET THE VERY BEST 
IN SERVICE FROM 


MILWAUKEE 


a one source supply 


for QUALITY 
INDUSTRIAL 
BRUSHES 


ALMOST 40 YEARS 


SERVING INDUSTRIAL 
Distributors 


% We have, over the years of rapidly changing con- 
ditions, continuously expanded and improved facilities, 
our equipment, and our service to keep pace with in- 
dustry’s growth. In maintaining our high standard of 
quality, brush uniformity and dependability have al- 
ways been accepted as a MILWAUKEE feature. 


An important part of our business is devoted to manu- 
facturing special brushes for specific needs. In this 
respect our engineering department is available at all 
times to render design assistance and in each case 
to give your customers a brush product that is tailor- 
made for the job. 


MANUFACTURING CO. 
MILWAUKEE 45, WISCONSIN 
SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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HORIZONTAL 


GRAVITY 
OR BELT, 
MODELS... 








You offer your customers the right 
conveyor for every job when you sell 


FARQUHAR CONVEYORS 


Versatile Farquhar Conveyors 
offer you a complete line to 
solve almost every conveyor 
problem! They're available in a 
wide range of types and sizes for 
portable, semi-portable and per- 
manent installations. Gravity and 
power-driven models are avail- 
able—either standard or specially 
engineered to your needs. And 


they’re backed by 37 years of 
Farquhar experience in conveyor 
engineering—plus the complete 
facilities of the famous Oliver 
Corporation! For details on a 
good profitable line to handle, 
write or phone: THE OLIVER 
CORPORATION, A. B. Farquhar 
Division, Conveyor Dept. F-46, 
York, Pennsylvania. 


°] 8'{3°2 FILL OUT AND MAIL COUPON BELOW 


Farguhar 


CONVEYORS 


THE OLIVER CORPORATION, 
A. B. FARQUHAR DIVISION 
Conveyor Dept. F-46, York, Pa. 


Gentlemen: Tell me more about the sales potential ot Farquhar Conveyors. 


NAME 


FIRM 


ADDRESS 
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Steel Tape 


New 12-Ft Length, 
White, Pocket Size 


A new 12-ft pocket-size white steel 
tape, marked off in inches as well as 
a foot-and-inch scale, has been in- 
troduced. 

Each tape is packaged in a cleat 
plastic Tenite box. The blade itself 
is of 4-in. wide, high-carbon steel, 
hardened, tempered and Bonderized 
Jet-black markings are printed on a 
white-enameled background. The end 
of the blade is fitted with a self-ad- 
justing hook which, according to the 
maker, automatically recesses to pet 
mit tape-end to butt squarely for in 
side measurements, and pulls out 
when hooked over edge of an object 
to accurately line-up the tape-end with 
edge of object to be measured. 


Evans & Co., Elizabeth, N. | 


MIR CYLINDER CUSHION CONTROL 
| n SPEED CONTROL 


Index Table 


Adjustable Air Speed 
And Cushioned Stop 


A new and larger air index table 
Model No. 1405, said to feature the 
cushioned stop and air speed adjust 
able to compensate for variations in 
load weights and diameters, has been 
announced. 

Ihe new table is claimed to be 
completely positive without backlash, 
skips or overruns. Either a 4, 6, 8 or 
12 station ring is furnished as stand- 
ard equipment but othe:s up to 30 
stations are made to order. 

Air Hydraulics, Inc., Jackson, Mich- 
igan 











Ask Your 


2 


Ads like this appear in Business Week and 


leading trade publications every month 








LYON Dealer 


e It’s so much more comfortable to get steel 
equipment the cool, calm, consistent way . . 
from your Lyon Dealer. 

He offers the world’s most diversified line 
of quality steel equipment, as his 76-page 
Lyon catalog will prove. (A few of Lyon’s 
1500 standard items are shown below.) Equally 
important, he can show you how to get the most 
out of steel equipment in terms of saved time, 
space and money. 

LYON Meta Propucts, INC. 
General Offices: 253 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill, and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 


aces 


Ae) 








bag BUSINESS-INDUSTRY- INS 
, STEEL KITCHENS for THE HOME 
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HERE’S WHAT A 


DEALERSHIP 
CAN MEAN TO YOU 


There are no two ways about 
it. The power tool market is a 
rich one. Plants all over the 
country are buying portable 
power tools in ever increasing 
quantities. MALL offers men 
who sell to industry a direct 
FACTORY-TO-DEALER 
plan ...a plan that puts more 
money in the dealer’s ket 
with every sale. MALL is a 
name your customers know. It 
is a name that has long stood 
for superb quality and com- 
plete satisfaction. Mail this 
coupon today and learn how 

ou can MAKE MORE 

ONEY SELLING MALL 


the finest most 
complete line of 


portable power tools 


on the market! 





D-A-T-E-§ 
TO REMEMBER 


Mar. 12—Regional Meeting, National 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Nether- 
lands Plaza Hotel, Cincinnati. 

Mar. 22-26—Western Metal 
gress & Exposition, Houston. 

April 1-3—Industrial Electrical Show, 
Shrine Hall, Los Angeles. 

April 11-15—Southern Hardware Con- 
vention, Hotel Roosevelt, New Or- 
leans. 

April 26-May 1—American Textile Ma- 
chinery Exhibition, Atlantic City. 

May 4-7—National Spring Technical 
Meeting, American Welding So- 
ciety, Hotel Statler, Buffalo, N. Y. 

May 5-7—Welding & Allied Industry 
Exposition, Memorial Auditorium, 
Buffalo, N. Y. 

May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As- 
toria Hotel and Madison Square 
Garden, New York City. 

May 17-20—Basic Materials Exposi- 





Con- 








tion & Conference, International 
Amphitheatre, Chicago. 





NEW LINES 
taken on by 


DISTRIBUTORS 





Te-Co. Inc., St. Louis, has been ap- 
pointed distributor for power trans- 
mission and conveyor lines of Link | 
Belt Co., Chicago. 

. G. Christopher Co., Jacksonville, | 
Fla., has been appointed distributor 
for the following companies 

e Gray Co. 
Minneapolis 
(Grayco equipment) 

¢ Robbon Backing Ring Co. 
Elizabeth, N. J. 





No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, s rooms, The en- 
tire stock of drills can be seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills. Huot’s built-in inventory 
system does away with cost sheets 

sales. 1414” long, 


—-speeds up 
7%" high, 74" deep. Hammerlin 


baked enamel finish over steel. 


Dispensers for: Fractional, number and 
letter drills. Write for catalog pages. 


HUOT MANUFACTURING CO. 


551 No. Wheeler St. 


By the 
makers of 


HUOT 
DRILL 
INDEX 


St. Paul 4, Minn. 








BIG ORANGE 
Shackles Have It! 


D 
Forged of Hi-STRENGTH STEEL 


40 Factor y-Owned Service Warehouses, Coast to 
0 Give You Fast, Dependadle Service. 


7982 $.C Ave. 
Cheer 18 Meas 


I want more information about MALL Deal- 
ership possibilities. 


(welding backing rings) 
e Aluminum Industries, Inc. 
Cincinnati 
(Permite aluminum paint) 
@ Atlas Press Co. 
Kalamazoo, Mich. 
‘ame (metal & woodworking equip.) 
The American Pulley Co. has ap- | 
pointed the following distributors | 
for its materials handling lines: 
© Clowe & Cowan, Inc. 
Amarillo, Texas | 


Ede Strong 


ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 


New Available in Sizes 


% 
SELF COLORED or GALVANIZED 
Write for 


Literature and 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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e Bernstein Bros., Inc. 


Paterson, N. J. 
e Stanley J. Leen Co. 
Portland, Me. WHA] EVER the JOB 
e Emest Equipment & Supply Co. 
Lexington, Ky. 
e Patron Transmission Co. 
New York City 
e Interstate Machinery & Suppl 
Co. 
Omaha 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. , | 
Business Survey Committee ae 











your customers 





Normal Pattern Seen 


Industrial activity at the year end ‘ gto re 
shows more of a normal seasonal pat- ; f 
tern. Business held at November ff 


levels through the first half of Decem- 


ber, but has since shown indications ; we iH 
of sharp declines in new orders, ac Blades 
companied by further production cut ad 
backs, continuing the narrow gap be You're ready to solve any of your 
tween falling order books and produc customers’ metal-cutting problems 
tion that was reported last month when you stock VICTOR Blades — there's 
Prices are leveling out, with no real one that’s best for the job to be done. 
show of strength. Inventories are There are other good reasons why it pays 
down again, and in better balance; in to stock VICTOR, too — 
fact, some have reached bottom. Em You're stocking a line sold only through 
ployment is lower, much of it at recognized distributors. 
tributed to the normal, seasonal de- You're stocking a brand known and preferred 
cline. Buying policy remains within for quality and uniformity for over fifty years. 
the short range of 60 days and under You have the help of trained factory representatives 
aking a look at 1954, purchasing who can help you answer your customers’ metal- 
executives seem to have more opti cutting questions. 
mism in the outlook than they hav« You have the support of consistent advertising, 
expressed in several months. By a lit year in and year out, in magazines your customers 
tle more than 2 tc 1, their estimat use in their jobs. 
are for industrial production and 
ders to halt the gradual decline and 


ey meg 
Ne pag uate and going “cosh | RCS Aaa) wicToR MOLYFLEX® 


most of the second quarter. N lal 
upswing is indicated, but the High Speed Blades 


dominant opinion is that business \ 





be fairly good for the period, although It will pay you to push How’s Your Supply 
below 1953. The approximately on Victor Molyflex High Of Victor Metal-Cut- 
Speed Hand and Power ting Booklets? 
Blades. There’s four Your customers can 
times the dollar profit in use them, and 
justments to be made, but with no de every sale for you — and they’re yours free 
pression in sight. more than four times the for the asking. 
cutting efficiency for 


third seeing a continuance of the de 
cline consider there are further ad 


As to prices, the large majority viev 


your customers. , 
is that more weakness will develop a y ' 
the fight for orders steps up alread 
sharp competition in a buyers’ market Inquiries Are Invited 
From Interested Industrial 


Plans for 1954 capital expenditure Distributors 
ire optimistic. Thirty-six percent fore @ 2222 SAW WORKS, INC., MIDDLETOWN, N. Y., U.S. A. 
cast substantially higher commitments c 
tor tes etm. And 28 semen’ te Makers of Hand and Power Hack Saw Blades, Frames and Metal and Wood Cutting Band Saw Blades. 
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Opportunity 


to cash in on the 
growing welding market! 


60% expansion seen possible! 


Tie up with Pa HL —the franchise that 
keeps you ahead in competitive selling! 


The Industry’s Most 
Complete Line! 


You have a chance to make a sale of P&H welding 
equipment wherever fabricating is done — wherever 
there's a maintenance job. There’s a prospect in al- 
most every plant or shop. 


A Line with More 
to Talk About! 


Only P&H welders have Dial-lectric Instantaneous 
Remote Control that lets operator adjust heat right 
at the work, as easily as tuning a radio. No hard- 
working cranks to turn, no moving parts to wear out 
and cause delays and maintenance expense. 


A Line That’s Pre-Sold! 


As many as a million sales messages a month in 17 
leading trade journals pre-sell your customers and 
prospects on P&H advantages— pave the way for 
your calls, 


Write for Details! 


If you can see the tremendous profit possibilities — 
and the prestige — in representing one of the world’s 
best-known brand names in welding equipment, 
write us for information regarding a franchise in 
your territory. 


HD weivine DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwaukee 46, Wis. 


Engii 
Arc Welder 
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Positioners 
2503 








spend the same amount as in 1953. 
The general comment of the 36% 
budgeting lower than 1953 is that 
capital goods projects started in 1952 
and 1953 are now complete or nearing 
completion. A few report waiting for 
more definite business trends to de 
velop before making set plans. Again 
this year, as in the 1953 forecast, the 
majority of planned capital expendi- 
tures is for modernization of facilities 
rather than capacity expansion. 


Prices No Stronger 


The industrial commodity _ price 
structure shows no more strength than 
in the past three months—slightly on 
the weak side. Price testing is increas 
ing, with many more quotations open, 
indicating a stronger trend to negotia 
tion of price and terms. Concessions 
have been small, but forward commit- 
ments are limited, as Purchasing 
Agents expect further weakness 


Inventories Down 


Production and maintenance in- 
ventories of purchased materials are 
sharply down this month, accentuat- 
ing the trend of the past several 
months. Part of this is the normal 
stock reduction for end-of-year inven- 
tories. Turnover rates are higher; items 
are in better balance with each other 
and with production schedules. Some 
report inventory liquidation goals have 
been reached. Over-all, industry ap- 
pears to be in a healthy position re- 
garding unworked material inventories. 


Pay Rolls Reduced 


Further pay roll reductions due to 
layoffs and lower working hours are 
reported in December. Holiday 
speed-up is over and inc istrial em- 
ployment is reacting to the more nor 
mal seasonal conditions. Unskilled 
help is generally available, as are skilled 
workers in several areas. Replace 
ments are either not being made or 
are on a more selective basis. 


More Hand-to-Mouth Buying 


In line with conservative inventory 
policy, price weakness, order and pro- 
duction cutbacks, and short lead time 
for delivenes, buying policy continues 
“hand-to-mouth” to 60 days for the 
majority of purchased materials. A 
very slight movement into the 90-day 
bracket is noted, not strong enough 
to indicate a change in the trend. 


Specific Commodity Changes 


Lower prices predominated the De- 
cember price movement. Percentage- 
wise, the reductions are very small— 
numerically, they outnumber the price 
increases. 


Reported up: Coated abrasives, co- 





“CW” STEEL PIPE | meets the exacting needs for 
Alabama's giant state coliseum 


Alabama Agricultural Center Board, Montgomery, 
Alabama. 
Sherlock, Smith and Adams, Montgomery, Alo. 
J. A. Jones Construction Co., Atlanta, 
Georgia. 
Butier and Cobhs, Montgomery, Alo. 
tractor J. M. Main, Montgomery, 
Alabama. 
Cowan Supply Co., Montgomery, Alo. 





Curving from the ground like the back of a huge turtle, the 
Alabama State Coliseum is the largest enclosed arena in the 
world. In order to build this enormous structure, which seats 
15,000 and actually “grows” as much as two inches on a warm 
day, materials had to be selected which would meet the archi- 
tect’s and contractor's exacting requirements. 

Spang CW Steel Pipe was chosen for this unusual project to 
insure a high-quality, reliable installation. The coliseum, which 
requires 9,800,000 Btu to heat when it’s empty yet needs a 
cooling system in operation when it’s crowded, uses Spang Pipe 
throughout for its gas lines, water lines and fire mains. 

Architects and contractors who demand highest quality 
products always know they can specify Spang CW Steel Pipe 
with confidence. That’s because the manufacture of Spang CW 
Steel Pipe is quality-controlled. Every phase of Spang CW Pipe 


manufacturing is subject to strict inspection, with close tem- SPANG-CHALFANT 


perature limits rigidly adhered to. and only top-grade steel DIVISION OF THE NATIONAL SUPPLY COMPANY 
going into the produc t. General Soles Office: Two Gateway Center, 
sg , P > Pittsburgh, Pennsylvania. District Sales Offices: 

When you specify pipe, specify quality . . . specify Spang Atlanta, Boston, Detroit, Houston, Los Angeles, 
CW Steel Pipe New York, Philodelphio, Pittsburgh, St. Louis. 
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For Volume Sales 


CONCO SPUR GEAR HOIST 


In capacities ranging from ¥%4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '/2-ton 
and 1-ton. Request bulletin 1520. 





CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 

Request bulletin 1510. 


LRANES MUUSTS 
CONCO ENGINEERING WORKS | 
Division of H. D. Conkey & Co., Diviston Street, Mendota, Ilinels = vd 


ee 





WIN those St ales 
You missed before 


plore 


PRESSURE BLOWERS 


Here is a reputable organization, not only supplying a 
complete line of Blowers designed to meet all the needs 
of your customers, but an organization geared to give 
you and your customers the service that gets you more 
sales. Made in standard or special sizes, these flexible, 
adaptable, quiet running dependable blowers will meet 
ALL the air needs in manufacturing plants, and really 
stand up in continuous service under the toughest condi- 
tions. We stand behind you to help you in every way to 
do a better job for your customers, hence a better job 
for your sales, whether you are a distributor's salesman, 
a sales manager or an executive. Write today for 
descriptive literature 

We can also supply heavy duty utility blowers with cast 
housings 


Cnila 112-114 Son WILSON AVE 
rT NORFOLK, VIRGINIA Nee 
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balt, paper bags, magnesium, mercury, 
parafin wax, soap, rosin, rubber. 

On the down side: Alcohol, am- 
monia, 1953 automobiles, benzol, 
coal, coke, cotton linters, gasoline, 
glvcol, grinding wheels, light fuel oil, 
linseed, soya and castor oils, sulphate, 
sugar, tin (up and down), textiles. 

Few items hard to get: Aluminum 
and magnesium extrusion, nickel, 
seamless pipe, polyethylene (but eas 
ing), structural steel. 


Canada Production Lower 


The Canadian reports, highly influ 
enced by seasonal conditions, reveal a 
marked lowering of production and 
new orders for December, quite a bit 
more than in the States. Commodity 
prices, however, are stronger and bet 
ter maintained. Inventories are de 
clining faster. Employment took a 
sharp slide-off, more so than in the 
United States. Buying policy, though 
of longer range above the border, 
shows definite signs of contraction. 
Opinion of 1954 is about in line with 
that of the States, except prices are 
expected to be firmer. Budgets for 
capital goods are higher than 1953; 
much of it for expansion. 





FROM THE 


om FILES 





| 25 YEARS AGO 


Peden Iron & Steel Co., Houston, 
reorganized its business into three 
divisions for industrial, oil well and 
hardware supplies. 


he three associations picked Atlantic 
City as the next convention site. 
A vote of National Association 
members favored the seacoast re- 
sort two-to-one over Chicago. 


R. M. Gattshall, advertising manager 
of Republic Rubber Co., launched 
a magazine campaign with 132 ads 
stressing the economic importance 
of the industrial distributor. 


The American Association installed 
itself in its new Pittsburgh head 
quarters under Secretary R. Ken- 
nedy Hanson. First major project 
of the vear was the reorganization 
of the membership into groups ac 
cording to lines 








25 Years Ago (Cont'd) 
MEANS THE BEST IN BAND OR HACK SAW BLADES 





The Lewis-Brown Co., Helena, Ark., 
sold its Memphis branch to Indus 
trial Supplies, Inc., a new corpora 
tion under T. H. Baker as president 


I'he National Association was con 
ducting a survey to determine the 
reasons for “lack of idequate net 
profits 


Ht. M. Harper Co. moved from Evan 
ton, Ill., to a new, larger 
Chicago 


Southern Supply Co., Dallas, pub POWER and 
lished a new catalog marking the EEO 
firm’s transition from a farm supply OM est ? HAND BLADES 
house to a general line industrial Ww 


distributor under its new president, 


A. P. Johnston 

New members of the National Asso 
ciation included: Chandler & Far 
quhar Co., Boston; Couch & Heyle, 
Inc., Peoria, Ill.; Kendall Hardware- 


Mill Supply Co., Battle Creek, 

Mich.; Barrett Hardware Co., Joliet, 

Ill.; and Iowa Machinery & Supply : The Rocket is the ideal all-purpose hack saw 

> blade. The balance between cutting ability 
Horse shoe nails were on their way and safety is perfect. The teeth are uniformly 

out, but not quite gone entirely. hardened, the back is semi-hard. This com- 

According to the Blacksmiths’ Pro- 

sective Association 16932 dealt bination gives you a blade that cuts, is flexible 

horses still pounded the pavements and safe. The Rocket will not shatter. Here is 

in Chicago. a blade that assures extra hours of safer 
Results of a National Association sur cutting. 


vey on distributor-manufacturer re : 
lations showed that distributors, for . : The Recket is available in both POWER and HAND 
the most part, liked to have manu BLADES — both ore Towgh, Flexible and Sate. 


facturers’ representatives make calls 
ilone. Said one: “After the manu 


facturer's man becomes familiar 
with the territory, we ask him as far a 
1S possible to work by himself.’ 7 4 


Others meationed the difficulty of petacit Ce MICHIGAN 


keeping manufacturers’ men busy 
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er arroy Srarros 


FOR SOLVING YOUR DRILLING 
& ANCHORING PROBLEMS 
NOW AND FOR THE FUTURE 


Mleways Epreeyy ARKO 


ARROFIUTE CARBIDE MASONRY DRILL 


f 
Seen 2 wx) 
LAG SCREW EXPANSION SHIELD TWO WING 


SPRING-TYPE 
TOGGLE BOLT 


- ) 
A-C-E EXPANSION SHIELD 


SPRING HEAD 


gi 
GE STEEL TOGGLE BOLT 


DOUBLE EXPANSION SHIELD 


; ; RIVETED HEAD 
TOGGLE BOLT 
4 
O-E EXPANSION SHIELD Ceqmmers} < 


LITTLE MAJOR TURNBUCKLE 


ni ) 


MACHINE SCREW ANCHOR FOUR-POINT HAND STAR DRILL 


~ 


THREE-POINT DRILL POINT 


STUD BOLT ANCHOR SS 


FOUR-POINT DRILL POINT 


a 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 


MAL-LEAD BOLT ANCHOR DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY ry 


1230 Boone Ave., Marion, Ohio y | 
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25 Years Ago (Cont'd) 





when too many came at one time, 
particularly on Mondays. All firms 
said they welcomed good manufac- 
turers’ men, but one noted, “Dis- 
crimination is necessary.” 


Edward P. Welles, president of 
Charles H. Besly & Co., and Mrs. 
Welles, sailed on a Mediterranean 
tour aboard the steamship Rotter- 
dam. 


The Noland Co., Newport News, Va., 
bought out the General Supply 
Co., Atlanta, Ga. 


10 YEARS AGO 


Alvin J. Wiliams, formerly of Chand- 
ler-Boyd Co., Pittsburgh, and au- 
thor of a booklet, “Teach Yourself 
to Box,” got a request from the 
Army for 20,000 copies. 


Mrs. Frank Pidgeon, wife of the then 
vice-president of Pidgeon-Thomas 
Iron Co., Memphis, smashed the 
traditional champagne bottle over 
the bow of a new LST in launching 
ceremonies at Jeffersonville, Ind. 


William Haseltine, of J. E. Haseltine 
& Co., Portland, Ore., was deep in 
community work as chairman of 
the Portland school board commit- 
tee. His main job: to pick a school 
superintendent from 67 candidates. 


‘aptain Charles Hodshon, on leave 
from Harry P. Leu, Inc., Orlando, 
Fla., completed 28 combat air mis- 
sions over Europe. 


Joseph A. Naylor, of J. M. Tull Metal 
& Supply Co., Atlanta, Ga., marked 
his 25th anniversary with the firm. 


Any hope that distributors would be 
included in broad Government 
plans to safeguard business against 
losses from cancelled war contracts 
went out the window as a Senate 
committee tabled a move to amend 
the Renegotiation Act. Industry 
leaders blamed pressure from the 
Administration and “demagogic” 
criticisms of business by a minority 
in Congress. 


Distributors were cautious about i 
war prospects. A poll taken by 
national manufacturer showed Ghat 
35% of distributors questioned ex- 
pected business a vear after victory 
in Europe to be equal to or greater 
than 1943, but 35% felt that sales 








SIMONDS 


ABRASIVE CO. 





Simons = (ila 
RESINOID BONDED aaa ate 
GRINDING WHEELS Pie ag 


with nea 
RED STREAK fea 
FLANGES aS 
make 
— 


for 
you 











ER 





ed ‘Ta ‘tee 2 SS inti 
2 Pa SIMONDS | es 

< ABRASIVE CO. all 
» _ 





PHILADELPHIA 37, PA. 


BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO + DISTRIBUTORS IN PRINCIPAL CITIES 


OTHER SIMONDS COMPANIES. SIMONDS STEEL MILLS, LOCKPORT, WY,, 
MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO., LTD. ARVIDA, QUEBEC 


DIVISION OF SIMONDS SAW AND STEEL CO. FITCHBURG MASS. « 


SIMONDS CANADA SAW CO. LTD 


hehe | i iam 


THREE BIG REASONS WHY 


Industrial distributors and their salesmen like to handle 
Bristol’s Hex Socket Cap Screws. 


Bristol's Hex Socket Cap Screws are quality products . . . 
at standard prices. Precision-made, with features that put 
them at the top of the market, Bristol’s screws are easy 
to sell. 


Bristol's strong distributor policy helps the distributor, 
directs business through him, protects his franchise. Dis- 
tributors get support from national advertising and hard- 
hitting direct mail programs. 


There's no delivery problem with Bristol’s Hex Socket 
Cap Screws. Adequate stocks are on hand to fill orders 
without delay—and the Bristol distributor can meet every 
demand for socket screws. 


No wonder it pays to be a Bristol distributor! 


10 Years Ago (Cont'd) 








would be only 66-90% of 1943 
volume. About 12% looked for a 
drop to 65% or less. 


“In the postwar period, the battle 
for sales will not be easy,” said E. J. 
Wilcox, vice-president of J. H. Wil- 
liams & Co. He urged distributors 
to tighten up on inventory records 
and sales analysis, and strive to 
eliminate direct shipments. Surplus 
disposal, he felt, was going to be a 
serious problem after the war. 


Arthur N. Klebes, of Smith & Klebes, 
New Britain, Conn., was elected 
president of the Connecticut Indus- 
trial Supply Club. 


Dwight E. Williams was elected presi- 
dent of the Elifeldt machinery & 
Supply Co., Kansas City. 


Chicago distributors reported in a sur- 
vey that manpower was their chief 
concern. They said deliveries had 
improved in three years of war and 
back order files were under better 
control. But half the firms con- 
sidered themselves understaffed. 


W. C. Teare, president of Sterling 
Products Co., Chicago, was named 
to head a panel of distributors and 
manufacturers to work with the Air 
Force on its cutting tools disposal 
project. 


Brammall Supply Co., Benton Har- 


bor, Mich., was purchased by How 
ard Ankli from Wallace S. Nichols 


The Doermann-Roehrer Co., Cincin- 


BRISTOLS “eas 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 


nati, changed its name to The Cin- 
cinnati Supply Co. on its 33rd an- 
niversary. 
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a All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


* 


Factory-Field Engineering Service 





Progressive Product Development 


On tough jobs... sales or service... R/M Factory 
Engineers work shoulder to shoulder with R/M 
Distributors in the field. On “special problems” 
R/M Field Engineers go onto the job, study the 
application and help the Distributor recommend 


the best possible installation to the customer. 


By providing sales assistance, R/M Field Engineering 


A Business Relationship that “Wears Well” 
pays off in repeat business .. . for Distributors. 


“More Use per Dollar” sums up the engineered 
qualities of R/M Industrial Rubber Products. “More 
Sales from Every Dollar of Selling Effort’ sums up 
the benefits of R/M’s Field Engineering Service. 


Strategic Warehousing, Dependable Delivery 


R SBER I VISION PASSAIC, NEY JERSE 


A 


MANHATTAN 


RAYBESTOS- MANHATTAN, INC. 


Aer rt 


Air, Woter, Steam Hose Oil, Suction Hose Industriol Fire Hose 





Flat Belts : Conveyor Belts 








/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 


Other R 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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No other valve like 


LONERGAN 


UNI-LINE 


41-W-200 SERIES 














Here's why this new 
safety valve is easy 
to sell... 


© @ Much Higher capacity per size, than any 
other safety valve 


© «a free-acting, self-aligning disc 


© a “tloating’ guide (readily adjustable for 
control) . . . assists in opening and closing 
action, as well as affording an additional 
self-aligning feature 


© a Dise and Disc holder of forged copper 
alloy, not castings. Briefly, these “‘fea- 
tures” offer the following advantages: 


Reduction in size of boiler opening required 
to mount valve, due to lerger capacity from 
smaller valve sizes—ond thus reduced cost of 
discharge piping. Reduction in boiler head- 
room. Reduction in shipping charges (less 
weight). Easier and more positive operations 


Easy replacement or re-conditioning of working 
parts (low maintenance) 


Available in sizes from 1%" through 6”, 
Lonergan UNI-LINE Valves are V & W Na- 
tional Board approved design . product 
engineered for economy. (A leading boiler 
monufecturer, same available, has tested, 
approved and highly appraised all claims.) 


Write for new descriptive literature 


Lonergan 
J. E. LONERGAN CO. 
ESTABLISHED 1872 


215 RACE STS., PHILA. 6, PA. 


196 








Do You Remember? 


(Answers on page 198) 





Why this prominent Middle Western 
distributor was so pleased with his 
new suitcase? 


Who comprised this threesome at 


| the Atlantic City convention of 1936? 


What sales manager of a well known 
Chicago house devised these signs 
to help his staff cut through wartime 
red tape (he later went to Washing- 
ton with WPB)? 
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TOOL 
ACCESSORIES 
A profitable 
line because 
universally 
accepted 


: Universal acceptance 
—— assures a profitable line 


Year after year distributors have relied on the 
ZIP line of T-bolts and accessories to serve the 
needs of their customers. By taking advantage of 
the universal acceptance among users of these 
items, you too will find the ZIP line a profitable 
one to handle. It will pay you to make “SELTZER” 
your source of supply for Zip Machine Tool 
Accessories. 

“Immediate delivery from stock, any quantities’ 





i ee en 


9 3 Ge 





DIAMOND 
WHEELS 


Sales distributor opportunity 


for complete line. Prompt 
delivery of finest diamond 
wheels available in all sizes 
for tool grinding. 

Nationally known manu- 
facturer increasing distribu- 
tion. Will appoint distribu- 
tors to specialize primarily 
in selling cutting tools to in- 
dustrial accounts. 

Write for details of our 
sales and service program in 
your territory. 








United States Diamond Wheel Co. 


1838 Illinois Avenue Aurora, Illinois 























LABORATORY TESTS PROVE 
POWER OF SPECIAL 
COLUMBIAN TREATMENT 





~- = 


— 


AN 
YF MY 


Treated fibres from mill-run sample 
in dish “A” ore sprayed with espe 
cially active spores of ‘‘green mold 

Untreated fibres in control dish “B 
ere olso sprayed 




















Two weeks loter, treated fibres in 
dish A ore still clean. Mold 
spreads rapidly over untreated fibres 
in dish “B,”” olready moking rope 
practically useless 





In this incubator at Columbion lobor- 
atories, mill-run somples of treated 
Columbian Manila Rope fibres are sub- 
jected to attack by “green mold” to 
give accurate check on each produc- 
tion lot. 


Since November, 1943, Columbian laboratory and production 
specialists have conducted intensive research and application 
studies on one of the most significant advances in rope-making 
history. 


Special lubricants had long been added to Columbian Manila Rope to 
reduce the friction of various types of tension. 


To these lubricants they now added a powerful new substance— 
one of several fungi-static materials evaluated in Columbian labo- 
ratories for arresting the growth of cellulose-digesting fungi, mold, 
mildew, and bacteria. 


The new fungi-statics had proved effective in thousands of laboratory 
experiments. They had been tested for all types of cellulose-attacking 
organisms found in soil, air, fresh and salt water. 


There now remained a final exhaustive series of tests—the 
analysis of used-rope samples and performance reports sent in by 
Columbian experts in all parts of the world. 


On the results of these analyses were based the many formulas to be 
used in the production of rope for use in various climates, trades, and 
conditions of handling. 


Ten years of reports have resulted in reliable standards of fungi- 
static protection. 


Now we can say with full assurance: 


Every foot of Columbian Manila Rope is adequately protected 
against decay for YOUR climate, YOUR uses, YOUR methods of 
handling! 


COLUMBIAN ROPE COMPANY 
Auburn ‘‘The Cordage City”, N. Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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Sell the ROUGH TOP 
that RATES TOP 
by Independent Test 


HERCULES SAFETY GRIP 
CONVEYOR BELTING 


Build sales with the belt that shows it can take the most 
slippery load up the steepest climb. Base your sales 
approach on this fact: in comparative tests with other 
leading makes Quaker Hercules was the only belt to 
carry cartons up an incline of more than 40°. Why? 
Because its rough surface has thousands of rubber tenta- 
cles that securely grip the most slippery materials—and 
because the live rubber construction of its friction side 
assures proper traction between belt and pulley. These 
facts add up to better performance for customers and 
better sales for you with Quaker Hercules. 


Belting, Hose, Packing and 


Moulded Rubber of every 
construction for every need. 


" QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 
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Oscar Iber of O. Iber Co., Chicago, 
was the proud owner of the new cow- 
hide. As retiring president of the 
Central States Mill Supply Associa- 
tion, he was presented with this token 
of appreciation for his two years of 
service by the group’s 1943 War Con- 
ference. 


Serious conventioners snapped in a 
hotel lobby at the 1936 triple meet- 
ing were C. D. Prutzman, of Rickard 
& Co., and S. W. Jones and P. B. 


| Auerbacher, of Jones & Auerbacher, 


Newark, N. J. 
e 


Paul Hartshorn, sales manager of H. 
Channon Co., Chicago, devised this 
sales aid designed to save time for 
the inside force in the harried priori- 
ties era of World War II. He later 


| (1943) went to Washington to serve 


in the Industrial Supplies Section of 
the War Production Board. 





Operations Idea— 
Can You Use Any? 





Pencil Sharpeners 


A little thing like a pencil sharpenet 
can be a source of irritation, unseen 
but felt by the entire office force. A 
manufacturer is offering a manual 
titled “Pencil Sharpeners” which 
doesn’t contain any advertising but 
lets you know (1) The wood-case pen 
cil is here to stay; (2) what office work 
ers had to say about pencil sharpeners 
in the offices where they work—some 
news for office managers and purchas 
ing agents; (3) how many kinds of 
pencil sharpeners there are and why; 
(4) how to get the best buy for your 
situation; (5) how pencil sharpeners 
should be installed, used and main 
tained for best results and longer life. 
All in the interests of better employee 
morale and greater efficiency, the 
booklet is free. (C. Howard Hunt Pen 
Co., Camden 1, N. J.) 


Telephone Dictation 


You might be curious on how other 
businessmen (we know of one indus 
trial distributor) have found telepnon« 





dictation as a lower-cost, greate1 pro 
ductivity factor in their departments 
“Now We Really Get Things Done 

a big 12-page, full-color book! 


; 


ibout a system utilizing a cent 


cording unit to which you are di 
rectly connected by a special individ 
ual “telephone”. It describes how the 
system works—giving a first-person a 
uunt of a whole staff of people in a 
tvpical firm, and their application of 
the system to specialized task In 
vestigation might help you k 
orrespondence unit cost. The 
let is free. (Audograph Ce 
York, 521 Fifth Ave., N 
City 


Package Tape Dispenser 


Something to speed up taping out 
going packages has been deve loped by 
a manufacturer in the form of an en 
tirely new type tape dispenser that 
moistens and _ applic ny : 
gummed tape directly to the 
It is claimed that it is no longer nec 
sary to carry heavy cart 
tionary dispenser. The disper 
portable, weighing only 24 
fore loading. You can pick it u 
it anywhere to seal the cartor 
also handy to reseal broken 
which arrive in the shipping 1 
have to be stored as surplus 

Loading is made easy by self-raising 
cover. Closing automatically threads 
tape [There are no gears, ratchets, 
motor, or intricate mechanism of any 
kind. The dispenser automatically 
measures tape as it is applied to car 
ton. Start tape strip and stop it ex 
actly where you want it. (Roll-On 
Sealer Co., Antioch, III 


Reset Counter 


Order control, quality control, stock 
control, trafic control, sales analysis, 
and payroll preparation are some of 
the uses for a new counter designed 
for manufacturers, distributors, res 
taurants, mail and phone order de 
partments and supply houses. It is a 
new multiple unit reset counter. Ar- 
ranged compactly on stands in tiers 
up to 6 high and 12 wide, as many as 
72 individual units can be used to 
obtain numerical break-downs of parts, 
portions, products, people, money by 
specific denominations or anything 
countable. The number by the num- 
ber of items or variables to be 
ounted. 

Operation is simple. Fingertip pres 
sure on front lever registers each count 
from one to 9999. A reset knob re 
turns all counters in any tier to zero 
instantly with one complete turn of 
the reset shaft. Immediately over the 
reading line are panels for inserting 
descriptive legends desired (colors, 
sizes, denominations or names of the 


INDUSTRIAL 


DISTRIBUTION 


guarantees 
quality performance, 
broader range 
of standard sizes, 
complete line, 
price and delivery 
second to none. 


Lal 


“The Reamer Specialists 


LAVALLEE & IDE, INC. 


CHICQ@PEE, MASS: 
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type of unit to be counted). Salesmen 
can do their own sales analysis break 
downs (key lines by customers, cus 
tomers by key lines) at home with 
these units. (Veeder-Root, Inc., Hart- 
ford 2, Conn.). 











Travel Sales Incentives 


Here’s a firm that offers its travel 
services to distributors wishing to give 
sales incentive prizes. It will set up 
a trip to famed tourist attractions 
throughout the world as a means of i 
| stimulating sales personnel to attain 

selling goals. The firm will help you 

plan, create the promotion and handle 
every detail of a travel incentive cam 
paign. It provides these services at 
no extra expense beyond the actual 











Because they have many easily recognized advantages over other units offered 
for the same applications, these specially designed assemblies provide a real 
opportunity for increased Distributor sales and profits. Backed by Mulconroy's 67 













years of experience in the Industrial Specialties field, they are designed to assure cost of transportation and hotels. 
the utmost in convenience, safety and durability. (Cappel, McDonald & Co., Dayton, 
Ohio.) 
Projector 


7 STEAM CLEANING 
HOSE ASSEMBLY... 


Light in weight and extremely flexible. Ready to 
install on Jenny Machines and similar units used 
for cleaning grease, oil and dirt from automobile 


Continuous showing of 16 mm. 
movies of the products you handle, 
right in the counter sales room or dis 
play room, is now possible with a new, 
portable projector designed to make 





chassis and other equipment by steam at pres- 
sures up to 200 Ibs. Heat resistant tube; braided 


galvanized steel wire carcass; wear resistent 


synthetic rubber cover; outer half-round steel wire 
Coupling on 


spiral “Holedall”’ both ends. 








FLUE or TUBE CLEANER 
HOSE ASSEMBLY... 


Two styles—for air (Style F-A, illustrated) and 
steam—for all still flue and boiler tube cleaning 
Either style available with layer of woven asbes- 
tos, as shown, under outer spiral, for extreme 
external heat conditions. Regularly furnished with 
“Holedall” Coupling one end and “Mulconroy”’ 
Male or Female Coupling other end. Streamlined, 
no-clamp “‘Holedall” Coupling at the cleaning 
end is particularly advantageous—no projections 
beyond outside diameter of hose 


THE “HOLEDALL” COUPLING 


picture clearly visible in an undark- 
ened room. The unit is a projector 
and screen and will show up to 1600 
ft. of film (44 min.) on a 13x18 in. 
screen by rear projection. Looks like 
a television set, it will repeat a film 
continuously for up to 200 hrs. with 
no rewinding. Or, by means of an 
automatic stop at the end of the film, 
it may be set to run only once and 
repeated by pushing a button. The 
manufacturer says that it is being car- 
ried by salesmen in the portable case 
and is in active use at industrial con- 
ventions, exhibits and sales meetings. 
(Triangle Daylight Motion Picture 
Projector Co., Skokie, Ill.) 


Moving Platform 


To meet the need for a lifting unit 
on which a man may raise and lower 
himself—to reach high shelves or mez 
zanine stores—a manufacturer has in 
troduced a new device which might 
solve some of your high-reaching prob 


With a ca- 





A coupling of the pressed-on type, but entirely different from others in both design and method of 
attachment. No clamps are used. Instead, a three-way gripping arrangement assures stronger holding 


power than conventional clamps can provide. Cut-away view (right) shows how coupling is anchored 
to hose. Because entire hose structure is utilized, hose will withstand continuous flexing to an unprec- 


edented degree. 
Write for Complete Tnfornmation 


lems in the warehouse. 
| pacity of 500 Ibs. and a platform 
36-in. by 60-in. and removable pipe 
railings, “The Bootstrapper” is a can- 
tilever type elevating platform with a 
hand winch mounted on the carriage 
permitting the operator to raise and 
lower himself while standing on the 
platform. Ideal for reaching electric 
light fixtures for bulb or tube replace- 
















"MULCONROY Siar... WHERE OTHERS " Oe ments, high shelf stock, or other 
things. The device has caster steer « 
with a  foot-operated floor lock 


mounted between the swivel casters. 
(Service Caster & Truck Corp., Al- 
bion, Mich.) 
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TOP QUALITY | 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . .. discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
to get all the facts. 


€-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
- C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 





Sales and Service in the Principal Cities of United States ard Canada 


Built-in High Pressure and Low Pressure Carbon Dioxide 


Type Fire Extinguisinng Systems 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 


Bultt-in Smoke and Heat Fire Detecting Systems 
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You sell 


“More for tke money” 


UNIONS 
... for example: 


through the 
f 55,000 


“PORE” in service life 


use of air furnace malleable iron 
psi tensile strength 


“MORE” in assured 
through air-testing every union before ship 
ment 150# under liquid 


performance 


“MORE” in security and tightness 
through a ball joint of true spherical con 
tour 


“MORE” in dependability, through an 
exclusive recessed brass seat located in a 
fully protected position away from the 
pipe line 

“MORE” in care-free service, through 
seat rings cut from special brass tubing and 
press-fitted securely into machined chan 


nels 


and with JEFFERSON 


a “MORE” complete line including 
Unions, Union Elbows and Union Tees in Jef- 
ferson 300%, Excel 250% and Master 150+; 
also Flanges in Jefferson 300% and Unions in 
Enduro 300%. All lines also available with 
all-iron seats. Underwriters approved. 


Get full details about the Jef- 
ferson line and its outstanding 
importance as a single source 
of supply for all types of pipe 
unions. 


JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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Small Parts Storage 


Order filling of small parts demands 
can be simplified with the use of glass 
jars which rotate on stands. Manu- 
facturer claims that small parts can be 
stored for vears (not that you’d want 
such a slow turnover) without corrod- 
ing. Screws, nails and small low-car 
bon steel parts were put in six eight 
ounce jars in a basement storage 
where the average relative humidity 
varied between 80 and 95 percent. 
At the end of the fifth year, parts in 
three of the six jars were still free 
from rust. Not until the end of the 
fourth year was even slight oxidation 
found on parts in any of the jars. Yet 
the jars were opened for inspection at 
frequent intervals throughout the test- 
ing period 

Three typical rotary stands store 
various quantities of 198 different 
small parts in individual jars within a 
three feet square and 
one foot deep. Each item is easily 
iccessible and clearly visible. (Union 


Metal Mfg. Co., Canton, Ohio 


space of only 


Photocopy Process 


If you're bothered by demands for 
more than one copy of an invoice and 
like to create your own direct mailing 
pieces or would like to do more copy- 
ing of material instead of having it 
transcribed, you may be interested in 
new dry process photocopy equipment 
just introduced It can reproduce 
clear, sharp photocopies of letters, de- 
sign sketches, advertising layouts, book 
pages, catalog pages, manuscripts, pur 
chase orders, bills of lading, invoices 
or any other original material in less 
than a minute. It produces prints with 

lear white background due to careful 
balancing of emulsion and the process- 
ing solution 

rhe new line of equipment and ma- 
terials encompasses a complete range 
of printing and processing equipment, 
specially coated papers and a single 
special processing solution for making 
copies by the “transfer” 
process. Featured is a new flat-bed 
printer so compact that it takes up less 
space than a typewriter (54 in. high, 
bed 9 by 15 in.) and vet capable of 
printing copies of such bulky material 
as books, bound catalogs. 
Single movement closes printer, turns 
on light and exposes paper. (Peerless 
Photo Products, Inc., Shoreham, L. I., 
New York 


“drv”” on 


records, 


Hydraulic Loading Ramp 


\ hydraulic operated loading ramp 
designed to speed up movement of 
merchandise from loading dock to 
truck consists of a or 8 ft. long 
hinged section of the loading dock 


DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 





YVYVYS 


Most popular package is 8 oz. can with brush 
in plastic cap. Simply brush on, right at the 
bench; ready for the layout in a few minutes. 
The dark blue background makes the scribed 
lines show up in sharp relief, and at the same 
time prevents metal glare. increases efficiency 
and accuracy. 


Write for full information. 


THE BYKEM COMPANY 


2305A North 11th St. St. Louis 6, Mo. 
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FLUX 


t_ SINCE? 
Ss XS, 


SOLD THRU DISTRIBUTORS 
For ALL SODERING—WELDING— 
BRAZING PROBLEMS 


¢ Sodering Paste — Sodering Sticks + Sodering 
Oil «+ Sedering Flux «¢ Stainless Steel Polish 
* Sodering Liquids « Sodering Syrup « Sodering 
Acid «+ Solid Sal Ammonia «+ Send for Free 
Sedering Chart which shows melting point of al! 
soders. 


LB. ALLEN CO. Inc. 
6734 BRYN MAWR AVE 
on ilew-4clome hmm at 











which can be raised 12-in. above or 
lowered 12-in. below the dock level 
[his permits ready connections for 
loading purposes with almost any 
height truck floor. Hydraulic operated 
piston under the moving end of the 
ramp has lifting capacity of 5 or 10 
tons (two sizes). Ramp is controlled 
by simple movement of hand lever 
located either at dock’s edge or: re 
mote point 

Loading ramp cylinder is powered 
by electric motor driven pump. Oil 
reservoir is such that up to 14 ramps 
may be operated through the central 
system. (CEMCO Industries, Inc.., 
Galion, Ohio.) 


Tractor Speed Control 


The manufacturer of the Work 
saver tractor has developed a_ third 
speed control which, it is claimed, 
doubles the speed range. Flexibility in 
operation of the tractor has been 
ichieved as the driver may ride or, in 
first and second speeds, walk along 
controlling the rate of speed by finger 
touch cams in the handle Chird 
speed is actuated by pressing a spring 
loaded floor button. When the opera 
tor releases this floor button, the auto 
matic control drops the drive unit 
smoothly into second speed Che 
range of speeds now available, the 
manufacturer says, increases operating 
efficiency of the tractor particularly in 
warehouses and on loading docks. The 
compact size of the tractor permits 
easy operation in restricted areas and 
its comparatively light weight enables 
it to operate in areas where floor load 
capacity is limited The Yale & 
Towne Mfg. Co., Yale Materials Han- 
dling Div., Philadelphia, Pa 


Tailgate 


An interesting and useful adapta 
tion of the familiar hydraulic operated 
tailgate has been announced by this 
manufacturer. By mounting the regu 
lar tailgate mechanism and platform 
on a sturdy base, which can be port 
ible if desired, those “heavier-than-a 
man-should-lift’”’ loads can be hoisted 
safely to a 60-in. height—to perhaps a 
onveyor, or simply to a higher point 
[he platform rests six inches above 
the floor in lowered position. Accord 
ing to the manufacturer, the load can 
be stopped and held securely at any 
point on the way up or down. Thé 
operator can ride with the load and 
move it readily from the platforn 
desired. The capacity is 2,000 Ibs. for 
the small unit and 4,000 Ibs. for th 
large one. The unit comes complete 
no installation required. (Cem fF 
dustries, Inc., Galion, Ohio 


precision tools in % al 
first, i: . 


fel ge ltl 
screw driver 


What an advantage you have when you stoc 


then, it's a 


fel gel el 
wrench! 


. N 


the Apco Torque Tool line! This company 
has a solid reputation for reliability, which 
it has guarded jealously over the years. But 
over and above that... Apco is an aggressive, 
sales minded organization which gives you 


tools with real sell-ability. 


The torque driver illustrated 
above is a good example. Use it 
with a bit for driving screws where 
tension must be measured accur- 
ately. Change from bit to socket 
adapter, and this flexible tool be- 
comes transformed into a preci- 
sion wrench for tightening any nut 
upto 100 inch pounds. What’s more, 
it offers the extra advantage of get- 
ting into tight quarters from a-ver- 


tical, stand-off position. Available 
in 13 size ranges — in inch grams; 
inch ounces; and inch pounds. 
Stock these versatile Apco Moss- 
berg tools that are so easy to sell; 
so hard to sell against. Write to 
Apco Mossberg today for descrip- 
tive literature on the complete line 
of high quality Apco automotive 
wrenches and original equipment 
tools. There is no obligation. 


ATTLEBORO, MASS. 
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LOCK OUT 


SABOTAGE" 


As America girds for the “Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected agains? loss, 
corelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gotes must be locked— 
SECURELY. You do your customers 
@ favor when you remind them 
of these security measures and 
recommend 


Master 


Built Like a Bank Vault Door! 
Laminated steel cose for powerful 
protection, world’s strongest con- 
struction . pin tumbler security 
. precision brass cylinders for 
long life and easy action 


Master [pck Company 


Milwaukee 45, Wis. 


Special service 
on master 
keyed and 
keyed-alike 
sets for 
industry 


+ 














\ World’s Leading Padlock Manufacturers / 
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Have You Heard This? 





Fair Warning 


“In the language of atomic physics, 
we are probably approaching the ‘criti- 
cal mass’ in our accumulation of sur 
pluses. The symptoms are rapidly de- 
veloping. ‘The public knows about 
wheat surpluses and butter surpluses, 
but there are many more, and every 
one is a potential bomb-shell. Will 
the disposal of these surpluses have an 
effect like the atom bomb, exploding 
with devastating force, 1929 all over 
again only many fold worse, or will 
the disposal be like a controlled re 
lease of the power of the atom? 

Our great productive capacity can be 
either destructive or creative. If we 
have not learned how to handle pro 
ductivity, vintage 1930, how shall ‘we 
be able to deal with the productive 
capacity of atomic power which seems 
about to dawn on’ our economy?” 
Leslie F. Robins, “Atomic Prices,” 
THE CHICAGO PURCHASER, Oc- 
tober 1953. 


A Business Obligation 


“Now speaking as a corporation ex- 
ecutive, although not officially as a 
representative otf the company with 
which I am connected, I want to say 
emphatically that—in my opinion— 
every American business has a direct 
obligation to support the free, inde- 
pendent, privately endowed colleges 
and universities of this country to the 
limit of its financial ability and legal 
authority. And unless it recognizes 
and meets this obligation, I do not be 
lieve it is properly protecting the long 
range interests of its stockholders, its 
employees and its customers”—Irving 
S. Olds, United States Steel Corp., 
quoted in the Marquette University 
Memo. 


What is Normalcy? 


“The number one worry of U. S$ 
businessmen is a ‘recession.’ But the 
strange fact is that nobody seems to 
know exactly what a recession is. The 
word is as hard to define as love. One 
trouble is that such expressions as 
‘depression’ and ‘recession’ have be 
come bad words, particularly among 
politicians, and are never to be used 
if a nicer word can be found. Thus, 
a whole new vocabulary has evolved. 
In the new jargon, a recession can be 
a ‘rolling readjustment,’ a ‘correction,’ 
a ‘slippage,’ an ‘easing,’ a ‘mild dip,’ a 
‘downswing,’ a ‘normal adjustment,’ 
a ‘leveling off,’ a ‘slight downturn,’ a 
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‘lull, a ‘return to normalcy,’ or a 
‘thingumajig.’ These euphamisms, of 
course, also defy definition. What, for 
instance, is a ‘return to normalcy,’ 
when for decades no one has known 
what economic normalcy is?”—Time, 
Nov. 3, 1953. 


First Impressions 


‘It’s hard to over-emphasize the im- 
portance of the first step in the sales- 
building process. The sales world, un- 
fortunately, is full of fast talkers and 
shadow boxers. Buyers are wary, and 
properly so. They've listened to a lot 
of tall stories. 

“Thus they are usually on the alert 
it the first contact to ‘size up’ and 
catalog the salesman—as a_peddler, 
a hot-air artist, a man who can and 
who wants to be helpful to the pros 
pect company, or just a nice guy who 
has nothing reai to offer. 

“This first impression is likely to be 
a lasting one. It can work to the sales 
man’s advantage or it can create an- 
other hurdle, sometimes an _ imsur- 
mountable one.”—Alan E. Turner, 
late president, Amercoat Corp., Sales 
Management, Oct. 1, 1953. 


Enthusiasm Isn’t Beer 


“If sales trainers would get over 
the idiotic idea that enthusiasm is 
something you can turn on and off 
like keg beer—if they even knew the 
definition of enthusiasm, it would 
help. If they would stop confusing 
enthusiasm with animation and ex- 
citement they might really begin to 
do something about getting the men 
they are training to display enthusi 
asm. ... You can’t make your sales 
men enthusiastic by telling them, “Be 
enthusiastic,” but you can make them 
enthusiastic about your product by 
showing them that it will perform 
miracle for users.”—Percy H. Whit- 
ing, managing director of Dale Ca 
negie Sales Courses, “Four Ways t 
Fire Your Salesman—with Product 
Enthusiasm,” PRINTERS’ INK, O 


tober 16, 1953 


Engineer or Spellbinder? 


“. . . Engineers look upon salesmen 
as an entirely different breed of hu 
mans. They have been led to believe 
that a salesman is either some kind 
of a silver-tongued spellbinder, or a 
sycophant who must kiss the foot of 
the customer. They simply cannot 





YOU EXPECT THE BEST VALUE FROM G-E FLUORESCENT LAMPS 


HE film of water that condenses on a fluorescent lamp 
a . Ps: in wet weather is so thin the lamp hardly feels damp. 
Invisible coating ca Still, it can connect the ends of the lamp and set up a mini- 
ature short circuit. It doesn’t injure the lamp. Just steals 
‘ enough current so the lamp is slow in lighting. 
helps hew G-E There’s one fluorescent lamp, though, that doesn’t get slug- 
gish in moist air: the General Electric Rapid Start Lamp. 
° 4 It has an invisible coating of General Electric silicone, 
Rapid Start Lamps | called Dri-Film*. The photo shows what it does to water on 
; the lamp. Makes it stand up in separate drops. In between 
° * are dry areas that break the electrical contact. The short 
light faster » circuit doesn’t get started. The lamp does. 
a G-E Dri-Film* doesn’t rub off. It’s an example of why you 
expect the best value from G-E fluorescent lamps. For free 
| booklet, “Facts About Rapid Start”, write to General Electric, 
Dept. 166-ID-2, Nela Park, Cleveland 12, Ohio. 


Pa 
a 
Rese 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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NATIONALLY ADVERTISED 
SHIM STOCK 


2 ty Spratt Re 


Advertised to your customers in 


SOLD ONLY 
THRU DISTRIBUTORS! 


Protected territories... fair prices... 
top quality packaged shim stock in 
both brass and steel. Here's a long- 
tun good will builder f ! 
g wi vilcer for you EASY TO USE! 


Customer just snips shim stock 
from 6” x 100° roll. Gauges 


to suit the customer's choice. 











MANCO STEEL STRAPPING 








CUTTER 


Potent Number 264890! 





The lightweight Manco Strap Cutter is a 
real time and effort saver for shipping and 
receiving rooms, warehouses, freight trans- 
portation companies, etc. Wedge-shaped 
bottom jaw easily slips under the tightest 
Manco Stee! Strapping Cut- bound strap. Entire tool made of tool steel 
ter. Weight—1 Ib. Length— forgings with special heat treatment on cut- 

9”. Capacity 4%" x .035 ting edges. 

strapping. Mailing stuffers available free of charge. | 
Write for Complete Information 


Dept. 1D-2 





e BRADLEY, ILLINQIS 
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picture themselves in such a field of 
activity, and they shun any oppor- 
tunity to work into it. Little effort 
has been made to enlighten these 
people regarding the real work of the 
salesman. I say to you: There are 
enough technical men with selling 


| ability to go around. Most of them 
| don’t know they have it’—John F. 


Crowther, Stauffer Chemical Co., in 
a talk before the Second Chemical 


| Sales Clinic, New York City. 


Just Between Us Texans 


“It is my reasoned opinion that 
Houston, Texas, has the brightest 
prospects of any city of the modern 


| world. .. . The industrial world of the 


next cycle is obviously to be dom- 
inated by vast new chemical indus- 
tries. In this fantastic new world of 
chemicals—synthetics, plastics—Hous- 
ton simply has no rival. . . . Houston 
is the very living heart of the world 
that is coming into existence during 
this century”—Dr. R. H. Montgomery, 
in a survey of potentialities for the 
Houston World’s Fair. 


Statistics and Pitfalls 


“In recent years, management has 
begun to realize that the accumulation 
and intelligent interpretation of broad 
economic data—that is, material that 
goes over and beyond that developed 
within their own companies or indus 
tries—is becoming a most important 
tool in helping to conduct an enter- 
prise efficiently and profitably. These 
data—generally in the form of statis 
tics—are actually the facts of our eco 
nomic existence, indicating to us what 
we are doing and where we are going 

“This relatively new and fascinating 
phase of business operation—that is, 
the use of statistics and other eco 
nomic data for projecting corporate 
plans—still offers a lot of pitfalls for 
the unwary, and the impetuous and 
the innocent. It will never solve all 
the uncertainties and it will never re- 
place sound judgment, intelligence and 
a certain amount of daring in the busi 
ness man, 

“But it can—and is—giving him a 
better climate in which to exercise 
those basic qualities, and is equipping 
him better to cope with the unpredict 
able situation that will arise in human 
institutions’—Paul V. Farrell, Maid- 
Continent Purchaser, Nov. 1, 1953 


Creativeness Rubs Off 


“The creative sales manager should 
realize that few of his salesmen have 
the potentialities of creative growth 





that he himself has. If they had, they 
probably would have his job. So, call 
t creative salesmanship, go-getting, 
sales imagination or whatever you 
vant, it is a quality and a condition 
that can go only where an imagina 
tive sales manager has the ability to 
translate his enthusiasm to his sales 
man and to draw out the quality of 
imagination in his salesmen’”—C. B. 
Larrabee, publisher, PRINTERS’ 
INK, in a talk before the American 
Chemical Industry Salesmen’s Asso- 
ciation 


Spread Out, or Else 


All atomic weapons are area 
sweeping devices. The basic defense 
is to minimize the resources that can 
be destroyed in any given area. Den 
sity reduction is not a thing to be 
wchieved overnight. But over th« 
vears and the decades the countrn 
can grow into the new pattern. For 
tunately, there is already a trend in 
this direction: People are swarming 
uit of the cities into the suburbs 
ndustries are decentralizing plants 
But it will take intelligence and 
planning to push the trend along and 
to speed it, to prevent backard move 
nent Government regulation and 
industrial policy should both be de 
signed to throw every possible ob 
stacle in the wav of any action that 
increases density of population ot 
industry at any point to give every 
possible encouragement to moves 
that reduce density’—EDITORIAL, 
Business Week, Oct. 10, 1953 


What's in a Title 


“Don’t strut because vou have a 
title or a high position in your firm. A 
title doesn’t mean anything to anv one 
except to you. Usually, to others 
means that somebody in your firm 
made a mistake which will be rectified 
later’—Dr. McFarland, General Mo 
tors Corp., in a talk at White Sulphur 
Springs 


Figures Will Prove Anything 


You can prove anything with 
hgures. I read a story th tl 
ibout a logging camp that had 50 | 
ermen in it and two femal 
One of the lumbermen ma 
the cooks; and when the news g 
to civilization, it started a gt 
dal. The storv was that tw 
the men in the camp had m 
it of the women | 

ut orrect but the 

ttle of’—Don Ande, 
Jones & Laughlin St 
se Division, in t 


+ aly 


COLUMBIAN VISES 


SLEDGE 
TESTED 








COLUMBIAN MALLEABLE IRON CASTINGS ARE GUARANTEED UNBREAKABLE 


complete line means more sales 


Machinists’ Vises «* Pipe Vises 
Hydraulic Vises « Bench Vises 
Woodworkers’ Vises 


The Columbian Vise & Mfg. Co. 


crlevVvetanwoD 4, Ontgd 


SLEDGE-TESTED 
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THERE'S 


REAL MONEY 


IN THIS 
COMPLETE LINE 
FOR EVERY 


Shaw keee’ 
DISTRIBUTOR 























Profit is a combination of many elements that produce sales. ‘“‘Shaw-Box" 
Distributors provide the quality distribution. We supply the quality prod- 
ucts. Behind both is a sales policy based on the complete cooperation 


that stems from mutual understanding. 


in recognition of the problems inherent in quality distribution, we do 
everything we can to make the sale of ‘Budgit’ Chain Blocks and other 
lifting specialties easy and profitable. All our load-handling equipment 
has advanced engineering and operational features that give ‘‘Shaw-Box" 
Distributors unequalled sales advantages. We train distributors’ salesmen 
theroughly in ovr production techniques and the proper application of our 
products — and give them the help of our field organization. We supply 
practical sales tools and effective sales promotional materials and back 
ovr distributor organizations with a consistent advertising program. 
We set up a profit margin that makes the entire ‘‘Shaw-Box’’ Line 


highly desirable. 


Results prove that “Shaw-Box" Distributors are doing an outstanding job. 
They can be sure we will continve to supply the products and provide 


the incentives essential to their future success. 





Shaw-Box Crane & Hoist Division 
Muskegon, Michigan 


] 
MANNING, MAXWELL & MOORE, INC. 








OBITUARIES 





George W. Eckhardt 


George W. Eckhardt, 
John H. Graham & Co. 


George W. Eckhardt, vice-president 
of John H. Graham & Co., New York 
City, and one-time secretary of the 
National Industrial Distributors Asso- 
ciation, died suddenly January 1 in 
New York. 

Mr. Eckhardt started his career with 
Bindley & Co., Pittsburgh wholesale 
hardware firm. He later joined Henry 
Disston & Sons, where he held several 
executive posts, including that of sales 
manager of the hardware division. He 
was also at one time sales manager of 
the Miller Lock Co. 

Mr. Eckhardt was secretary of the 
National Association in the 1930’s. He 
left to join John H. Graham in 1937 
as general sales manager. Shortly aftter 
he became vice-president of the firm 

He is survived by his wife and a 
daughter, Mrs. Barbara Goodwin 


Alix W. Stanley, 
Stanley Rule & Level 


Alix Welch Stanley, 81, one-time 
president of the Stanley Rule & Level 
Co., predecessor of The Stanley 
Works, died Dec. 27 at his winter 
home in Ponte Vedra, Fla. 

Mr. Stanley’s first job was with 
Worthington Pump Co. He became 
secretary of Stanley Rule & Level in 
1900, and its president in 1911. After 
sales of the firm to The Stanley 
Works, he became president of Stan 


ley Securities Co., a holding company 
A resident of New Britain, Conn., 
tr manv vears, he gave to the com 


Shaw-Box"’ and ‘Load Lifter’ Cranes, "Budgit’ and ‘Load Lifter’ 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ 
Safety and Relief Valves. ‘American’ Industrial Instru 

fo 


sts and other lifting specialties 


A 
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munity a large section of land, part 
of which had been Colonial grants $ t LL THE 
to the Stanley family for Colonial and 


Indian wars service. It is now occu- 
pied by a municipal golf course and 


park. In 1943, he established the Alix | 

W. Stanley Charitable Foundation co 

in New Britain, and through it made 
contributions to the New Britain Art 

Museum. In 1946 he gave X-ray | 


equipment for a cancer clinic at Sara 
hac Lake, N. a 
Mr. Stanley's wife, Harriet Russell, 


died in 1942. They lived abroad for 
many years, residing in southern | COMBINATION 
France from 1924 to 1939. 


Advertised in Z 
leading industrial a 


magazines > YM) 


ly 


PORTABLE ELECTRIC 








PLANT 
OPERATORS MADE IN 5 MODELS 
ILLUSTRATED: 1 HP. 

EVERYWHERE owes 
READ ABOUT THIS FASTER 


Samuel D. Nunnally, BETTER, EASIER, LOW-COST 


Samuel D. Nunnally, 





BLOWS 


pet steecnh os SUCTION 
Industrial Supply Corp. CLEANING METHOD CLEANS 


Samuel D. Nunnally, 5 ICE SPRAYS 
> dustrial Suppl 
resident of Industria eee Profitable sales come easy and often Removes 


Lichmond, Va., died D 
Richmond hospital when you catalog and demonstrate the 
Mr. Nunnally was a ted i - paeiiath nan ; 
with Mize Supply Co., Waynesboro, versatile CLEMENTS-CADILLAC 
Va blower-suction cleaner. 
A native of Brunswick Cou 
he lived nearly all his life in Pe 
burg. Hew iS 2 member OF the oe Available with numerous attach- 
ond Baptist Church and taught ( 
class there. His fraternal as iti 
included Acca l'emple, Shrine, Bland converted to handle a broad vari- 
ford Lodge No. 3; Royal Arcl 
ter No. 7; and Appomattox 
nandery, A. F. & A. M jobs. It’s widely used for blowing 


damaging dust, 
dirt and grit 


ments, this blower can be quickly 





ety of maintenance and production 


Surviving are his wife and one I . . . 
© : , and suction cleaning, spraying— 
William Hale Nunnally > pre 


burg, and two grandson 


also for preheating, bending, an- 
nealing and soldering operations. 
Ransom Soper, 
Rudel Machinery Write for complete information 

Ransom Soper, 57, Long nd 7 / 

ules representative of Rudel hin- ‘ 

ry Co., New York City, died 30 
n Garden City, N. Y. CLEMENTS-CADILLAC MBINATION BLOWER-SU 

He had been acti I u CLEMENTS MFG. CO., 6624 S$. NARRAGANSETT AVE., CHICAGO 33, ILL. 


} 
toel industri ~ 
rs R al : 1949 USED BY BUSINESS: AND NC TRy FOR M RE THAN -44 YE 


CT N FANER 


AR 
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AGU AL 


INDUSTRIAL 


BRUSH «xo BROOMS 


Satisfaction in Service 
means Re-orders 


Maintenance men order and then 

re-order when they need additional 

equipment or replacements after they 

discover the long lasting qualities of 

CAPITAL Industrial Brushes and 

Brooms. Good maintenance equip- 

ment is always in demand and plant Willard Clark Waldo 

men want the best their money can Former Allen Executive 

buy and that means CAPITAL. When , ‘ , 

you sell them they stay SOLD... @ Willard C. Waldo, 63, former 

on the maintenance equipment that | senior vice-president and sales manager 
é of The Allen Mfg. Co., died Decem 

Cuiaats end eupetioemes all cthese— | ber 22 in a Hartford, Conn., hospital 


CAPITAL! He joined Allen Mfg. in 1929 as a 
@ We urge users to buy thru their local Distributor. salesman after working for Veeder 
Root Inc. He was made sales manager 


t ™ D ‘ A od A Pp @] L { s in 1935 and elected a vice-president in 
1938. In 1945 he became a director. 
BRUSH AND BROOM MANUFACTURING CO. He retired from all company offices 

CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. except the directorship in 1947. 

Mr. Waldo was a director of the 
Hotel Red Book Association and the 
Oswegatchie Hills Club of Niantic. In 
A COMPLETE LINE his spare time, he was an ardent stamp 


Machinist collector and builder of models of his 
Vii i Testesienn toric sailing ships. 
aith satehet handle He is survived by his wife; two 


ashiention Pine sons, Willard C., Jr., of Easthampton, 
Combina P Mass., and John P., of Torrington, 


ae Conn.; and four grandchildren. 
Sheetmetal Workers 


Milling Machine 
Drill Press Walter B. Templeton, 


Utility . 
Home Shop Templeton, Kenly Founder 


Willard C. Waldo 








Walter B. Templeton, 81, founder 
and former chairman of the board of 
lempleton, Kenly & Co., died at 
Hinsdale, Ill., Dec. 6. 

A native of Chicago, Mr. Temple 
ton organized the jack company in 
1899 with the late W. K. Kenly. He 
was its president for 40 years until 
1939 when he became board chair 
man. 

Survivors include two daughters 
Mrs. Templeton Rhinelander and 
Mrs. K. R. Parker, and two sons, John 
B. and Arthur C. Templeton 





Each Vise packed in 
an individual carton 


ATHOL PROTECTS ITS DISTRIBUTORS. Athol Vises are never 
sold direct—only through recognized distributors. All distributors, 
whether large or small, receive the same consideration. 

ATHOL builds the complete vise in its own foundry and machine 
shop. 


Athol Machine & Foundry Co. Athol, Massachusetts William T. Larkin, 48, of Larkin 
Equipment Co., Albany, N. Y., died 


William T. Larkin, 
Larkin Equipment Co. 
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23 im an Albany ifter 
a long illness. 

Associated in th« 
father, Edward (¢ 
travelled extensively in 
York and western New 
the firm 

A veteran of World 
had been a lieutenant colon 
quartermaster corps in charg 
plies at several West Coast en 
tion points 


Hospit i 
company with his 
had 
New 
ror 


Larkin, he 
caster 


England 


War II, he 
ai the 





George R. Deming 


George Ramsden Deming, 
Deming Co. President 


George Ramsden Deming, preside 
of The Deming Co., died De 
Cleveland 

He had the Salem, | 
pump manufacturing firm sin 
He joined the company in 1904 

Mr. Deming was active in 


headed 


Onlil 


ity affairs, including the development | 


of hospitals in Salem and served 

irs with the Salem Public Librar 

oard. He was a director of the Farm 
National Bank 

He is survived by his wife; a son 

ilter F. Deming, of Salem; a daugh 

Mrs. Robert Huxley, of Young 

vn; a Mrs. A. R. Silver, of 


m, and three grandchildren 


sister, 





PILOTS REFUELED TOO 


When fighter planes are refueled 
in the air, their pilots are aloft long 
enough to get hungry, so the USAF 
has developed a miniature electric 
oven for them, Aviation Week, Mc 
Grow-Hill publication, The 


oven plugs into an outlet on the side 


reports 


of the cockpit, and not only heats a 
can of soup to the proper temperature 
but has a gadget that opens the can 
as well 














s 
. 


COLOR-CODED 
PACKAGING 


Easy to stack, store and identify 





“CLOSED BACK" 
Mochine Bolt 
Expansion £y 
Shields 4 


rs 


**LEDLOK 
Anchor with 
Stud Bolt 


iP — 
CEs 
MULTI-UNIT 
Machine Bolt 


Anchor Plain or 
Threaded 








KORKER"’ 
Machine Screw 
Ancho 





“LOKTITE” WIRE 


ROPE 











TO HELP YOU... 
U. S. E. Selector Chart 
tells you which anchor 
the size, safe 
working load, masonry 
classification. SEND FOR 
FREE COPY TODAY 





to vse 


Pinpoint Your Buying 
A Complete Line of Industrial 


ANCHORING DEVICES 


From A Single Source 


4 4 
/ 
\  U.S.E. Branches are located to 


Speed Delivery * Save Freight 
Reduce Inventory Problems 


For almost half-a-century U. S. E. 


has 


provided American Industry with a de- 
pendable source for all Masonry Anchor- 


ing, 


Fastening, Drilling and applied 


products. A qualified U. S. E. sepresen- 


tative 


is as close as your telephone. 


IS AT YOUR SERVICE 


* Qualified Engineering Department 
for technical assistance on all in 
dustrial problems 


¢ On-the-job sales 
your disposal 


representatives at 


© Coast-to-coast stock for 


prompt deliveries 


poimts 


Sold Only Through 
Recognized Jobbers 


U.S. EXPANSION BOLT COMPANY 


YORK 1 ° 
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Sales Helps from Manufacturers 


Wittek Offering 
A Slide Rule Calculator 





Wittek Mfg. Co., Chicago, is of- 
fering a slide-rule calculator for deter 
sprocket ratio to be 
for Wittek auto- 

pure h 
t on calcula 


ininming correct 
used on chain driv 
matic roll feed for 
Ration can be read dir 
tor for any combination of feed length 
between one 
SU% of 


pre $scs 


and percent of stroke 
and 18 in. and from 25 to 
stroke. Other side of calculator 
slide rule for determminz weights of 
metal pieces, using length, width, and 
thickness of piece and material factor 
from table. Available free of 


has 


harge 


Display Board Offered 
By The du Mont Corp. 





The duMONT CORPORATION 


_ lms ft When Pe 


A new display board, designed for 
ounter or wall use, is being offered 
by The du Mont Corporation, Green 
held, Mass 

The board LS-in. by 
sents the company’s Minut« 
broaches and bushings 


LS-in., pre 
Man key 


wal magnetic 


212 


dial indicator bases and tool bits, but 
the broaches and bushings can be fea 
tured independently without detract 
ing from the appearance of the dis- 
play. 

Each tool is easily removable for 
sale or demonstration. The mag- 
netic base is attached by its alnico 
permanent magnet, in itself a demon 
tration of the tool. 

I'he board has a navy blue flocked 
background, and the frame is silver 
colored. The display boards are fur- 
nished at the F. O. B. cost of the 
tools, without extra charge. 


Owens-Corning Corp. 
Issues Two Catalogs 


Owens-Corning Fiberglas Corp., 
Toledo, O. has issued two catalogs de- 
scribing its Fiberglas insulations for 
industrial purposes 

One catalog is a 16-page publication 
issued by the Pacific Coast Div. and 
discusses insulations for temperatures 
ranging from sub-zero to 1,200 deg. F. 
With photographs, sketches, charts, 
ind graphs, the catalog gives data 
ibout 17 Fiberglas products for insu- 
lating heated or cooled piping, indus- 
trial equipment, ducts, and cold stor- 

TOOTHS., 
Che other catalog, 20 pages long, 
overs much the same products, but 
discusses in addition tying cord and 
tape, vapor-seal barrier jacket, and 
flexible general purpose insulation 


ige 


Standard Tool Unwraps 
“Impulse-Buying” Display 





A tool display for industrial distribu- 
tors and hardware stores has been 
developed by Standard Tool Co., 
Cleveland. Known as the “Tool 
Pool,” the display is designed to at- 
tract the attention particularly of 
home workshop enthusiasts. 

Stocking an assortment of the most 
popular types of twist drills, taps, dies, 
reamers, screw extractors, and drill sets, 
the display is of metal construction 
ind finished in a neutral gray color 
to blend with color arrangements 
Open stock storage is provided in the 
base, and glass front sectiops make th« 
unit virtually pilfer-proof 


Simonds Issues Abrasive 
Snagging Wheels Catalog 


SIMONDS 


ing Wheels 


a5 400 FOdeoe: 


Abrasive snagging wheels for 
mills and foundries is the 
a new 12-page, 4-color catalog 
chure issued by Simonds Abr 
Co., Philadelphia 

Form No. ESA-62 


subd}c 
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literature ¢ Training Courses 
Displays « Packaging ¢« Films — 





latest grinding wheel recommenda 
tions for various materials, including 
titanium alloy, and data about pa- 
tented Red Streak flanges built into 
the grinding wheel to provide a steel 
against steel fit with the mounting 
flanges. 


Southern Screw 
Redesigns Its Packaging 


Southern Screw Co., Statesville, 
N. C. recently announced an improve 
ment in its packaging—the addition of 
aluminum labels in eight patterns 
According to the company, the labels 
are designed to be not only eye-catch 
ing but also error-proof. Screw sil 
houettes in royal blue on an aluminum 
base help identify aluminum clotted 
screws, oval, flat, and round heads 
Bold aluminum lettering gives all 
needed information. The company 
says its extending the new labels to its 
machine and drive screw lines early 
this year. 


Rust-Oleum Catalog 


Presents “Color Group” 

Rust-Oleum Corp., Chicago. Cata 
log. 

In its 20 pages, contains 94 color 
chips of rust-preventive products, to- 
gether with instructions for surfac« 
preparations and application of all 
tvpes of finishes. 

Among new products described are 
the “Restful Color Group” finishes 
developed to provide color harmonies 
for plant interior and machinery sur- 
“Oil Field Finishes” to match 
ind resist rust- 


races.; 
manufacturers’ colors 
producing conditions in oil field; and 
the long-nap lamb’s wool roller for 
fences of the 

ilog are devoted to questions and 
inswers in connection with applica- 
tion of various Rust-Oleum products 


ting wire I'wo pages 


Alemite Bulletin 
Explains “Coloroute” 


Alemite Div., Stewart-Warner 
Corp., Chicago. Bulletin 
An eight-page publication describ 
Continued on page 214 
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Manufacturers Hold Training Courses 


i Ome weet is veneers 


LUNKENHEIMER Co. held a two-day session at its general office building in 
Cincinnati. Attended by distributor salesmen from Georgia, Iowa, Maryland, Rew 
York, Ohio, Pennsylvania, South Carolina, West Virginia and Canada, the course was 
directed by H. S. Burdorf, vice-pres. of sales, M. W. Pauly, and H. H. Layritz, 
divisional sales managers. Emphasis was on use of Lunkenheimer Guide as sales 
tool, valve fundamentals, and the firm’s new 500-page catalog. 


GOODYEAR Tire & Rubber Co. recently invited salesmen from 13 industrial dis- 
tributors to attend a one-week factory sales school in Akron. The 19 men combined 
factory trips with classroom sessions to get first-hand industrial product knowledge 
Those achieving satisfactory marks were awarded a certificate 


AMERICAN PULLEY Co. recently held its 21st distributor sales and product 
linic in Philadelphia, to which distributor salesmen from many points in the eastern 
ind southern states were invited. Two salesmen travelled from Manitoba, Canada, 
for the event. Eighteen distributor salesmen attended 
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Easy to sell because it's 
es ing the firm's “Coloroute Plan,” a | the soldering flux that's 





method of controlling industrial lub- BS easy to use. 


e 

METAL FLOATS rication. Explained are the method P 

itself, the charts and forms required, Fast selling as well as 

Copper-Monel-Nickel-Brass and thie equipment. fast acting to properly 
Everdur-Aluminum-Stainless Steel According to the bulletin, Coloroute | condition metal for a 
uses identifying color symbols to con- . strong union. 
trol the selection, handling, and ap- 
plications of oils and greases. Each Cost less 
lubricant drum is color-coded, _to- f in the 
gether with the units to receive lubri- long run. 
cation. The code shows type of lubri- i 
cation needed, and frequency of lubri on ; Available in tie- 
cation. The oiler can then carry out y 


HARRIS lubrication schedule by matching 
colors 


CAN SUPPLY YOu iy build business for 


ee 
© Made of copper, plain steel, copper WIRE ROPE SLINGS—‘“‘New Ideas — — ay 


cng — stainless steel, aluminum, in Red-Strand Slings” is the title of a steel, sell Ruby’s 
rass, monel, pure nickel, Admiralty and new folder published by Leschen Wire Sainkess Stee! 
Everdur, or any suitable metal for open Z . ‘ Flux — perfected 
tank ond all pressures Rope Division, H. K. Porter Com ‘ on hoe. 

© Seamless copper ball floats carried in pany, Inc., St. Louis, Missoun \ 


stock in diameters of 3”, 4”, 5”, 6”, 7”, The new folder describes the new RU BY 


8”, ? of 12” for open tanks and pres- line of Red-Strand multiple part slings 

yoo ee rw and Pin-Lock thimbles, single-part CHEMICAL CO. 
MADE TO ORDER. Stainless steel ball slings equipped with  single-swaged y . ne 
floats larger than 12” diameter can be 
made up specially 


Write for Metal Fi | 
i amg etn GEAR HOIST—Coffing Hoist Co., 


ARTHUR HARRIS COMPANY Danville, I. Bulletin 


Dept. ID \ four-page, two-color bulletin de- 
212 N. Aberdeen St., Chicago 7, Ill. scribing the firm’s “Challenger” spur 


$ & gear hoist. Included in the bulletin is 


1 cutaway drawing showing the hoist’s 


design and ease of servicing. Other The Zuality that brings 


hoist features, dimension drawings, 


~ and specifications for the 4-, l-, and Quantity Sales 


The New 2-ton models are also included 
A ; ‘ AS CLAMPS—Hallowell ‘Tool Company, 
Los Angeles, California has released a 
p ig R F E Cc T new catalog describing and illustrat 
ing their line of fast action clamps. 
The new bulletin describes the fea- 
Car Mover tures of the company’s C clamps and 
tooling clamps with illustrations show- 


ing typical metal working uses of the 
clamps Precision Brand 


CORROSION lubular Product FEELER STOC K 


Div., Babcox & Wilcox Co., New @ Tool = yt neuer 9 Ta 
; " — automobile technicians, and skille 
PERFECT PERFECT York Bulletin TDC 160. ani men in other professions approve 
SHARP ; TEMPERED Contains tabulated data on effects the quality of this handy thickness 

p of various corrosive media on several gouge. Packaged for easy stocking. 
EDGES . isi 
“a wom B&W Croloy grades. In all, data is Easy to use and precision made for 
ted 2 lel d le lasting accuracy. Cellophane wrapped 
presented on six widely-used stainless for moisture protection. All popular 
tubing steels and several hundred cor sizes and etched with thickness. 


Engineered to Your Specifications 


COLUMN CYLINDRICAL 


fittings, and grommet slings 


























SPURS are the most important clement in the per 


fect operation of Car Movers. ATLAS Perfect rOsive media at various temperatures 
SPURS can be uwsed—not only on all ATLAS Car 7 ue Wore Profit Wakers 


Mevers—but on other makes as well. They are man and concentrations 

ufactured to withstand the tremendous strain placed @ Shim Stock — putea’ in dispenser cartons 

on them and can be turned regularly to make use for over-the-counter sales. Available in brass, 
steel and stainless. 


of all four edges, thereby giving much longer wear . ta a ha 1 
Let ws send you all facts on ATLAS Car Movers DERRICKS, EI C. ed 2 Dome oan 2 with 2 ~ poy pes oo 
cartons mar with size, gauge, and weight. 


and ATLAS SPURS. We urge users to buy through Co., Chicago Catalog. 
ee (his 16-page publication describes PRICES AND DISCOUNTS ON REQUEST 


ind illustrates firm’s various handling PRECISION 
APPLETON-ATLAS CAR MOVER CORP. devices, from derricks to cant hooks. STEEL WAREHOUSE, inc. 


1421-25 SO. SECOND ST. In addition to large equipment, there nnabederian tidied 


MILWAUKEE 4, WISC are many pages devoted to hoists, 4401 inzie St 2 Chicago 24,. 1 
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winches, blocks, sheaves wheelbar 
rows, cordage, etc. 


TAPPING SCREWS Townsend 
Company, New Brighton, Pa. Booklet 

Describes in detail seven different 
types of screws which form their own 
threads as they enter various types of 
material. A feature of the eight-page 
booklet is a selection chart, showing 
what screws are recommended for 
different materials (i.c., sheet metal, 
sheet stainless steel, ferrous and non 
ferrous Castings, etc. 


ALLOYS & FLUXES—A new pocket 
size guide to their complete line of 
alloys and fluxes for welding, brazing, 
soldering, cutting, and tinning prac 
tically all commercially used metals, 
has been released by All-State Welding 
\llovs Co., White Plains, N. 


SURFACE PLATES — Catalog No 
510, issued by The Taft-Peirce Manu 
facturing Company, Woonsocket, 
R. I., covers their line of granite sur 
face plates 

The new bulletin points out the 
principal features and advantages of 
their granite surface plates, as well a 
listing specifications of the complet 
range of plate sizes 


WELDING-—A 32-page “DirectoRod 
Guide” has been published by th 
Eutectic Welding Alloys Corp., Flush 
ing, N. Y. 

I'he booklet gives recommendations 
for over 300 types of metal joining 
operations. There are 40 illustrations 
of practical applications taken from 
case history files and there are 12 
pages of charts listing the electrodes, 
illoys and fluxes which may be used 
on the various types of base metal 


PUMPS—The Dudco Division of The 
New York Air Brake Company, De 
troit, Michigan, has issued a new 4 
page bulletin, No. DP-300, which 
points out features and gives selection 
data for their complete line of dual 
vane hydraulic pumps 

A series of technical drawings, cut 
away photos and performance data 
charts illustrates the features of the 
pumps 


MANDRELS & C-CLAMPS — L« 
Count Tool Works, Inc., Hartford 
Conn., has released a 4-page descrip 
tive folder covering their line of 
Count-Centric” expanding mandrels 
ind Thor-aloy drop forged C-clamps 
Ihe folder is designed for use as a 
+-page letter for promotional us 


CARBIDE TOOLS—New net prices 


on their carbide and high speed steel 


| 


~ the BROAD LINE 


that's 


EASY TO SELL 
MARLOW PUMPS 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 
for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and 
high efficiencies, has further broadened 
this acceptance. 

These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 
easy to sell. 

There are many other advan- 
tages in selling the Marlow line. 

Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 


tough application engineering 7 The Marlow line is complete. 


problems. f Marlow builds pumps 
- exclusively for: 


Write today for information on this easy-to-sell, 
broad line of Marlow Pumps — 
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IT PAYS 
TO SELL THE 


SIMPLIFIED 


BUSHING 


You can give your Customers an “off the shelf 
SPROCKET AND ROLLER CHAIN SERVICE 


Sprockets with “Unbreak- 
able” Malleable Split 
Taper Compression Bush- 
ings. No reboring—no 
welding. Your customers 
can save time and money 
by standardizing on 
Browning's Simple Inter- 
changeable Bushing Sys- 
tem in all of their power 
transmission equipment. 


Both the Sprockets and 
Roller Chains are individ- 
ually and neatly pack- 
aged for instant identifica- 
tion. 


Write for Catalog GC-101 


BROWNING 


MANUFACTURING 
COMPANY 


MAYSVILLE * KENTUCKY 


SYSTEM 


Now Used for 
BROWNING 


Single and Multiple 
Groove Sheaves 


Rigid and Flexible 
Couplings 
s 


Paper Pulleys and 
Roller Chain Sprockets 


7 


SINGLE STRAND RIVETED 


SINGLE STRAND COTTERED 
DOUBLE STRAND RIVETED 


DOUBLE STRAND COTTERED 
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tools have been announced by M. A. 
Ford Mfg. Co., Davenport, lowa. 

According to the announcement, 
the new pricing system means most 
rotary tool users can buy any quan- 
tity of stocked cut tools at savings 
below the previous minimum price 
for quantity orders. All — high 
speed steel ground cutters have been 
reduced as much as 7 percent below 
the previous minimum price. 


| LAWN HOSE—Two new bulletins on 


their line of plastic and rubber lawn 
hoses are now available from Quaker 
Rubber Corporation, Division of 
H. K. Porter Company, Inc., Phila 
delphia. 

The illustrated bulletin describes 
each of their plastic and rubber lawn 
hoses by means of photographs and 
cross-section views. Details of con 
structions, dimensions and wear-r 
sistant qualities are included. 

Another new bulletin by the com 
pany describes the many types of 
water hose available in their line. 

Water hoses for high pressure serv 
ice, deck washdown, dairy cleaning, 
papermill washout, construction use, 
general water service, and other 
medium and low pressure services ar 
covered in the new booklet. 


HIGH TEMPERATURE ALLOYS 
—Five grades of high temperature al 
loys are completely described in Bul 
letin No. 301 issued by Firth Sterling, 
Inc., Pittsburgh. 

Typical analysis, characteristics, ap 
plications, machining information, 
and forging instructions on thei 
Grades Discaloy, 16-25-6, A-286, 
19-9-DX, and Greek Asculoy are in 
cluded in the new bulletin. 

The complete “jet” high tempera 
ture, high stress operation field from 
approximately 800-1400 deg. F. is 
covered. 


WIRE CLOTH — The Cambridge 
Wire Cloth Co., Cambridge, Md., 
has published a new 4-page folder il- 
lustrating and describing their indus 
trial wire cloth, special metal fabri 
cations, and “Gripper” slings. 


MOTORS-—A selection wall chart 
which shows the comparison between 
“old” and “new” NEMA standard 
dimensions for A-C motors from 1 to 
30 HP is now available from West 
inghouse Electric Corporation, Pitts 
burgh. 

New and old dimensions for poly 
phase squirrel-cage, polyphase wound 
rotor, and single-phase, foot-mounted 
motors are presented as well as sepa- 
rate dimensions for flange-mounted 
motors. Dimensions for drip-proof 











and totally ooled motors 
c also 
Ihe hart, wl 
t-in., gives old du 

Cision lh rex 
the other iat 
detected at 1 Zial 


enclosed, fan 


given 
4, 


ately above 


ences can be 


SHIM-TYPE 

foot by 2-foot 
eight steps for 
clutches, 


CLUTCHES \ 
service chart describes 
idjusting 
ind lists the model 
lantity§ of 
\’ ind 
ments for different 
clutch models made by Lipe-Rollway 
Corporation, Syracuse, N. Y 
Printed in color on 
tock, the chart has 


edges and brass ring 


shim-typ¢ 
Til mbers 
ind dimensio1 


thickness measure 


shims, 
racing 
166 duty 


he iv\ 


durable map 
reinforced metal 
hangar straps 
VALVES—Edward Valves 
hicago, Indiana, 1as 
Bulletin No 
specifications for ste 
The new 4-page 
socket welding end and butt we 
end dimensions as approved by 
American Welding Society 
Included in the bulletin are for 
liagrams indicating the standard 


butt welding end 


East 
published 
VC Iding 


Inc 

507 giving end 

: 

i valves 
bulletin _ lists 

lding 


the 


preparation of valve 
POWER TRANSMISSION—A pn 
brochure issued by 
Coupling Co., 
trates and 
couplings, 


| 


Lovejor Flexil 
Chicago, Ill., illus 
their flexibl 
variable speed pulleys and 
transmissions, 


de S¢ ribe Ss 


joint 
Specification tables, cut-away draw 
ings, photographs, and 
neering data are 
bulletin 


ind universal 


rencral eng! 


included in the new 


METAL HOSE \ 32-page illustrated 
n all types of 
has been 


Flexon metal 
rel i ed by | lexoni 
rporation, formerly Chicago Metal 
Hose Corp., Maywood, Illinois 
This new catalog covers the full 
range of the company’s manufacture 
in Rex-Weld corrugated metal 
Rex-Tube convoluted hose twpe¢ 
Flex stainiess steel 
ind 
issemblies 
Featured is new industrial Rex-Flex 
duty stainless steel h A] 
1 oupling typ nd 


Oovered ir¢ 
tallat information 


Rex 
flexible metal 
special purpos« 


hose, numerou 


V-BELTS—Manheim Mfg 
ing Co., Manheim, Pa. Catalog 
An eight-page catalog on th 

ID | TI 
ind EF. bel 


Other 
j 


illation and 


of the 
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More SATISFIED (stomers 
with the WORLDS LARGEST 
END. ~ MILL LINE 


Whether a customer has a routine milling job or an unusually 


tough one. . 
a Putnam End Mill. 


. he's sure to be satisfied when you sell him 


As a Putnam distributor, you can offer him over 1000 
different types and sizes to choose from. With this wide 
range of standard, catalog-listed end mills, you can always 
sell the RIGHT tool for the job for faster cutting, better 
finish, less tool wear, less chance for work damage. 


Putnam's always-expanding end mill line now includes the 
famous Postiv-Lok series, an especially heavy duty design 
for large boring mills, profiling and similar applications. 


These and similar advancements in end 
mill design and manufacture have made 
Putnam the leading end mill line. 


That's why it’s easier for you to have 
more satisfied customers, more sales, 
more profits .. . when you sell Putnam. 
Putnam Tool Co., 2981 Charlevoix Ave., 
Detroit 7, Michigan. 
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Professor and pooch hove 
appeored on magazine covers 
for two yeors stimulating 
strong industry interest in Putnam 
—the end mill specialists 
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Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor's 
complete textile belting line, you've got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing ...the first choice for conveying, 
elevating and power transmission. 


A on B. liing pe 


cluding directions on how measure, 
couple, and uncouple. 

There is a length table showing 
correct lengths for Veelos belts, in 
cluding a comparison with endless 
V-belts. Typical drives equipped with 
I'D and TE V-belts are shown. 


SHOP STOOLS-—Standard Pressed 
Steel Co., Jenkintown, Pa. Bulletin. 

In 12 pages, pictures and describes 
14 Hallowell steel stool and three 
chair models, and shows variety of 
heights and seats available in both 
lines. Seats are of steel, Presdwood 
covered steel, round wood and shaped 
plywood. Hinge-type and clamp-type 
back rests are illustrated. 


Cash Valve Issues 
Pamphlet on Relief Valves 


An illustrated pamphlet describing 
the function of relief valves has been 
issued by A. W. Cash Valve Mfg 
Corp., Decatur, III 

lhe publication explains how tem 
perature and pressure relief valves 
work, especially insofar as industrial 
and domestic water heaters are con 
cerned. Much of this information, ac 
cording to the company, has rarely 
been published before. The pamphlet 
also presents recommended American 
Gas Association and ASME code re- 
quirements for cities, inspectors, and 
plumbers. 


FIRE PROTECTION—“Around-the- 
clock automatic fire protection—easily 
suspended where you need it most” 
is the subject of a new 2-page bulletin 
issued by Stop-Fire, Inc., Brooklyn, 
N. Y 

The bulletin describes and illus 
trates the company’s “Redi-Matic” 
automatic sprinkler-type fire extin- 
guishers 
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HYDRAULICS~—Pantex Mfg. Corp., 
Pawtucket, R. I. Bulletin on pilot 
operated industrial hydraulic relief 
valves. 

Featuring a_ three-color 
tion of the cartridge type of relief 
valve, the bulletin also presents com- 
plete installation dimensions of valves 
available in four sizes, from } to j in. 


CTOSS-SCC 


PUMPS — Gorman-Rupp Co., Mans- 
field, O. ‘Two illustrated bulletins. 
One bulletin, with illustrations and 
performance graphs, describes firm’s 
vertical self-priming centrifugal pumps 
(model 0 series). Other bulletin gives 
data on 0 series of pumps for han 
dling various petroleum products. 


BEARINGS-— Torrington Co., Bantam 
Bearing Div., Catalog No. 61. 

Contains basic technical data, ac- 
companied by cross-section drawings 
and details of typical installations. 
Also included is a recommendation 
sheet to help in arriving at specifica 
tions. Other items included in cata 
log: bearing selection, sealing, lubrica 
tion, speed and life factors, hardness 
factors, and dimensions. 


BELTING—Hamilton Rubber Mfg. 
Co., Trenton. Folder. 

In four pages is pictorial summary 
of various types of belting produced 
by firm, together with listing of sug 


gested applications for each type 


STUD DRIVER Velocity-Power 
Tool Co., Chicago. Bulletin. 

Describes design, operation, and ap 
plications for firm’s Model P Driver, 
a powder-actuated tool for driving steel 
studs into steel, concrete, or masonry. 
Bulletin is illustrated with photos 
and cutaway drawings 


CLUTCHES—A new bi-monthly bul- 
letin of case histories, technical fea 
tures, and news in the field of indus 
trial clutches is now available from the 
Formsprag Co., Van Dyke, Michigan. 

Well illustrated with photographs 
and diagrams, it covers all three types 
of clutch applications: over-running, 
indexing, and backstopping. 

Ihe publication’s name is Sprag 
Type. 


STEEL TUBES—Bulletin No. S-222 
released by Globe Steel Tubes Co., 
Milwaukee, Wisconsin, describes and 
illustrates the company’s line of stain 
less steel tubes 

Included in the new catalog are 
advantages, applications, workability 
chart, specification tables, technical 
and fabricating data, and standard 
tolerances 





Message to Coffing Distributors and their Salesman 


aS ~ Tae a 


IN FOUNDRY, FACTORY OR MILL 


your customer 
plays it 


Just as important as the time- and labor-saving ad- 
vantages of Coffing Safety-Pull Ratchet Lever Hoists 
is the way each one protects your men from injury... 
your equipment from damage. Here’s why: 


Load cannot slip even if handle is accidentally released — 
because of dual Ratchet and Pawl principle, developed by 
Coffing and an outstanding Coffing advantage for over a 


quarter of a century. 


Load is held positively at all times — there is no friction 


COFFING SAFETY-PULL \ \ brake to slip or freeze. 
RATCHET LEVER HOISTS \ 


2 coil chain models, % ’ 1 3 Hooks will not break or straighten out. 


and 1/2 tons f 
10 roller chain models, ) ) “Safety-valve"’ handle will bend before any other part of 


% to 15 tons : hoist gives way. 


Safety-Pulls are single-chain tested at 100 percent above 
warranted, rated capacity. 


Find out more about how Coffing Safety-Pulls provide 
extra protection on the job. Write for Bulletin A2SP. 


COFFING HOIST COMPANY 


ORIGINATORS OF RATCHET LEVER HOISTS 
DANVILLE, ILLINOIS 


Quik-Lift Electric Hoists © Hoist-Alls © Mighty-Midget Pullers © Spur-Geared Hoists 
Differential Chain Hoists * Load Binders © |-Beam Trolleys 
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This 
and Similar ee 


LEADING 


29 
PUBLICATIONS 
sell 


and be certain of complete 
customer satisfaction 


F™ over 30 years Globe has 
specialized in the production of 
high-quality alloy steel tubing. 
Specialized machinery . . . special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 
ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specifications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 

Chicago * St. Lovis * Detroit * New York 


Philadelphia * Cleveland * Houston 
Denver * San Francisco * Glendale, Cal. 


» They 
© 10 wor, 


Investigate the smooth, even flow of Vikings 
today. To start, ask for bulletin 54SMM. 





Typical 
Applicetions 


Pressure Tubes 
Superheater 
Tubes 
Condenser 
Tubes 

Still Tubes 
Evaporator 
Tubes 

Borre! Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
Tubes 

Rollers for 
Transmission 
Chains 


Producers of 


@ Globe seamiess 
stainless steel 
tubes 
Gloweld 
welded 
stainless steel 
tubes 
Alley 
Carbon 
Seamless steel 
tubes 
Globeiron 
(high purity 
ingot iron) 
seamless tubes 
Globe welding 
fittings 











NEWS 


(Starts on page 124) 





Charles G. Raible 


Gulf Steel & Wire 
Plans Puerto Rico Plant 


Gulf Steel & Wire Co. has started 
production in the first building of a 
new $3,000,000 mill in Bayanon, 
Puerto Rico, for wire, nails and chain, 
Charles G. Raible, president of the 
company, announced recently. 

Mr. Raible said his company was at 
tracted to the island by policies of the 
Puerto Rico Industrial Development 
Company, which seeks to encourage 
industry and alleviate unemployment 
there. Also, as a basic industrv, the 
new mill is expected to attract other 
firms using its raw materials to the 
island, he pointed out. Officers of the 
new operation include L. D. Sey 
mour, executive vice-president and 
works manager, and Manuel C. Garcia, 
vice-president in charge of sales. ‘Two 
other plant buildings will be com 


pleted in May 


Cameron & Barkley 
Promotes Searpa 


Robert B. Scarpa, Jr., has been 
named assistant manager of the Jack 
sonville, Fla., branch of The Cameron 
& Barkley Co., Charleston, S$. C 

With the company since Septem 
ber, 1936, except for four years’ 
World War II military service, he 
started in the bookkeeping department 
ind later transferred to the Mill Sup 
ply Department. He has worked in 





GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 


shipping and receiving, pricing, in 
side sales and service, branch purchas 
ing and outside sales 
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WHAT EVERY CUSTOMER NEEDS TO KNOW— 


pow 


What makes a ‘‘Red End’’ Blade cut better, last longer on the average 
than other blades? The answer's in the picture. Every ‘‘Red End’’ tooth 
takes exactly the same bite, curls the chip like a cutting tool on a lathe. 

Because every tooth in every ‘‘Red End’’ Blade #s exactly the same. 
It’s all in the way we pour and roll our own steel... the way we mill the 
teeth to exact size and shape . . . set them evenly and accurately .. . and 
the special way we heat-treat them to a wniform hardness never be- 
lieved possible before. 

The result is cleaner, faster cutting, and many more cuts per blade. 
The payoff is more dependable sales for you — sales that keep on re- 
peating. 


ts 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que 

serstons: Simonds Steel Mill, Lockport, N. Y. 

ive Co., Phila., Pa. and Arvida, Que., Canada 


Simond 
Simonds Abra 
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ER HACK SAW 


GLADE 


There's GRED END Blade 
For Every Job 


* 


MGM SPHID Me eden om > 
14.1% .«.062.10T 


HIGH SPEED MOLYBDENUM — the RED Biade 
for cutting mild alloy steels and general pur- 
pose use. 


14 .1'"..062.410T 


HIGH SPEED TUNGSTEN — the GREY Blade 
for cutting hard alloys and stainless steels. 


WFLD£0GE © 
14.1% ..062.10T 
’ i 
HIGH SPEED WELD -EDGE — the SHATTERPROOF 


Biede for use where maximum safety is re- 
quired. 


1954 
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Fat. Quickest Pipe Thiwading 
by hand....its“OOR" 


Popular Fast-Selling OOR 
Threads |/s” to 1 Pipe Fast and Easily 


e You just can’t beat these small drop head dies for 
quick easy pipe or conduit threading. 

e Snap the size head you want into the drive ring, from 
either side, and you’re ready to cut clean perfect 
threads . . . heads can’t fall out. 

@ Precision-cut alloy dies reverse easily for close-to-wall 
threads—no special dies needed. 

@ OOR and OR, %” to 1”; 111R and 11R, k” to 1%”: 
12R, 4%" to 2”. Free carrier with sets. Every threader 
fully work tested before shipment. Stock them for 
quick turnover. 


THE RIDGE TOOL COMPANY «¢ ELYRIA, OHIO 
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William A. Carlson 


Rochester Representative 
Named by Hy-Pro Tool 


Hy-Pro ‘Tool Co. has appointed 
William A. Carlson as factory repre 
sentative for western New York and 
northern Pennsylvania with headquat 
ters in Rochester, N. Y. 

A native of Grand Rapids, Mich., 
Mr. Carlson lias spent the past 15 
months in the sales department at 
the company’s New Bedford, Mass., 


home ofhce. 


Aro Equipment Holds 
Sales Conference 


The Industrial Tool Division of 
Aro Equipment Corp. recently held 
a three-day sales meeting in Bryan, 
Ohio, to map plans for 1954. 

EK. L. Jackson, general manager, 
presided. He told division managers 
and their assistants that “More in 
54” would be the current slogan, with 
stress on “more products, more pro 
motion and more distributors.” Engi 
necr-salesmen teams demonstrated 
new products 

A panel of factory production men 
discussed production problems and 
cited recent design improvements 
Presentations stressed the role of air 
tools in industry of the future 

Other speakers were J. C. Markey, 
company president, and Arthur 
Reichert, representing Beeson-Reich 
ert Inc., advertising agency. <A _ ban 
quet was held in the Aro Technical 
Center Building. 


To Sell for Basco 


Ihe Basco Mfg. Co. has appointed 
the following firms to represent it: The 
Brinnel Co., Simsbury, Conn.; Stan 
ley Handling Equipment Co., Spring 
field, Mass.; Ace Machinery Co.; Wor 
cester, Mass.; Industrial Maintenance 
Corp., Memphis Tenn.; R. FE. Condit 
Co., Dayton, Ohio; and Cardinal Steel 
Co., Cleveland 





Leu Miami Branch 
Adds to Sales Staff 


Harry P. Leu, Inc., Orlando, Fla., 
has added to the sales force of its 
Miami branch which opened a year 
ago. 

The branch now has five outside 
salesmen. Randy Morris and Jimmy 
Lankford are recent additions. 

Mr. Morris, who had previous in 
dustrial supply sales experience in 
West Virginia, will cover Miami city 
sales. Mr. Lankford will handle the 
territory from Miami to Key West. 

Buck Hendrix has been transferred 
from outside to inside sales at Miami. 
Buck Hester and Phil Hodges con 
tinue on the outside staff. The branch 
is managed by E. H. Register. 

The Miami branch has increased its 
floor space and installed a direct tele- 
type connection to the Orlando head 
quarters to speed service. Frances 
Morrison, formerly on the sales staff in 
Miami, has been transferred to Or 
lando to coordinate operations be 
tween the two offices. 

The firm has also stepped up its 
direct mail promotion program 


F. P. Maxwell 


Rockwell Power Tools 
Names Vice-President 

Rockwell Mfg. Co.’s Power ‘Tool 
Division has appointed F. P. Maxwell 
to the newly created post of vice 
president. 

He resigned recently as president of 
Acro Mfg. Co., a post he held for 
seven vears. He has worked for Rock 
well previously in sales and as assistant 
to the vice-president of sales in 1946 
1947. He will remain on the Acro 
board of directors 

Mr. Maxwell in his new post will 
direct all activities of the Power Tool 
Division, one of the two major divi- 
sions of Rockwell. 


' 
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6500 Avondale Avenue, Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED 
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Alta SCREW EXTRACTOR—TAP HOLDER 
LUN INTERNAL PIPE WRENCH 


Write for 
Full 
Information 


INTERNAL PIPE WRENCH 


A must for every man who works with pipe. Gets 
to and at places no other pipe wrench can reach. 
Use to tighten or remove pipe and fittings easily 
without damage to threads or highly polished pipe 
walls. The exclusive “cam action” does all the work. 
Sizes Ve" thru 2”. Priced from $1.98 to $5.00 
Set of 4 wrenches 4", Yo", 44", 1” in fibreboard 
container — $8.86 


WEDGE-PRUF SCREW FITTING EXTRACTOR 
The Roddick Extractor forms teeth inside the hole permit- 
ting a high torque without the expansion of the part. 
Use whenever part has hole or can be drilled. “Wedge- 
Pruf” shoulder eliminated wedging part into place. For 
maintenance, machine shops, manufacturing and processing 
plants. Available to fit hole sizes 1/8” thru 7/8” by 1/32” 
Priced from 75¢ to 95¢ each — Set of 25 Ve" to %e” $20.75 


(Weight: Approx. 4 Ibs.) 


BALL-ACTION UNIVERSAL TAP CHUCK 
FOR CONSISTENT GOOD THREADS 


Works either right or left hand threading. Self- 
aligning. Can be used as non-releasing or smooth 
self-releasing with same accuracy. Two Rubber Flex 
Collets fit number 10 to 5@” taps inclusive. Tap- 
changing operation takes just seconds without 
bushings of any kind. Standard shanks... %e”, 
%”, 1” or #2 and #3 Morse. Can be fitted to 
nearly any machine tool and will outperform any 
tap holder on today’s market. $35.00. 


Available thru Supply Houses — Inquiries — Orders Forwarded to Dealers. 


RODDICK TOOL CO., 1025 Pauline Street, Anaheim, California 
CHICAGO WAREHOUSE: FRANK DONOVAN CO., 9 S. Clinton St., Ph. Dearborn 2-0180 





a: 








SEND FOR YOUR COPY OF 
CATALOG NO. 54C 


C: KECKLEY COMPANY 


jf / 0 
LE a 


aif 
4043 
O43 ¢ 


give your customers 


FASTER 


deliveries 


ee: dae 


KECKLEy 


pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley plant. 
Most sizes available from stock— 

others assembled, tested and shipped in a 
few days. Screwed or flanged in sizes from 
+” to 6”. Pressure and temperature combi- 
nations available. 

Check with Keckley for better valves 
and better delivery. 


Pressure & Temperature Regulators 
loat Vaives 
Pop Safety and Relief Valves 


a J IOe 


over ses ed 
Sesto e & Fhe Pe 
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Fred W. Lee 


Bay State Abrasive 
Names District Manager 


Bay State Abrasive Products Co. has 
promoted Fred W. Lee to Connecti- 
cut district manager, with headquatr 
ters in Bristol. 

With the company since 1945, he 
returned recently from a mission in 
Torino, Italy, where he trained per 


sonnel of the firm’s Italian distributor 


American Manganese 
ben} 
Names Sales Executives 


(he American Manganese Steel Di 
vision of American Brake Shoe Co 
has appointed John Brandenburg, for 
mer division sales manager, as vice 
president in charge of sales. Other 
executives named to new posts were 
William E. Crocombe, Jr., central 
sales manager; and John H. Baker, 
district sales manager in St. Louis 

Mr. Bradenburg joined the com 
pany in 1930 and has since held a 
number of sales and executive posts 
His headquarters will be in the firm’s 
Chicago sales office. 

Mr. Crocombe has been with the 
firm since 1937 and was recently St 
Louis district sales manager. He will 
be located at the Chicago Heights 
plant. 

Mr. Baker, formerly a sales engineer, 
has worked for Amsco since 1947. His 
headquarters will be in St. Louis. 


Direct Mail Award 
Won by Simonds Abrasive 


Simonds Abrasive Co. received an 
award of merit in the 1953 Best In 
dustry competition of the Direct Mail 
Advertisers Association. 

Company officials, in announcing 
the citation to the sales staff, urged 
sales representatives to continue their 
support of direct mail campaigns bi 
sending in names of prospecis. Th 
company’s call report forms have 
special column for direct mail 


quests. 





4 + 
T—t > 
T > 


’ | ; T t 
Illustrated above is the reaming of a gear case for an escalator 
mechanism. A 2.98” diameter Whitman & Barnes shell reamer was 
used on this reaming operation by a large manufacturer of 
elevators to secure maximum production, best possible reaming 


results and reduced costs. 


In the complete line of W&B reamers you will find a type and size 
for nearly every application—each reamer designed and manu- 
factured to the highest standards. Thus, regardless of your reaming 
application, W&B reamers provide greater production, more holes 
per grind, longer reamer life, chatter-free operation and accurate 
holes having super-fine finishes. Be sure your every reaming 
operation is done with highest efficiency —specify W&B reamers. 


Rea r Spiral Flute High Speed Chuck ng Reamer 


Altercut High Speed Chucking Reamer ercules High Speed Jobbers’ Reamer 
Ls 


Shown above are but a few of the many reamer types available in the complete W&B line. 








YOUR INDUSTRIAL DISTRIBUTOR 


Can Give You Quick Service on 
On Whitman & Barnes Tools. a 
Contact Him Today! AVA > 


WHITMAN & BARNES 


40010 Plymouth Road ¢ Plymouth, Michigan 


NEW YORK « HICAGO « LOS ANGELE | ANTA 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 





WITT + ANS Keashey & Mattison Opens con Plant 


... Last Longer 
... Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 

GARBAGE CANS 

AND PAIS: 

Asbestos-cement pressure pipe is being produced at this 26-acre industrial site in 


5 Con Sizes—12 4, 14, , 
Santa Clara, Calif. The 80-year-old firm now has ten plants in the U.S 


20, 27 and 33 gal. co 
pacity. 4 Poll Sizes 
5, 63/5, 0% and 10 


1 i Grand Rapids Supply Publishes New Catalog 


ONY WASTE CANS: 

7 Sizes, 5 to 30% gol. capacity 
Hend or foot-opercted covers 
Approved and lebeled by Under- 
writers’ Leboretories, inc., ond 
Associated Factory Mutual Fire 
Insurance Companies. 


ROLLER CANS: 
ideal for storage and handling 

of liquids end solids. 20, 27 and 

33 gal. capacity. Plain or corry 

goted bodies. tron or rubber 

wheel casters. Regular or flat 

covers. 

Officers of Grand Rapids Supply Co., Grand Rapids, Mich., check the first issue 


OTHER WITT PRODUCTS: of their new catalog. Above are R. E. Cribley, secretary; R. R. Wenger, president; 


Underground Garbage Receivers, Hooded (ans, Hoist- \. D. Grover, vice-president, and L. L. Cooper, assistant treasurer 


ing Cons, Mepping Poils, Extra Large Refuse Cans, Can 
Dollies ond specially designed (ans 


Dills Supply Opens New Springfield Branch 


WITT CANS AND PAILS 


HAVE THE “RIGHT “af 


ans 


“Originators of the Corrugated Con” 


| THE WITT CORNICE COMPANY 
| 2111 WINCHELL AVE. CINCINNATI 14, OHIO 


Please send me your FREE Cotolog 





New building in Springfield, Ohio, houses branch of Dills Supply Co. of Dayton 
Glenn Miller is manager, assisted by Dick Mitchell. Frank Meyers handles sales 
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WHAT DOES FIRTH STERLING OFFER YOU? GET THE FIRTH STERLING 


(ANSWER NUMBER 4) "2 t Mi u 
FOR COMPLETE SHOP TOOLING 
If they were jewels, instead of touls, they 
couldn't be packaged with more thought 


for distributors’ and users’ needs. Tough, 


| N TI t PAT ES corner-reinforced cardboard or reusable 
Standard Firthite 


Our objective is to help you solve the technical and metal- : 
£ Carbide Tools 
lurgical problems of an atomic age before they arise . . . not after. 
So, at Firth Sterling, constant e mph isis 1s on full-scale research, plastic containers for maximum protec- 
tion. End or top marked with contents 
for —_ accurate selection. Boxed in 
standard quantities. Easy to handle, 


development, and production in specialty steels, carbides, new 
metals, and new methods. 

Out of this determination to be ahead, not just abreast of 
need, has come this amazing three yeal record of achievement 


in your interest: 


@A method of heat tinting that makes Color Metallography 
pri actical for determining the exact structure- -property rela- 


tionship of carbide mixtures.* 


New metals of great present and future potential that include 
heavy metal, three grades of chromium carbide, titanium Tt acti 
carbide, and high temperature alloys. Too! Bits 


Cermets- those amazing hybrids of ce rami and metal, pos- stock, identify, inventory. Yes, the Firth 
sessing in combination the best characteristics of each, to Sterling packaged tool line has these 


overcome modern technological problems. advantages for distributor and user alike. 


Zirconium— in ingot, billet, bar, rod, strip, sheet, wire, and 
tubing form—-soon to be available for industrial applications. 


A new chemical plant, employing the most advanced processes 
and equipment, producing ammonium pari atungstate of the 
highest purity to improve the quality of our tungsten carbides. 


Method “X”—an electro-mechanical process for machining 
metals that are unmachinable by conventional means. 

Yes, all these are the result of “accent on research” . . . the _ won 
justification for our statement 
But more, both high speed steel and 
Firth Sterling Stands for Metallurgical Achievement—Past, Present, Future Firthite carbide tools are available, to 
assure choice of the right tools for every 


*Write for reprint of article from Oct. 19, 1953 issue of STEEL. job ‘ from stock, from one depend- 
able source! Pa 





1-4 


Firth Sterling PRODUCTS OF FIRTH STERLING METALLURGY 


——§N0G—= Tool & Die’ fleets | Firth\Heavy Metal 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. Stamless Specialties Chromium Carbides 
' High Temperature Cermets 





OFFICES* AND WAREHOUSES: BIRMINGHAM® CHICAGO CLEVELAND DAYTON* DETROIT HARTFORD 
HOUSTON” LOS ANGELES NEW YORK* PHILADELPHIA* PITTSBURGH* WASHINGTON® WESTFIELD, NJ.° 
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how ID’; distributor directory... © 


Your suppliers and potential suppliers must have the facts in order to make 
intelligent decisions regarding their distributor organizations. And INDUS- 


IP RIAL DISTRIBU TION’s Directory of Industrial Distributors furnishes these 


tacts. 


The Directory shows your company’s qualifications to be a member of the 
industrial distributor team. It proves that your company is a qualified indus- 
trial distributor, stocking and selling the products of many varied and often 


distant manufacturers to all types of industrial users in your trading area. 
The current 34th edition of the Directory carries comprehensive data on 2,542 


main and branch industrial supply houses throughout the United States. A 
typical listing is shown on the next page. 


This is the type of unadorned information suppliers and potential suppliers 


need. It saves them countless time and money in locating and screening quali- 
fied distributors for their lines. In fact, many of them rely on the Directory 


exclusively when seeking information on qualified distributors. 


And when all the information has been gathered on you and your fellow distri- 
butors across the nation, it is potent testimony. It shows that 2,542 main and 
branch industrial supply houses, backed with a stock estimated at $250,000,000, 


cover every market in industrial America. 


Nothing is as eloquent as the facts in promoting your services. Both indi- 
vidually and collectively, the Directory of Industrial Distributors proves your 


ability to sell and serve industrial America. 


The Directory is another reason why your suppliers refer to INDUSTRIAL 
DISTRIBUTION as “headquarters for distribution information,” why distribu- 


tors say it is a “truly indispensable service” to the field. 
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promotes your services 


by helping your suppliers 


ENTERPRISE CITY 


ENTERPRISE SUPPLY COMPANY 
985 W. Main Street. Est. 1933 
Territory—Eastern Virginia, Northeastern 
North Carolina 
Branch—New City 
Type of Business—Industrial Supply House 
Outside Salesmen—8; Inside Salesmen—5 
Executives—Joe Doe, Pres.; Bill Smith, V.P.; 
John Jones, Treas.; Tom Rich, Sales Mgr.; 
Will Kane, Mgr. Supply Dept.; Jim Jordon, 
Buyer Industrial Supplies 
Stock—$200,000 to $300,000—Catol Issued 
Lines—A123456789—B 123—C 1345—D234—-E1234— 
F124—G234567—H 12—112—-J12345—K1234678— 
L1234—M1—N145—0123456—P1234567—Q12456— 
R124—S1234678—T1235—U12—V45891011 








[his is a typical, though mythical, listing in the Directory of Industrial 
Distributors. Note the comprehensive data reported. The lines handled 


are keyed to conserve space. The A group, for instance, is cutting tools. 


\l is Grinding Wheels, A2 is Coated Abrasives, A3 is Wire Brush Wheels, etc. 


s 
1 1 U S T ri (I | The McGraw-Hill publication 


edited exclusively for Industrial Distributors 


Distribution ~“--~ 


330 WEST 42nd STREET, NEW YORK 36, WN. Y. 
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"™ KENNEDY “500 BRINELL”’ 


Bronze 
Globe and Angle 


Valves 
atth 


Stainless Steel 
Seats and Discs 


KENNEDY'S ‘500 Brinell" valves 
set a new quality standard in valve 
design, engineering and perform- 
ance. New, rugged construction 
features cut your maintenance 
costs because KENNEDY'S "500 
Brinell’’ valves give you longer 
service life on your toughest jobs. 
Specially-treated, super tough 
stainless steel seats and discs give 
you leakproof performance be- 
cause they banish common valve 
enemies. Check these new built- 
in quality features and see why 
KENNEDY gives you the greatest 
valve value: 


TWO DISC { FULLWAY TWO PRESSURE { 200 ibs. 
Types | PLUG TYPE RATINGS | 300 its. 


Fig. 200 ibs. Fullway Globe 

Fig. 200 ibs. Fullway Angle 4" 
Fig. 200 Ibs. Plug Type Globe '4” 
Fig. 200 Ibs. Plug Type Angle \%4 
Fig. 300 Ibs. Fullway Globe '%4” 
Fig. 300 ibs. Fullway Angle 4” 
Fig. 300 Ibs. Plug Type Globe \4” 
Fig. 300 Ibs. Plug Type Angle '4” 


“PISTOL-GRIP" HANDWHEEL . . 
Fits your hand, gives you a firm, 
easy 3-way grip on top, sides and 
bottom! Full palm protection, too. 


KENALLOY STEM ... 

A new, exclusive KENNEDY stem 
material that eliminates stem fail- 
ures because it removes the cause 
of failures. 


HIGBEE-CUT ACME THREAD 
Eliminates feather-edge ends 
which, in ordinary valves, can 
break off and lock stem in the bon- 
net. 


UNION BONNET... . 

A stronger, tighter joint that easily 
withstands pressure and pipe 
wrench punishment. 


STAINLESS STEEL SEATS, DISCS 
“500 Brinell’’ hardness eliminates 
cutting by foreign objects, pitting, 
erosion, corrosion and wire-draw- 
ing. 


VALVE MFG: CO. 
1066 EAST WATER ST 
ELMIRA, NEW YORK 


* FIRE HYDRANTS 


eevounnnn 


L. F. Sadler 


Sadler Named Treasurer 
By S. B. Hubbard Co. 


Ihe S. B. Hubbard Co., Jackson 
ville, Fla., has named Luke Sadler, 
sales manager, as treasurer of the firm 
in addition to his sales duties. 

Ted J. Kenny, Jr., was elected secre 
tary and will continue as head of the 
electrical appliance department. He 
was also named to the board of direc 
tors. 

John Harrell, chief accountant, has 
been elected assistant treasurer in 
charge of general accounting and 
credits. 





Herman M. Kulman 


Master Rule Names 
Southern Representative 


Master Rule Mfg. Co. has ap- 
pointed Kulman Brokerage Co., At- 
lanta, Ga., as direct factory representa- 
tive in North and South Carolina, 
Georgia, Alabama, 
sissippi and Florida. 

Herman M. Kulman, president, and 
ten associates will service wholesale 
customers and also work at retail with 
distributors from headquarters in At 
lanta, Birmingham, Mobile, Jackson 


l’ennessee, Mis- 


OFFICE-WAREMOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES | ville, Tampa, and Richmond. 
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Ducommun Distributes 
$375,000 in Profits 


Ducommun Metals & Supply Co., 
Los Angeles, has set aside $375,000 
for employees under its annual profit 
sharing plan, company officers an 
nounced recently at the firm’s Service 
Award Dinner. 

Charles E. Ducommun, president, 
said the profit sharing, highest in the 
firm’s history, was made possible be 
cause for the first time sales had 
topped $30 million. Of the amount 
et aside, $225,000 will be placed in 
two trust funds established for em 
ployees, bringing the total availabk 
under these retirement plans to $2 
million. Of the company’s 646 em 
ployees, 262 with more than five years’ 
of service share in the plans 

Also an annual cash profit sharing 
payment of more than $120,000 was 
made to employees, representing threc 
weeks’ pay for each of those with the 
company longer than 18 months and 
proportionately lower amounts tot 
others. 

The company also distributed 
Christmas turkeys to all employees 
Some 10,000 Ibs. of turkey were given 
out. 

The Service Award Dinner honored 
those celebrating 25th anniversaries 
with the company. Officers and divi 
sion managers presided 


Offices Re-assigned 


Ola E. Fee, president of Mont 
gomery & Crawford Co., Spartanburg, 
N. C., will also be treasurer of the 
company following the death of 
Nolen H. Penland, secretary-treasurer 
W. P. Thomas, vice-president, will 
take over the secretary's post 





AT THE HELM of Phillips & Easton 
Supply Co., Wichita, is Ed Phillips 


al ATKINS 


IN °54—AS BEFORE 


Atkins Pledge 


to the Industrial Supply 
Distributor 


Four main factors govern Atkins sales policy on the items sold 


through distributors: 


@ Atkins-Brand products shall be sold through Atkins- 
Brand Distributors, each one formally appointed by 
Atkins as a dependable representative of industrial dis- 
tribution. 

Sales potential will always govern the number of Atkins- 
Brand Distributors within any trading area, Greater 
volume through the fewest practicable outlets shall be 
our objective. 

Atkins-Brand representatives will work exclusively for 
the benefit of Atkins-Brand Distributors. Whether work- 
ing alone or with distributor’s men, this will hold true 
in all consumer contacts. 

Quality, a hallmark of the Atkins’ name for almost 100 
years, will be rigidly maintained at all times, improved 
whenever possible and controlled constantly with all 


possible care and accuracy. 


Through these principles, a healthy relationship between Atkins 
and Atkins-Brand Distributors will always exist. Now and through 
the years, this relationship will be strengthened greatly by Atkins’ 
position as a Division of the Borg-Warner Corporation. 


ATKINS SAW DIVISION + BORG-WARNER CORPORATION 


INDIANAPOLIS 9, INDIANA 
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SOLDERING 


ma 


NO SURFACE CLEANING NECESSARY 


STIK «+ PASTE + LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture no cleaning 
of surface necessary. Provides a free flow of 
solder and makes a firm union possible. Non- 
acid eliminates danger of acid burns. For 
copper, bross, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plate, zinc, etc. 


Chrome-Stainless Steel FLUX 


For all soft soldering of chrome or stoinless 
steel and their various alloys. No surface 
cleaning necessary. You save clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch or soldering iron. 
Flux action keeps soldering irons clean. Avail- 
able in poste form 
~ 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soldering or brazing. Free flow- 
ing, non-acid flux that penetrates close joint- 
gop clearances. Suitable for use with all 
common metals and alloys 


Electro FLUX 


Made specially for soldering electrical ports 
ond electronic equipment. Free of salts, acids 
ond alkali. Non-corrosive and non-conductive. 
Can be used for continuous tinning of copper 
wire. Available in stik or heavy liquid form. 
Electro Flux Stiks are excellent for use by 
radio and TV repair men. 
Aluminum FLUX 
Non-acid, non-staining for use with pure 
elyminum or alloys, aluminum castings or alvu- 
minum alloy costings. Fluxes through oily sur- 
foces. Can be used with 50/50, 40/60 or 95/5 
solder. Hos wetting properties thot causes 
solder to flow freely. Saves clean-up time. 


Consultation on Flux Problems Invited 


if you heve a special fluxing condition send 
soldered and unsoldered parts — outline the 
condition . . . ovr engineering division will 
recommend the correct flux for you or develop 
@ special flux to meet your requirements. 


LAKE CHEMICAL CO. 
3094 W. Carroll Ave. 
Chicago 12, Illinois 
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Craig Edwards 


|New York Air Brake 
Sets up Kinney Division 


New York Air Brake Co. has re- 
Kinney Manufacturing 
Co., Boston, as a division to be known 
is Kinney Manufacturing Division. 
Established 46 years ago, Kinney 
has been operated as a New York Air 
1949. It makes 

pumps for han 


organized the 


sidiary since 
and 


Brake su 
vacuum 
dling viscous liquids 

Since 1941, the New York com- 
pany has acquired Hydraulic Con 
trols, Inc., Chicago; Hydreco Division, 
Cleveland; Aurora Pump Co., Aurora, 
Ill.; and Dudco Division, Detroit 


pun ps 


Open West Coast Branch 
New York Air Brake has opened 


a new West Coast branch in Los 
Angeles to sell and service products 
of its Kinney and Watertown divi 
Facilities for testing and pump 
ivailable 


$10ns 
overhaul are 

Craig Edwards, who has been con 
nected with the aircraft industry for 
the past 16 years, will manage the 
Also on the staff will be 
W. M. Smith, who has been with the 
firm nine years; Roy A. Woltman; 
ind Ralph O. Thompson. Mr. Wolt 
man will be branch manager in charge 
of Kinney Division pumps and Mr: 
Thompson will be assistant manager 
of the West Coast branch 


branch 


West Coast Distributor 
Sells Steel Business 


Rawlings Bros., Inc., Los Angeles, 
has sold its steel warehouse business 
to Solar Steel Corp., Cleveland 
Rawlins will continue to operate its 
other The company’s for 
mer steel warehouse will be operated 
under the name Solar Steel Corp. of 


California 


divisions 


Stainless Steel 
= BOLTS @& 


I] SCREWS &« 
S| NUTS = = 


4 


SWASHERS 


Complete Line 


Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS NUTS 


Ma ne Mach =hs) 
priees 
WASHERS vA 
RIVETS 


All Types 


ne Hexag 
15 Square 
Wood Wing 

All Types 
FITTINGS 


prints or specifications 


taiiless 


SCREW & BOLT CORP. 


135 Church S?# New York 7, N.Y 
CO 7-0675 
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SHIM STOCK 


332 Midland Ave. » Detroit 3, Mich, 





The Complete “BULLDOG” Line 


Machinists 
. 


Top Swivel Jaw 
e 


| Combination Pipe 
- 

Hinge Pipe 
s 


W. Ira Simpson 


Standard Tool Promotes 
Two Sales Executives Woodworkers 
° 


\\ | Simpson t \\ cst one 
ist monager for Standard Utility 


been named headquart 


Backed by 86 years of time proven acceptance. 
former Cl Hundreds of plants have used them and still do. 
: | Sell PRENTISS for those “REPEAT” vise orders. 


Vi CHLINCCI 


aia l ewis D. I ykse Sold 100°% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 


3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 





y 1. PROVEN QUALITY 
Here is the complete line of 
precision regulating equipment. y J COMPLETE LINE 


Give your customers the benefit of 
better control and longer service 

life by furnishing them Davis 3. PROMPT DELIVERY 
equipment. No matter what you 
require in sizes, types or metal 


Ralph Petersen specifications, Davis can furnish it 
and on good delivery schedule 
Make Davis your a i STRAINERS 
. . ; precision regulators and allie 
, f . 
Globe Machinery Appoints pantera 
New Des Moines Salesman 











© SOLENOID VALVES @ RELIEF VALVES 
Globe Machinery & Supply Co., © NOW-RETURN VALVES © FLOAT BOXES 
} 
Des Moines, Iowa, has appointed Rus © DIAPHRAGM VALVES © BACK PRESSURE VALVES PRESSURE 


sell G. Fisher as industrial salesman REGULATOR 
» ie D pp + npc oe esa ag © STOP & CHECK VALVES © MOTOR OPERATED VALVES —— 
In ¢ CS { Cs I TV. e suc 


re g Jan \ re: To oO ti } in suze 
eed Dan Morgan, promoted ‘ies 
dling special assignments yu Send for complete catalogs VALVES 
Nir Fisher started with Globe in — and information on Davis’ 
complete ine 

1948, spending six months in the ee 
warehouse, and cighteen months with — 

store sales force. He later worked 


} 


on tl rde1 at sk nd as a price clerk 





telephone salesman 
\ veteran of the Merchant Marine, 
ittended the University of Florida 


d Towa State Colleg AVENUE | "CHICAGO, ILLINOIS 


r 
aii 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. .. and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 





SA tvervtaine IN STANDARD AND SPECIAL CUTTING TOOLS” 





ee WOODROW WILSON ° 


DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


INDUSTRIAL DISTRIBUTION 
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American-Standard 
Forms New Division 


American Radiator & Standard Sani- 
tary Corp. has formed a new division, 
the Amstan Supply Division, to take 
over all operations of the company ’s 
former branch house department. 

Headquarters are in Pittsburgh. 
Branches are located in 22 states in the 
Midwest, Southwest and Pacific Coast 
areas, serving industrial customers and 
plumbing and heating retailers. 

Robert F. Sells, former general man 
ager of branches, is president of the 
new division. Joseph Salamone, for- 
mer manager of branch house opera 
tions, 1s executive vice-president. 

Mr. Sells, who joined the company 
in 1921, became Chicago branch man- 
ager in 1936 and a division supervisor 
in 1946. He was named general man 
ager of branches last year. Mr. Sala 
mone has been with the company 31 
years. Starting in manufacturing, he 
transferred to sales in 1930, later be- 
came general manager of sales for 
plumbing and radiator heating. Last 
year he took over the branch hous« 
operations managership. 


Welding Society 
Plans Spring Show 


lhe American Welding Society will 
hold its second Welding & Allied 
Industry Exposition at the Memorial 
Auditorium, Buffalo, N. Y., May 5-7. 

The Society's National Spring 
Technical Meeting will take place in 
the Hotel Statler, Buffalo, May 4-7 

Products of more than 300 com 
panies are expected to be on exhibit, 
in 100 booths. Equipment for both 
manufacturing and structural uses as 
well as maintenance will be displayed. 





CAUGHT at his desk before getting 
an early start on the Colorado hunting 
Pleasants, president of 
Denver 


season is F 
Plant Equipment Co., 





F. G. MeCloskey 


McCloskey Takes Over 
as Acro President 

IF. G. McCloskev has been named 
president of The Acro Mfg. Co. su 
ceeding F. P. Maxwell, who resigned 
recently to become vice-president of 
Rockwell Mfg. Co.’s Power Tool Di 
vision 

Walter | Rockwell, Detroit indus 
trialist, has been elected board chai 
man of Acro 

Mr. McCloskey was formerly execu 
tive vice-president and a director 
Acro. He was previously general man 
ger of Wisconsin Axle Co., now 
division of Timken-Detroit Axle Ci 

Mr. Rockwell retired recently after 
33 years as president of Timken 
Detroit when that firm was merged 
with Standard Steel Spring Co. t 
form Rockwell Spring & Axle C 


Walter F. Rockwell 





Neal Heads Committee 


Ray C. Neal, president of R. (¢ 
Neal Co., Buffalo, has bee: t 
chairman of the industr 
committee of the Buffalo Chan 
Commerce 


“Maverick” usually spells 
trouble, on the production line as Rt 
well as out on the range. Being Gis tt 
an unknown quantity or a ‘ YoY 
“Johnny-come-lately,” it leaves 
room for genuine doubt both as to 
performance and to quality. 
And that’s the reason so many 
experienced buyers — production 
experts to supervisors — insist 
on Kester .. . the one “brand” 
that is synonymous with the best 
in solder and solder _—— 
—— = 


rrr cg a> ~ 


Insist on Kester for the exact job-engineered 
Solder you require; 8 major Fluxes in 

Core Solder, available in 5 core openings. Also 
... Kester Solid Wire and Bar Solder, 

Kester “Solderforms” and Kester Fluxes. 


ESTER 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE + CHICAGO 39, ILLINOIS 
WEWARK 5, NEW JERSEY + BRANTFORD, CANADA 
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Ridge Tool Co. Names Two Sales Representatives 


Ralph W. Hamlin Cc. O. Hollen M. B. Williams 


[he Ridge Tool Co. has appointed _ ginia, and will also cover North Car pany’s home office staff, will have his 
Ralph W. Hamlin to succeed C. O. — lina. headquarters in Drexel Hill, Pa 
Hollen, who recently retired, in the Mr. Hollen has represented th Mr. Williams will be located in 
territory of New Jersey, Pennsylvania company since 1925 in New Jersey, Washington, D.C. For the past thre¢ 

ist of Lewistown and Wilmington, Pennsylvania, Maryland, Delaware, years he has been Southern sales rep 
Del Virginia and Washington, D.C. He resentative for a New York Citv tool 

M. B. Williams will take over Mr plans to winter in Clearwater, Fla... manufacturer 
Hollen’s former territory in the Dis ind maintain his summer home in 
trict of Columbia, Maryland, Dela- Ocean City, N. J 
ware (except Wilmington), and Vir Mr. Hamlin, recently with the com- American Pulley 


Names Vice-President 





The American Pulley Co. has ap 
pointed H. Merril! Bowman as vice 
GREA TER PROFITS president. He will take general charg 
of sales and advertising in the near fu 

ture, company officers anneunced 


W. Randle Mitchell, controller of 
the company since 1945, was also 


CLIPPER named vice-president 
Mr. Bowman since 1934 has worked 


continuously in the mechanical power 
transmission, materials handling and 
processing equipment fields, serving a 


- Constant Consumer Demand manufacturing firm in both sales and 


engineering capacities. He has been 
active in sales promotion and sales 


‘No Factory Sales to Users erie yoo 
SS W Nationally Advertised 
Y v Firm Resale Price Policy 
) v Highest Uniform Quality 


| Sold ONLY 
Through Authorized Distributors 





an ie ft z ; 
BELT LACING > ee I, H. Merrill Bowman 
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Be Sure to tell Your Customers About 


The Biggest Pay-Off... 
THE WINNING FINISH! 


IN TODAY’S KEENER COMPETITION, IT’S THE FINISH THAT SELLS! 


Your customers can SELL 


MORE—and SAVE MORE—with Brightboy. 


In many instances Brightboy achieves finishing time savings up to 50%! 


Brightboy finer, faster 


burring, cleaning, finishing, pol- 


gives 
ishing, IN ONE OPERATION. It 


finishes products, assemblies. 


parts, in ALL METALS, PLASTICS, 
woop and LAMINATED MATE- 


RIALS, 


Wheels, Sticks 
Rods, Blocks, 
jor machine and 


manual operations 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co. 
95 No. 13th Street 


Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


Brightboy’s special-formula 
cushioning rubber and matched 
abrasive do the job. The com- 
bination-action of rubber and 
abrasive working together gives 
the faster, finer finish that en- 
ables your customers to outsell 
They will discover 
Brightboy’s 


competition. 
and profit from 


revolutionary concept of finish- 
ing... and applications far be- 
yond the range of other methods. 
From the six Brightboy textures 
you can recommend those which 
are just right|to give your cus- 
tomers the finer, faster finishing 
that outsells competition and in- 


creases profits. 


MODERN BRIGHTBOY FINISHING WILL MULTIPLY YOUR PROFITS. 


Brightboy takes up where other 
abrasives leave off. You need it to 
round out your complete customer- 
service in abrasives. You'll want it 
to bring in the substantial extra 


GOOD DEALERSHIPS AVAILABLE. 


WELDON 


sales which only its adaptability 
and versatility produce. You'll 
appreciate it because it is a tie-in 
“natural” with your sales of cut- 
ting tools and cutting abrasives. 


WRITE FOR INVITING PARTICULARS 


Beienene 


RUBBER CUSHIONED 20” 


Wats 


— 


FOR FINISHING ALL METALS, PLASTICS, WOOD AND LAMINATED MATERIALS 
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-Extra Safety 
Sell your -Extra Economy 
7 —Dependability 
customers the -Long Life 





 Taytor MAvE 


ALLOY STEEL 


(_ haw 


Today the big trend is to Taylor 
Made Alloy Steel Chain. Hop on the 
profit band wagon. Sell the ad- 
vantages of this famous chain over 
wrought iron types. You'll make 
satisfied customers that come back 
for additional items in your line. 


@ Taylor Made Alloy Steel Chain 
has twice the tensile strength 
(125,000 Ibs. P.S.1.) of wrought iron 
chain (48,000 Ibs. P.S.I.) 


@ This famous nationally advertised 
chain is heat-treated—never 
requires annecling! 

@ Taylor Made Alloy Steel Chain 
has tremendous resistance to shock, 
grain-growth and work-hardness 

at all temperatures! 


@ It's tough—resists abrasion and 
gouging, Brinell hardness ranges from 


265 to 285! 


@ All slings are furnished with amazing 
new Taylor Made Alloy Steel Tayco 
Hooks. All attachments are of the same 
analysis steel as the chain! 


S. G. Taylor Chain Co., Hammond, Ind. 


Dan C. Swander, Jr. 


Columbian Vise & Mfg. 
Names Vice-President 


Dan C. Swander, Jr., vice-president 
in charge of sales for Columbian Vise 
& Mfg. Co., has been named executive 
vice-president of the company. 

With the firm since 1935, he has 
been a district sales representative, 
assistant sales manager and company 
secretary. He became sales vice-presi 
dent in 1947. 

Mr. Swander is chairman of the 
marketing methods committee of the 
American Supply & Machinery Manu 
facturers Association 

He will continue with his present 
sales executive post, in addition to his 
new over-all company responsibilities. 


St. Paul Representative 
Named by Boice-Crane 


Boice-Crane Co. has appointed Ed 
ward Hoffman as manufacturer's rep 
resentative for Minnesota and North 
and South Dakota, with headquarters 
in St. Paul. 

He succeeds Abner Griffith, Boicc 
Crane representative in Minnesota for 
16 vears, who has retired 


Send coupon for FREE . | 
Booklet No. 12C!” 





S. G. Taylor Chain Co. 


| Dept. 6, Hammond, indiona ys 
Rush free foider giving all the facts on Taylor 
| Made Alloy Stee! Chain 


Nome 


| City 





Edward Hoffman 
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Power Transmission Men 
Hold Annual Parties 


More than 50 members and guests 
of the New York Chapter of the 
Power Transmission Council attended 
the chapter’s annual dinner recently 
in Gasner’s Restaurant, Manhattan. 

Turkey dinners were served and a 
singing tno provided entertainment. 
\l Shaw, of Frank Tracy, Inc., New 
York City, was chairman for arrange 
ments. Wain Holt, of Allis-Chalmers 
Mfg. Co., president of the chapter, 
presided. 

In Newark, N. J., the North Jersey 
Chapter of the P.T.C. held its annual 
party at the Military Park Hotel. The 
program included dinner, musical en 
tertainment and gifts. A. J. Schilling, 
of Squier, Schilling & Skiff, Inc., New 
irk, 1s chapter president 

The New York Chapter held its 
first monthly meeting of the New 
Year at the Roger-Smith Hotel, with 
|. J]. Sloyan of the Automatic Motor 
Base Co., as guest speaker Later 
scheduled meetings will feature talks 
on V-belts and pulleys and a plant 
isitation. 

lhe North Jersey Chapter meets 
n Newark the second Friday of each 
month 





Arnold E. Lange 


Faultless Caster Names 
Field Sales Manager 


Faultless Caster Corp. has named 
Arnold E. Lange as field sales man 
iger of the company’s Caster Division 

He was sales manager of Carver 
Pump Co. and of the Mall Tool Co 
before joining Faultless Caster. A 
graduate of Marquette University, he 
s active in business and civic groups, 
including the Tri-City Sales Execu 
tives Association, Davenport; Society 
for the Advancement of Management 
ind Engineers Societys 


BAND SAWS 


Bring You Repeat Orders 


Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. 


Another Profit Maker 


Tt TOOL BITS 
spam 


Sparground Tool Bits are made from a special high grade 
alloy steel that makes them especially adaptable for machining 
extremely tough and very hard materials, such as heat-treated 
steel, die and stainless steels, etc. 


THE COMPLETE SPARTAN LINE 


Hack Saws—Band Saws—Tool Bits—Compass Saws— 
Hack Saw Frames 


Sold Only Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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IT’S THE 
NATURAL 
THING TO DO! 


4 


MARK 
YOUR 
LUMBER 


Extra strong Extra durable, American 
Lumber Crayons are made by Crayon ex 
perts . . They are designed for the 
highest legibility on all types of lumber. 
American Lumber Crayons are available 
in several different grades and sizes. 
Write today for FREE Industrial Crayon 
Guide describing our complete line of 
markers for every need. 


Dept. ML-73 


the American Crayon 


>mpany ; 





Skil Moves Chicago Branch to New Building 


New branch of Skil Corp. is located two miles west of Chicago’s loop at Pawling St 


ind Jackson Blvd., contains 10,000 sq. ft. of service area 


provided. J. Russell McGee is manager 


Customer parking is a 


a al 


McGill Mfg. Opens New $1,000,000 Plant 


— 


Modern production center for Indiana bearings manufacturer increases capacity 


35-40%. 


Plant adds 45,000 sq. ft. of floor space 





Reliance Electric Names 
Manager, District Sales 


Reliance Electric & Engineering Co. 
has appointed C. V. Gregory to the 
newly created post of manager of 
district sales 

I lwood H 
Pittsburgh district manager. | 
mond QObenchain has been 
branch manager at Newark, 
succeeding Mr. Koontz. 

‘he company also appointed C. B 
Allen, Jr., as Detroit district manager, 
succeeding ]. L. Buell, Jr., resigned 
ifter 18 vears with the company to 
join another Detroit firm Wilmer 
K. Schlotterbeck succeeds Mr. Allen 
is Buftalo, N. Y., district manager 

Mr. Gregory has been with the 
company since 1928 and has been 
Pittsburgh manager since 1946. Mr 
Koontz has represented Reliance in 
New York City, Philadelphia and 
Minneapolis since joining the com- 

iv in 1936. Mr. Obenchain joined 
the firm in 1941 and served for three 
and a half years in the New York 


Koontz succeeds him as 

Ray- 
named 
N.. ke 
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office before transferring to Newark 
in 1950. 

Mr. Allen has been in Buffalo for 
the past three years. He joined R« 
liance in 1929 and served in the 
Philadelphia, Washington, Boston 
and Detroit offices. Mr. Schlotterbeck 
has been at Philadelphia for the past 
several years. He joined the company 
in 1939. 

The company has named Antony 
C. Schlettler as branch manager at 
Baltimore. With Reliance since 1938, 
he has been a sales engineer at Balti- 
more since the company opened its 
office there early last year. 


Names Representative 


Cone-Drive Gears Division of 
Michigan Tool Co. has appointed 
rransmission Engineering Co., Phila 
delphia, as sales engineers to original 
equipment manufacturers in Dela- 
ware, southeastern Pennsylvania, 
southern New Jersey and eastern 
Marvland 





No need to 
measure this 


The customer was in a hurry. He asked for a hun- 


dred feet of half inch slue Heart” Manila. A 
clerk simply cut the lashings on an unopened coil 
out in the storeroom and started counting those 
convenient H & A measure marks, accurately mill 
printed every five feet on the rope itself. Three 
minutes later, that hundred feet of good manila 
was handed to a pleased customer. The clerk had 
rung up an easy sale and the dealer made a clean 
profit on the transaction. No time wasted in measur- 
ing the goods: no spe il stock location required 
for it. And the chances are that until the last foot 
of rope was sold, the coil stayed right there in the 
storeroom corner, amply protected and held to- 
gether by its neat, sturdy, multi-wall mill wrapping. 


just count the marks 


Industrial stock keepers as well as retail dealers say those 5-foot measure 
marks make H & A the most easily handled rope on the market 
Whatever length may be called for, they need only to count the marks 
ind cut it off. All sizes of H & A “Blue Heart” Manila and “Red 
Heart” Sisal Rope, from 3/16” to %” inclusive, are measure-marked 
Packaging includes Full Coils, Half Coils and the increasingly popular 
20 Ib. Display Coils (the latter pictured on the left 


When you need top qual ty rope, whether manila or sisal, investigate 
these H & A products. Expertly spun from the finest fibres; soundly 
packaged in convenient units and distinctly measure-marked every 
five feet for the easiest handling you ever enjoyed. Distributed through 


Full information on request 


Other H & A products include cordage 
of all standard commercial grades 

Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided 
Jute Packing, Jute and Hemp Twines, 


ROPE LARGER THAN HALF INCH IS NOT a eye ae “ pg mg 
AVAILABLE PUT UP IN DISPLAY COILS ee a 


> 
>> 


=~ Se’ & 


“ws 


* 
— ae 
ss 
===" 


THE Hoo & ALLISON COMPANY 


Spinners of Fine Cordage Since 1869’ 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO @ OMAHA, NEB. @ MINNEAPOLIS, MINN, 
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= i Knowing Tax Rules 
eW N UMInUM Can Save You Money 
(Answers on page 244) 


° * 
If you haven’t filed your income tax 
return (due March 15 for most tax- 
payers) here’s a quiz prepared by the 


American Institute of Accountants 
that can save you money if you get 


© the right answers on the final forms 
1. Your wife did some work as a sub 








stitute teacher which brought in 

less than $600. She wants a refund 

of the tax withheld from her pay 

You should— 

—a. Let her file a separate return to 
get her refund, then file your 
return claiming exemptions for 
both of you. 

. Advise her to file a joint re 
turn with you. 

». Each file a separate return 
claiming one exemption. 


oe Get complete data on 


x : - . You obtain three loans; the first to 
this new lighter hoist— buy business supplies, the second 
, to make repairs for a tenant, and 
‘ ‘ : 7 the third to pay your son’s college 

write us in Philadelphia tuition. You can deduct— 
—a. The interest on the first loan. 
—b. The interest on the first and 

second loans. 

—c. The interest on all three loans. 


. You own several types of securities. 
Which of the following is taxable? 
—a. Stock dividend (common stock 

distributed to common stock 
holders). 
—b. Interest on state and munici 

F ; ; : al bonds. 

steel with light, yet strong, aluminum alloys. It retains —c, Fabesest on bonds of a tax 

exempt educational institution. 


Che new aluminum Packet combines the advantages of 


the drop-forged, heat treated steel hooks; the electrically 
welded, oval link, heat treated, steel load chain; and 
; , You are the sole proprietor of your 
the mounting of rot: arts . icate ielde. Pont . prof 
8 tating parts on prelubricated, shielded business. Your daughter worked 
for you part time and earned $595. 
lighter than its all-steel co es She filed a return to get a refund of 
g unterpart. tax withheld from her wages. You 
can-~ 

—a. Not take a deduction. 

—b. Deduct her wages as a business 
expense and take a $600 ex 
emption for her. 

». Deduct her wages as a business 
expense, but not take the $600 


Peerless Peerless Bearcat ; 
Packet Model C Electric ‘ wonty exemption. 
Hoist ~ Hoist Hoist Trolley 


ball bearings of the present Packet. Yet it is 21 pounds 





. Your inventory pricing method can 


HARRINGTON PEERLESS HOISTS otras sn catendar ye 


basis. 
Tus Haraineton Company, 1640 W. Callowhill St., Phila. 30, Pa. - Since 1876 —b. By permission of the Treasury. 
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c. Once during the life of your 
business. 


6. You gave your church a corner lot 
for which you had paid $500. Its 
value at the time of your gift was 
$1,500. 

a. You must pay a capital gains 
tax on the $1,000 increase 

b. You may claim a deduction of 
$500. 

c. You may claim a deduction of 
$1,500. 


Which of these is not a require- 
ment in claiming the $600 ex 
emption for a dependent 
a. The dependent must be a close 
relative as defined in the tax 
instructions 
Must not have had $600 or 
more of income 
Must not be claimed as an ex- 
emption by his or her spouse. 
Must be a citizen of the 
United States 
Must have received more than 
half his or her support from 


you 


Your business is a_ partnership 
Your partnership tax year 
a. Mav be a fiscal vear ending the 
last day of anv month 
b. Must be the same as your per 
sonal tax year 
c. Must be the calendar vear 


9. You recently sold 25 shares of stock 
for a gain of $100. You had held 
these shares just under six months 
You had no other “‘capital’’ trans 
actions. Your tax on this trans 
action 

1. Is the same for ordinary in 
come 

b. Can not be more than the 
capital gains ceiling of 26 

c. Is based on 50% of vour capi 
tal gain 


You have made a gift of stock to 
one of your children. If the divi 
dends from this stock amount to 
le Ss than $600 
1. The dividends must _ be 
ported, but no tax is imposed 
b. They are taxed as a capital 
gain 
They do not deprive you of the 
dependency exemption for the 


child 


Horton Agent Expands 


The Donald B. Huntting Co., rep 
resentatives for Horton Chuck Divi 
sion of The E. Horton & Son Co. in 
Cincinnati, has opened an office at 
1904 Brown St., Dayton, Ohio. Lee 
Weber, of Dayton, will be in charge 


BUDA BALL BEARING 
JOURNAL JACKS 


15, 25, 35 & 50-ton capacities . . . 
4 to 8 inches of lift. 


<3 
Ratchet Trip 
Lowering Jocks — 
Jocks — 15-ton Cap. 
5 to 15 tons 


A fi 
a 
<> & 
Screw Standard Speed 
Jocks — Rall Bearing 


10 to 24 tons Screw Jocks 
15 to 75 tons 


Me 
” Fo 


Boll Bearing “Two Speed” 
Journal Hydraulic Jacks — 
Jocks — 25 to 50 tons 


15 to 50 tons 


A BUDA JACK 
FOR EVERY NEED 


Are you missing out on 
those extra jack sales? 


You know that every plant is a 
potential jack customer... but do 
you realize how many different types 
of jacks are needed by even a small 
plant? Jacks are used on the produc- 
tion line for pressing, fitting and 
assembling ...in the machine shop 
for moving, holding and positioning 
equipment ...in the shipping room 
for lifting while crating or banding 
... ete. With Buda’s complete line 
of field and service-tested jacks you 
can meet every need in every plant. 
So stock Buda’s 80 models, 9 types 
—and be ready to get those extra 
jack sales. Learn what a Buda Jack 
Distributorship can mean to you. 
Write today for all the facts. 


THE BUDA COMPANY 
Harvey, Illinois 
Division of Allis-Chalmers Manufacturing 
Company 
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HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES |! 
FOR ALL TEMPERATURES |! 








Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Vg” to 3”; 


— 








6000-lb. sizes Ye” 


ORIFICE > 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


4 Ib. service. all 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib, 


_ only. 
(FULL STAINLESS & 


FULL ALLOY : 
STEEL UNIONS 


With screwed or 
socket weld eads. 
3000-lb. and 8000-Ib. 


\ service. ,, 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 








. Se 
a 





























300 MILL ST. - CATAWISSA, PA. 
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Answers to Tax Quiz 





In all these answers it is assumed 
that transactions are made in good 
faith and no special circumstances exist 
which would alter the effect. 


A joint return is best for hus- 
band and wife, except for un- 
usual situations, including some 
involving medical expenses and 


l. b 


capital losses. It’s wise to fig- 


ure the tax both ways before 
If your wife uses her 
separate re- 

illowed to 


deciding 
exemption m a 
turn, you are not 
claim it in yours 


(he interest on the first and 
second loans can be deducted 
is business expense. The inter- 
est on the third loan is a per- 
sonal deduction, unless you use 
the standard deduction 


Certain types of organizations, 
such as religious and educa- 
tional associations, are not re- 
quired to pay tax, but you still 
must pay tax on interest re- 
ceived from their boreds. 


Ihe wages are deductible if 
they are reasonable. The ex- 
emption is not lost, if she quali- 
fies in all other respects, until 
her gross income reaches $600. 


Permission must be requested 
within the first 90 days of the 
vear to be affected, except that 
application to change to LIFO 
last-in, first-out) method may 
be filed with your return for 
the first year affected. 


Your deduction for a charitable 
contribution is the value of the 
gift at the time it is made. You 
are not considered to have real- 
ized a taxable gain when you 
give away property that has in 
creased in value 


Che dependent may be either 
a U. S. citizen or a resident of 
the U. S., Canada or Mexico 


You establish fiscal year 
when vou file your first return 
ifter organizing your business. 
You may change it only with 
Government permission, re- 
quested at least 60 days before 
the proposed year-end daie. 


your 


But if you had held the stock 
beyond six months you would 
have had a long-term instead of 
short-term capital gain. You 
would have been taxed on only 
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WHICH V-BELT 





In this way V-Belts can be made up 
in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don't dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just ome strong joint .. . stretch and 
follow-up maintenance are reduced to 


4 minimum, 


INTRODUCTORY V-BELT 
DRIVE UNITS 
. contain V-Belt- 
ing, Fasteners and 
Tools — every- 
thing you need in 
one compact 
package to make 
up V-Belts quick- 
“ly. Available in 
sizes A, B, C & D. 


ALLIGATOR 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 








Packing Types meet 95% of all packing needs 











Ee.) 
S Fy 
Circulating pumps like this one, which is used to circulate water 
to a cooling tower, give top performance with R/M Packing 
No. 1840, a universal packing included in Type 1 of R/M's 
Big 7 Packing Types 











R/M offers you much more to offer 


plant to standardize on because it’s engineered to 
selling easy. With them you can quickly show a give custom-built performance in all but the very 
plant how to lower its maintenance costs, how ‘to rarest packing applications. 

Plan now to stock and push R/M’s Big 7 Packing 


R/M’s Big 7 Packing Types really make packing 


reduce its inventories, and how to cut its downtime. 
vise of simpli 


W ith them, too, you can make a prom 
fied ordering and faster delivery service. This basic 


ine of just seven he ld tested pach types most 
three or fo 1 good line for any 


[ ypes. Raybestos-Manhattan will back you to the 
hilt with all the selling aids you need—including a 
specification chart covering all industries—and sup 
port you with consistent, hard hitting advertising 


plants need only 


PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


R/M PACKING 


RAYBESTOS-MANHATTAN, INC., packine DIVISION, MANHEIM, PA. 
g | G ? FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, NJ.; 


Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 


ndustrial Rubber, Engineered Piastic, and Sintered Metal Products « Abrasive and 


‘ F vs © Asbestos Textiles « ind 


RAYBESTOS-MANHATTAN, IN king 
red Eq * Brake Blocks * Clutch Facings « Fan Belts « Radiator Hose « Bowling Balls 











Diamond Wheels « Rubber ment « Brake Linings 
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50% of the gain, and in no 


: | case would the tax exceed 26% 
OL COUA its Sotto with | of the gain. 
g 
. ¢. The dividends are income to 
B ; R I G HT- © | N the child, provided the gift is 


considered genuine, and no re- 
turn is required from anyone 
having less than $600 gross 
income. 


oe ae en ee ek a ee 





That's what B-Right-On 
distribucors are saying, proof Robert E. Tenner 
that Brighton’s fair play policy 
is giving distributors extra 

profit, creating extra customer 


Carver Pump Co. 


good wili. Here are the three Names General Manager 


— ag a: , Robert E. Tanner has been elected 

distributor program: vice-president and general manager of 
Carver Pump Co., with additional 

PRODUCT — Consistent high quality duties as general sales manager 

to win the approval of men on both He was previously in sales posts at 


the assembly and the buying line! Continental Can Co. and National 
pndidimeast «Percent edvertis Can Co., of which he was vice-presi 
ersistent adverti ; ju 


s ts the distributors, re- . 
pie sui ah sor ; A graduate of the University of 
minds users they can count on their 
Briahtew distrib : Minnesota, he was an all-American 

ee ennarer end on the Minnesota football team 


POLICY —B-Rieht-On's business is 
based on selling through the dis- 
tributor, backing up bis salesmen 
with factory experts, and bis stock 
with centrally located factory re- 


serves! 





Think about it for a moment. If 
you are considering a line of socket 
screws, you owe it to yourself to get 
complete details. Write for the 
B-Right-On Distributor Profit Plan. 


SCREW & MANUFACTURING Co. FRANK PEERY, W. O. Bames Co 


sales engineer, has been transferred 


1827 Reading Road Cincinnati 2, Ohio from Detroit and Toledo to Los An 


geles. He will work with Evan Evans 
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Blun Estate Sells 
Georgia Supply Holdings 


J. Harold Mulherin, president of 
Georgia Supply Co., Savannah, has an- 
nounced the purchase by himself and 
several associates of the stock held in 
the company by the estate of the late 
president, Walter S. Blun. 

All of the purchasers, with the ex 
ception of Walter J. Mahany of Sav 
annah, were prior stockholders. Mr. 
Mulherin announced that Mr. Mahany 
would become actively associated with 
the company as an officer 

Mr. Mahany was until recently vice 
president in charge of operations of 
the Southern States Iron Roofing Co., 
which he served for 28 vears. A native 
of Savannah, he attended Benedictine 
Military School and is a member of 
the Church of the Most Blessed Sacra 
ment. He is also a member of the 
Savannah Yacht and Country Club 
and of the Benevolent and Protective 
Order of Elks. 

Others participating in the purchase 
were Mrs. Margaret H. Mulherin, 
George H. Haslam and Mrs. Regina 
H. Sullivan, all children of J. H. Has 
lam, one of the founders in 1901 of 
the company and its president until 
his death in 1925. Other purchasers 
were Mrs. Mary H. Pulcher; Mrs. J. H 
Howarth, Sr.; Mrs. Jane M. Lvons; 
H. M. Dunn: W. S. Waters: E. J 
Brown, Jr.: W. W. Wolfe; J. H. Mul 
herin, Jr.; J. Herbert Johnson; Leo A 
Johnson; Thomas F.. Anglin: Frank M 
Brooks; George E. Lomax; James § 
Ackis; Emery D. Evans and W. B 
Weeks. 

Prior to the January annual meeting 
the officers in the Savannah head 
quarters were Mr. Mulherin, president 
W. S. Waters, vice-president; E. ] 
Brown, Jr., secretary, and W. W 
Wolfe, sales manager. Officers in the 
Jacksonville, Fla. branch are Frank 
M. Brooks, senior vice president; 
W. B. Weeks, vice president James 


S. Ackis, manager 


Feted by Columbian Rope 


The officers and sales personnel of 
the Georgia Supply Co. were guests at 
a dinner at the Oglethorpe Club in 
Savannah recently given by Columbian 
Rope Co., which is celebrating its 50th 
inniversary. Georgia Supply is one of 
Columbian Rope’s oldest and mo 
consistent distributors 

Charles H. Mosher, vi resident 
in charge of sales for Columbian Rope, 
presented a plaque to J. Harold Mul 
herin, president of Georgia Supply Co 
Host with Mr. Mosher was Thomas 
B. Robertson, southeastern manage 
for the rope company with head 
ters at Atlanta, Ga 

Both the Savannah off 


ct 


ro or err err 


Longer life—by far—plus quicker, easier- 
than-ever cutter change are basic im- 
provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
sizes. Note the new construction: hard- 
ened side washers, press fitted into head, 
positively secured with slotted hex head 
bolts and lock washers. Remove one bolt 
(with wrench or screw driver) to free 
spindle for quick cutter change. 

Ask your Desmond industrial distrib 
utor for Bulletin D-48. He can help make 
your grinding wheels perform better- 
longer—with proper dressing 
Desmond-Stephan Mfg. Co., Urbana, O 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


Another sa@les-building advertisement from 

Desmond, addressed to” your prospects 

through Mill & Faétory, American Machin 
ist, Modern Machine Shop, Foundry, and 
other publications. Total circulation moné 
tan 135,000. For steady repeat business— 

promote"Desmond: : ‘ 
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dresser wears longer| 
cutters change quicker, 








Bolts... Nuts... 
Rivets . . . Screws 

vided their u 
100 years of the 

ndable uniformity yuality 
nd accuracy of finish that has 
made CLARK Products famous 
tor their greater security and 


eose of application 


For Greater Secur'ty... 
Fasten Fast with Clark Fasteners 


GLARK Bros Bout Co 


MILLDALE, CONN. 


Export Dept.: Suite 513 
25 Beaver St., N. Y. 4, N. Y. 
WHiteholl 4-4392 





T@ADE MARK REG U. S PATENT OFFICE 


Here's a quality line with real profit possibilities 
To get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 
the Channellock /ine every month . they are 
being told and sold. Use display boards, stock the 
full line for real profit possibilities. You can sell 
more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line. 


PLIER DESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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sonville branch of Georgia Supply 
were represented. Others from the 
Savannah office at the dinner were 
W. S. Waters, vice-president; E. J. 
Brown, secretary; and W. W. Wolfe, 
sales manager. Representing the Jack- 
sonville branch were Frank B. Brooks, 
senior vice-president; W. B. Weeks, 
vice-president; J. S. Ackis, manager; 
and G. FE. Lomax, E. D. Evans and 
J. G. Tracy, salesmen 

Salesmen from the Savannah office 
present at the dinner included J. H 
Johnson, C. L. Cunningham, W. | 
Kavanaugh, W. H. Lindner, Jr., and 
T. F. Anglin. 





Ernest D. Fischer 


Atlanta Manager 
Named by Thor 


Thor Pows lool Ci has ap 
pointed Emest D. Fischer as man 
ager of its n tact branch office 
in Atlanta, Ga 

Nr. Fischer recently service en 
ginecr in hors Birmingham, Ala., 
territory. With the company since 
1944, he has also worked in New Or: 
leans and in Jacksonville, Fla., where 
he served accounts in Georgia and part 
of blorida 

lhe Lhor Atlanta branch was 
opened in October. It will handle 
sales and service in Georgia, Florida, 
South Carolina and part of North 
Car )] 1 


Carborundum Buys Firm 


(he Carborundum Co. has agreed 
to purchase the capital stock of Stupa 
koff Ceramic & Mfg. Co., Latrobe, 
Pa., producer of ceramic and other 
components for the electrical and elec- 
tronic industries. Major General Clin- 
ton F’. Robinson, Carborundum presi- 
dent, said the acquisition was in line 
with his company’s diversification and 
expansion program 





DRILLS « 


DOUBLE 
CIRCLE 
TOOLS 


PRODUCT QUALITY 


All Double-Circle fools are precision 
made under careful quality control 
and constant inspection to assure 
rigid adherence to specifications. 


Distributors are backed with prompt 
service to the extent that emergency 
deliveries con be made in a matter 
of hours to any poirit in the country. 


Factory engineering experience is 
available to help you solve diffi- 
cult problems. 


PROFITABLE SALES 


Trade acceptonce...an enviable rep- 
‘utation for quality... a broad line 
opens opportunities for more sales. 


" 


PROMOTION 


Promotion consists of real distribu- 
em MU ella 
work by Chicago-Latrobe sales 
representatives. Full year-round 
advertising campaign in national 
trade journals with advertising that 
directs inquiries to distributors, plus 
adequate sales help consisting of 


literature, circulars, catalog pages — 


for distributor use. 


REAMERS @¢@ 


INDUSTRIAL DISTRIBUTION ¢ 


COUNTERSINKS e@ 


DOUBLE-CIRCLE 


REAMERS 


are checked 
beyond reach of 
the naked eye 


tool costs 


for you! 


The OUTSTANDING QUALITY of all DOUBLE- 
CIRCLE tools starts with the exacting inspection of 
raw steel... making sure it meets Chicago-Latrobe 
above-average requirements. This is followed by 
consistent inspection of each and every individual 
manufacturing operation... making sure of close- 
tolerance specifications. 

This exactness means that Double-Circle Reamers 
give more cutting mileage ... fast cutting action 
... smooth finish...require a minimum of shut-down 
time for sharpening ... lower tool costs for you. 


You can be sure of top performance... just specify 
DOUBLE-CIRCLE tools when you order. 
yYOou’.tl GET 


quick seavice-: 
FROM A 
CHICAGO-LATROBE DISTRIBUTOR 

















CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


COUNTERBORES ¢ 
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CARBIDE TOOLS « 


SPECIAL TOOLS 
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Federal-Mogul Completes 
Bearings Co. Purchase 
of Bearings ( 


Purchase ompary ot 


\merica by Federal-Mogul Corp. was 


completed last month following stock 
holders’ tock-transfer 
ati | 

lor the present, ofhcers said, Beat 
ings Co. will be operated as a division 
of Federal-Mogul. J] W Brady, 
former Bearings Co. president, was 
elected a Federal-Mogul director and 
vice-president and appointed to head 


ippro' i] rf a 


the new division 

Bearings Co. of America, with head 
quarters at Lancaster, Pa., 
founded in 1926 as successor to a 
New Jersey 
outgrowth of the 
Corp., founded in 
three major types of ball bearings 
radial, angular contact and thrust 
selling to orginal equipment manu 
facturers, bearing specialists and auto 


Was 


corporation which was the 
Star Ball Retainer 
1897. It makes 


motive parts jobbers 

Federal-Mogul makes sleeve bear 
ings, bushings and thrust washers and 
tapered and straight roller bearings 
The branches for 
distribution in the United States and 
Canada 

G. S. Peppiatt, Federal-Mogul presi 
dent, said the purchase will consoli 
date two of the country’s oldest bear 
ings firms and provide Federal-Mogul 
line of anti-friction 


company has 75 


with a complet 
bearings 

lhe 72,300 
shares of Federal-Mogul stock, which 
is at the rate of one share of Federal 
Mogul for every four shares of Beat 


ings Co. outstanding 


purchase price was 


Ace Abrasive Moves 


Ace Abrasive Laboratories has com 
bined its operations in new, modern 
ized quarters in Mineola, N. Y., after 
moving both factory and offices from 
two former New York City locations. 





NEW PLANT of Landis Machine Co 
at Waynesboro, Pa., is expected to up 
firm's tap production 60° It 
scheduled to be ready last month 


was 


250 


Lau Blower Names Two Sales Representatives 


Ben T. Clark 


he Lau Blower Co. has appointed 
Ben ‘I’. Clark and Harry Roit as sales 
representatives in its Fan Division 
Mr. Clark has been with the com 
pany five years. He previously headed 
his manutacturers’ 
representative in the Northwest, and 


own business as 


Harry Roit 


had also worked for A. B. 
Co. 

Mr. Roit joined Lau Blower a year 
ago, after working as a factory repre 
sentative in New England for Bailey 
Associates and for the Owen Webb 
Co 


Carpentet! 





PROFIT... 


COMPETITIVE PRICES 
TO BRING YOU 
HIGHER PROFITS 
THAN EVER BEFORE! 


IMMEDIATE DELIVERY ON 
STANDARD MODELS 


ALL 


with Tool - flex 


FULL FLOATING 
TOOL HOLDERS 


LOW PRICES © LOW MAINTENANCE 
SUPERIOR PERFORMANCE 


REAMER AND 
TAP HOLDER 


FROM OUR CHICAGO OR 


LOS ANGELES STOCK 


COUNTER AND WINDOW 


DISPLAY CARDS AVAILABLE 


TO CREATE SALES 


TOOL-FLEX MEANS REPEAT 


SALES THRU SATISFIED 
CUSTOMERS 


DISTRIBUTOR’S TERRITORIES 
STILL AVAILABLE — WRITE 





RELEASING 
TAP HOLDER 


WIDE RANGE OF SIZES 
TO FIT ANY SECOND OPERATION 





BURG TOOL MFG. CO., INC. Dpt.1D2 


3743 Durango Ave. * Los Angeles 34, Calif. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1954 








GUARD AGAINST 
DOWN TIME 


With Watson-Stillman 
Forged Steel Fittings ... 


The high cost of down time in today’s high pressure processing 
and power plants demands careful selection of piping materials. 
This goes double for the fittings. 
WATSON-STILLMAN FORGED STEEL FITTINGS give you maximum pro- 
tection against high pressure, heat, corrosion, shock and vibration 
—elements often responsible for piping failures. 

All W-S Carbon Steel Fittings are drop forged to produce the 
well-known forged-fiber structure with exceptionally high tensile 


and impact strength. They're designed for high strength, too, with 
extra heavy walls where you need them. And they're precision 
machined for perfect alignment. 

Watson-Stillman Fittings are also available in forged stainless 
and alloy steels for exceptional-service at high and low tempera- 
tures and for maximum resistance to corrosion. 

! For strong, tough, trouble-free joints—for safe, dependable 
pr operation of your piping system—specify W-S Forged Steel Fit- 
tings. Available in sizes %” to 4” in both SCREW-END and 

$= 


SOCKET-WELDING types. Write for information today. 
Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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Always 


TOP 


PERFORMERS 


HOSE CLAMPS 


Worm Drive 
Never Works 
Loose 


People applaud the way AERO 
SEALS keep a tight, leakproof, 
vibration-proof connection. No 
pinched or damaged hose 
and the clamp won't come 
loose Or snap open, no matter 
how rugged the service, Easy, 
one-hand installation. Screw- 
driver or thumb clamp. The 
precision worm gear drive does 
the trick, and AERO-SEALS 
can be used again and again. 
Stainless steel bands. 4 sizes 
cover 90% of needs. There's 
worthwhile profit for you and 
for your customers with AERO- 
SEAL. We're promoting the 
product to the men who buy 
from you. 


WORM DRIVE 


HOSE CLAMPS 


BREEZE CORPORATIONS, INC. 


41 South Sixth Street, Newark 7, N. J. 








L. M. Price 


Morse Twist Drill 
Adds Representatives 
Morse Twist Drill & Machine Co. 


has added three new representatives 
to its sales force. 

C. F. Dadd will cover the New 
Jersey territory, working out of New 
York City under R. E. Bennett, dis 
trict manager. 

R. F. Cooney and L. M. Price will 

| cover Ohio, under F. J. Miller, district 
manager. 
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WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


i] 

iy _— 
HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a Green.ee 
Bender one man in 

” but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 5”. 
Compact, portable 

. Saves hours, 

saves materials, 


>» 


HAND BENDERS 

FOR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking. 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes trom 
14” up to 349”. To operate, 
simply turn with a wrench. 


HYDRAULIC 

KNOCKOUT PUNCH 

DRIVER 

Portable hydraulic unit 

for driving GreeNnLes 

Knockout Punches. 

Speeds jobs... ecasily 

operated. Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with ease. 


CABLE PULLER { 
AND BORING 
TOOLS 
Specifically dee 4, } 
signed to save 
time, speed jobs... 
eliminate tedious, heavy ’ 
work. Companion tools to ‘ 
many other GreeNLEE timesavers for t 


gis: a" 


Write for new Electrical Tool Folder, Greenlee 
Tool Co., 1922 Herbert Ave., Rockford, III. 


VEOGOU 


© 


is 
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Gives Your Customers Faster 
Deliveries...Greater Savings 


Dick now lists 802 stock sizes of heavy duty QOD 
different stock 


sheaves that will satisfy more than 2<¢, 
to 600 horse- 


drive combinations in a power range from 4 
power. 

You can confidently recommend these new “Quick- 
Demountable” sheaves to your customers as the ideal 
choice for new installations or to modernize old equip- 


ment. QD sheaves go on or off the shaft in a matter of 


minutes without driving or pulling... and stay tight over 
the entire length of the shaft without wobble, loss of con- 
centricity or balance. Because of these advantages, your 
customers can make positive savings in reduced mainte- 
nance and inventory costs. And because Dick Rope QD 
sheaves are made in such a wide range of standardized 
stock sizes, your inventory problems become simpler . . 
and you can assure your customers of the promptest 
possible service. 

For years, manufacturers who need dependable power 
transmission equipment have relied on Dick products. 
QD sheaves are one more reason why you should carry the 
entire Dick line . . . help your customers to help them- 
selves by handling the line that serves them and you best. 
DISTRIBUTORSHIP INFORMATION GLADLY 
SENT ON REQUEST. 
-——— SPECIAL SHEAVES 


Dick also makes available a complete line of ‘‘special’’ sheaves for every 
application: A, B, C, Dand E section OD sheaves using stock OD hubs 
split sheaves . . . clamp or split hub sheaves step sheaves. Norma! 
rim speeds, 5000 feet per minute; sheaves also made for higher speeds. 
Special grooving, dynamic balance, taper bores and special painting 
are optional. 














R. & J. 


CHICAGO, ILL. « SAN FRANCISCO, CALIF. «© LOS 
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COMPANY, INC. 


ANGELES 
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NOW... 

ick ROPE 
QD SHEAVES in 
802 stock sizes! | 


FOR RUGGED, EFFICIENT POWER TRANSMISSION 
AND CONVEYING EQUIPMENT . . . GIVE YOUR 
CUSTOMERS DEPENDABLE DICK PRODUCTS. 


BARRY STEEL SPLIT PULLEYS 
Scientifically designed. Electrically welded. 
Light Easily installed. Maintains 
exact shape u nder all loads. 


eer) 


welg Al. 


DICK’S BALATA BELTING 

Hard surface, closely woven duck, thoroughly 
impregnated with Balata Gum. Free from 
tretch and shrinkage. Moisture resistant. High 
in power transmission efficiency. 


BARRY CONVEYOR PULLEYS 

Combines light weight with super strength. 
Welded steel construction. Easily installed. 
Wide range of sizes for all general conveyor 
Services. 

Every item carefully engineered te boost pro- 
duction through maximum strength and long-term 
durability 


ee, eee 
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| Six Promoted 
By L. S. Starrett 


7 fal 


Carl O. Newton 


a BILLINGS 


DROP FORGED 


"C’ CLAMPS 


For GLUING—WELDING—FIXTURE SET-UPS. For ANY operation which 
demands solid, dependable clamping . . . vse Billings “C’’ Clamps ! 


They're Tough! Drop forged from high grade carbon steel and heat treated 
for strength and long life. 


They Hold! Adjusting screws have special stub thread for rapid adjustment, 
tight grip. *Ribbed body design resists springing, 

reduces weight. 

They Fill the Bill! Four patterns and 32 sizes. Heavy, 


Medium and Light Duty. Extra deep throats for body 
builders. Cadmium plicated styles for welders. 


Donald E. Gilbert 


If you would like to know more about the Billings Selective Dis- 
tributor Policy, write today. 


Roy M. Peckham 


A few of Billings Drop Forged Carl O. Newton, former Eastern 
Wrenches and Shop Tools sales manager of The L. S. Starrett 
Co., has been named sales manager 

re of the company, reporting to William 

]. Greene, vice-president and sales di 


WARTFORD 1, CONN., USAC ti 
QUALITY TOOLS AND FORGINGS SINCE 1869 Donald E. Gilbert, former New 
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HERES YOUR UNE! 


Best for sales because best for service 


WITH THE FAMOUS RAWLPLUG LINE you can meet 
practically every anchoring requirement of every customer. 
And on top of that, you'll help customers cut installation time 
and costs and assure truly positive, permanent anchoring. 


if 


Carl G. Nordmark 


The Rawlplug line is sold only through distributors. The 
line is constantly being developed as the leader in its field 
...and advertising tells all your customers and prospects 
about its outstanding advantages every month in the year. 

Write for the full Rawlplug story and start cashing in on 


today’s most efficient, fastest-moving line. 


RAWL PRODUCTS THAT BOOST SALES 


WLPLU RAWLANCHORG 


Douglas R. Starrett 


Frederick H. Clarkson 


York branch manager, su 


Newton as head of Eastern sal 


Other promotions includ 

Roy M. Peckham, previot 
lanta representative, named 
sales manager; 

Carl G. Nordmark, adverti 
wer of the company, appoint 
tising and sales prom 
Douglas R. Starrett, } 


tant 


} 


Fibre screw anchor for use with wood 

or lag screws. Only universal anchor 

that can be used in any material. 
Wood screw sizes #6 to #20 
Lag screw sizes #% to #% 


Heavy duty masonry anchor of “con- 
fined lead type” for holding bolts. 
Made in one piece — double ended — 
cannot be misapplied. 

Bolt sizes 4" to 1” 








WL-DRIVE 


Only expansion bolt combining anchor 

and bolt in one piece. Simple to use, 

easy to install. Drives like nail into 

drilled hole. Tremendous holding power. 
Sizes \;" to 44" 





iWL- 


The improved machine screw onchor. 
The taper permits use in under-sized 
holes resulting in saving of drill costs. 
Machine screw sizes—6 x 32 to %x 11 





WL TOGGLE BOL 


sraine 


For simplicity of installation and se- 
curity of anchoring any fixture or 
utility in hollow walls or ceilings. 
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Three point easy to sharpen masonry 
drills for hand and power drilling. For 
Rotary drilling—wse Rawl Carbide 
tipped drills. 


RAWLPLUG CO., Inc. IF] 


271 Church St., New York 13, N. Y. 








Super-Sellers 


BECAUSE THEY'RE 


Super-Savers— 


SPROUT-WALDRON 


BELT-SAVER 


| reporting directly to A. H. 


Starrett, 
president; 

Frederick H. Clarkson, of the Star- 
rett Advertising Department, named 
assistant advertising manager 





Laurence L. Hurd 


punters ational Screw & Mfg. 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand, 

Teli all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 


In addition to Belt- 
*e Savers, Sprout-Waldron 


offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 

ar Write for free 

bulletins contain- 

ing full informa- 

tion about Sprout- 

Waldron pulleys! 

aldron 


& Co., Inc.,3 Logan 
Street, Muncy, Pa. 
rite for free booklets! 


* 
Ee 
, Sprout- 
of 


SPROUT-WALDRON 


CAST IRON 





PULLEYS 


INDUSTRIAL DISTRIBUTION 


Names Division Managers 


National Screw & Mfg. Co. has ap 
pointed Laurence L. Hurd as Eastern 
division sales manager and Boyd D 
Herrin as manager of the Western 
division. Both posts are newly created. 

Mr. Hurd, whose headquarters will 
be in Buffalo, was formerly with 
Buffalo Bolt Co. His territory includes 
upper New York State, New England, 
metropolitan New York, New Jersey, 
Delaware, Maryland and Washington, 
D. C. 

Mr. Herrin 
National Screw’s Kansas City 
for the past five years. Working out 
of the firm’s national offices in Chi- 
cago, he will direct sales in western 
Indiana, northern Illinois, Iowa, west- 
ern Missouri, Kansas and Nebraska. 

Philip Henrici will continue as dis 
trict sales manager in Chicago, and 
Glenn L. Money in the same capacity 


in New York City. 


has been 


Boyd D. Herrin 


selling from | 
office | 





DIETZ TUBULAR 
LANTERNS 


RED says DANGER. 
DIETZ LANTERNS say 
STOP. Light as needed, 
bright, or controlled 
without diminishment 
or failure till the last 
drop of kerosene. Rug- 
ged quality, economical 
performance. Backed by 
the oldest and largest 
manufacturer of porta- 


ble light 


SAFETY 
LANTERN 


“Magnified beam” seen 
for great distances — 
burns 100 hours on a 
pint of kerosene. Non- 
tip base. 


DIETZ 
“NIGHT WATCH” 
SAFETY 
LANTERN 


A miniature beacon 
with the new ‘Pencil 
Beam” visible from 
any direction close by 
or at long distances. 
Rugged, inexpensive, 
longest-burning, over 
100 hours. 


DIETZ 
HIGHWAY 
TORCHES 


Complete line of 
bomb and flat 
base types in 
DIETZ Blue 
threaded collar 
burner models 
and DIETZ - 
EMBURY Red Cam 
lock burner models. Made to give faultless serv- 
ice under most severe conditions. 


wy 


Send for Descriptive Folders 


R.E. DIETZ COMPANY 
SLES syracuse 1, N.Y. a 
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Richard C. Carmean 
Cambridge Wire Cloth 
Adds to Sales Staff 


Richard C. Carmean has joined the 
sales engineering staff of Cambridge 
Wire Cloth Co. to assist Fred L. Stev 
enson in the Ohio-Michigan-eastern 
Indiana territory. 

[he appointment is part of a plan 
to provide broader factory service for 
the area, company officials said 





ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 

Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

J. F. Donegan Why not stock Vincent Dressers and Cutters yourselves . . . they're 
Philip Carey Names proved to be sure-fire profit producers. Vincent Steel Process Com- 
: : : pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 
New York Manager 


J. F. Donegan has been appointed VINCE 
New York district manager, industrial 
sales, for The Philip Carey Mfg. Co 
Mr. Donegan has been an indus YOCIE 
trial salesman for the company in 
New Jersey and New York He has 
ilso served as manager, Asbestos 
Cement Division, and plant manager 
ft the cor F Jer mbo Ope! 
. wes company’s Perth Amboy ope SINCE 1909 
Heads Atlanta Club Designed = Built ay Merchandised 


John Pollard Turman, president of to Pee) a better Te) os ; for aale user—for you 


J. M. Tull Metal & Supply Co., At- 
Sante fa en tone shed gueieiees Producers of + HSS TOOL BITS + CONICAL CUTTERS AND HOEDERS * DIAMOND 


f the Atlanta Rotary Clul DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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1. THIS COMPLETE CATA- 
LOG contains detailed de- 
scriptions of the whole 
Carey line. It is designed 
to help users and distribu- 
tors find products and 
specifications easily. Prod- 
ucts are listed in three 
ways: by major classifica- 
i tions, by specification, and 
g by product group. 


See 


2. ANOTHER CAREY DIiS- 
TRIBUTOR AID is a series 
of individual product 


manuals such as this out- 
ow standing ‘‘Built-Up Roof- 
ing Specifications Man- 


val." This book has been 
called ‘‘the most complete 
manual ever produced for 
architects, engineers, con- 
tractors or applicators." ts 


+ see? —_— 7 = 


Other Carey manuals available include those on Corrugated 
Asbestos-Cement, Industrial Insulation, and Asphalt-Asbestos- 


Magnesia Products. 


4. L. CHARLES UNDERWOOD, Mana- 
ger Advertising and Sales Promotion, 
The Philip Carey Mfg. Company, tells 
e e ; => the part advertising plays in Carey's 
; distributor-help program. “Carey is 
distributo rs P aiming every minute of the year to- 
akg ward increased industrial sales vol- 
—_ ume .. . our products are ideal sub- 

jects for industrial advertising." 


a PACTORY © 


MANAGEMENT AND MAINTENANCE 


helps 








Write Lower Costs and Faster 
Erection Time inte Your Plans ... 


e ' °O vou spend 34 te \nsete \Onge, 
spe " roof life for your buildings > 


trom rection te foundanon CALL ON CAREY! 














3. THE CAREY ADVERTISING PROGRAM provides powerful sales help for dis- 
tributors. Advertising features actual histories of cases where tangible benefits 
result from use of Carey products 


Since Carey is constantly on the alert to get selling messages to important men 
in manufacturing, magazines are carefully picked to insure that the Carey sales 
story reaches the men who buy. 


5. FOR RESULTS IN MANUFACTURING, Carey picks 
FACTORY ...as do so many other manufacturers. 
Mr. Underwood says, ‘The best vehicle or media to 
carry the Carey selling message is FACTORY. We con- 
sider it a must and look forward to increased advertising 
results from FACTORY.” 


Increased results —isn't that what you're looking for, 
too? Well, you can get more sales in manufacturing... 
when the product lines you handle are advertised reg- 
ularly in FACTORY. Make sure that you're getting the 
real sales help that advertising in FACTORY gives you. 





fi) =A McGRAW-HILL PUBLICATION 4 
330 West 42nd Street, New York 36, New York 





ats 
face it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
e+. you can handle them if you act now. 

Let's face it ... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production —is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 
| | Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[ | Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

|_| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

| | Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 

Act now . . . check off these four simple points... 
before it’s too late. 
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J. Lawrence Buell, Jr. 
Formsprag Elects 
Buell as President 


J. Lawrence Buell, Jr., has 
elected president of The Formsprag 
Co. succeeding Shepard Barnes 
has resigned He 
manager and a 
Buell was with 
Engineering Co 
in sales and engineering capacities 
He been manager of the 
pany’s Detroit district since 193¢ 

David A. Wallace, former president 
of the Chrysler Division of the Chry 
sler Corp., was elected a Formsprag 
director. Re-elected as board mem 
bers were Delmar G. Roos, M1 
Barnes and Elroy O. Jones. 


been 


who 
was also named gen 
director 
Relhance 
for 2¢ 


eral 
Mi 


tric & 


aT 
years 


has com 


Watson-Stillman Names 
Tough as Sales Manager 

Watson-Stillman Fittings Division 
H. K. Porter Co., has appointed J. M 
l'ough as sales manager 

With Watson-Stillman since 1942, 
he was a sales representative at first 
ind lately district manager at Chicago 
He was at one time with the Ahlberg 
Bearing Co. as New York branch man 
ger. 


J. M. Tough 


| here’s a MEW variable speed drive 


ot 








~ 
_— 








... that will astound your customers 


T. B. 


Cambridge, Mass. 


} 


ar 


S74 


Yes, here’s a variable speed drive that will give your 
customers years of trouble-free operation. Just look at 
these exclusive sales features: 
WIDE SPEED RANGE — Up to 3 to | speed range ratio. 
HORSEPOWER RANGE — Radically new notched belt con- 
struction gives higher horsepower capacity for single 
belt drive — 5 to 20 horsepower motors. 
NEW CONSTRUCTION — The first wide range single groove 
Stationary control variable pitch sheave with both flanges 
moving simultaneously. 
POSITIVE LOCKING — Simplified design provides positive 
clamping of the two adjustable flanges eliminating 
fretting corrosion. Flanges are quickly and easily released 
for making speed changes. 
HIGHER EFFICIENCY — Single wide belt gives maximum HP 
efficiency. Eliminates problem of maintaining matched 
belts and matched grooves for equal power distribution. 
LESS SHAFT OVERHANG 
ADJUSTABLE AT EITHER END — Single adjusting screw easily 
accessible at either end of the sheave. 
NO LUBRICATION — No grease fittings or oil cups, there- 
fore, no preventive maintenance needed. 
MORE ECONOMICAL — This unit will give a variety of 
speed changes best suited for your product or operation 

. sensibly priced too. 
For more detailed information call or write T. B. Wood's 
Sons Company . . . and ask for Bulletin #796. 

y, 


Sons Co. Chambersburg, Pa. 


e Newark,N.J. © Dallas, Texas « 
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did ou told. your ow in 53! 
whats predicted for'S4? 


With ID’s Annual Survey of Distributor Operations — 1953 


you can analyze last year’s performance 


and strengthen the weak spots for the year ahead. 


Watch for the next issue. It’s an accounting for the past year, 


a forecast for the year ahead. 


In January, 1953 most industrial distributors saw a healthy selling year ahead. 


Over 48% foresaw sales to match 1952’s $3,814,000,000. A respectable 27% ex- 
pected a brighter 1953. Only 15% saw ominous clouds on the distributor horizon. 


How did 1953 measure up? What’s ahead for 1954? 


The Annual Survey of Distributor Operations in INDUSTRIAL DISTRIBUTION’s March 
issue will answer these questions. 


Here you can check your performance with distributors in your own area and 
with others in every section of the country. You will be able to compare sales, 
inventory, invoices billed, number of employees, number of salesmen, sales per 
employee and sales per salesman. 


These figures will be shown as plus or minus percentages in comparison with 
1952 both nationally and regionally. You will also get the outlook of distributors 
for 1954. 


Here is an excellent opportunity to check past performance and strengthen your 
sales structure for the year ahead. 
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ANNUAL SURVEY OF OxTEBUTOR - —— 


» Sales hit $3.2 billion 


wATIOMAL PERCENTAGE CHANGES 199! 
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Industrial 
The McGraw-Hill publication . * - 
edited exclusively for Industrial Distributors | S Trl UTI t i 


and their salesmen. 


ABC ABP 


330 WEST 42nd STREET, NEW YORK 36, W. Y. 
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- post Positive-Locking Bett 
bt ser Designed 


“SLEEVELOCK” 
V-BELT SHEAVES 


»® 


SIMPLE DESIGN Only 4 pieces—tapered 
bore sheave, !-piece split bushing, 2 cap 
screws. 

EASY INSTALLATION Slip sheave and 
bushing on shoft; tighten screws. 

QUICK DE-MOUNTING Just loosen the 
2 screws! 

UNIFORM SHAFT CONTACT Bushing, 
split for full length with 2 milled slots for 
screw heads, gives full contact on over- 
size, undersize or standard shafts. 


NO KEYS Cap screw heads act as keys 
between sheave and bushing. 

NO PROJECTIONS Bushing fits flush with 
sheave hub, both sides; no flanges. 
LONGER SERVICE Made of Medart spe- 
cial hi-test cast iron that means longer 
groove wear, longer belt life. 


THE MEDART COMPANY 
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@ Easier, quicker mounting and 
de-mounting! 

Positive, uniform Locked-On- 
The-Shaft grip! 

e Makes V-Belts last longer! 


The basic “Sleevelock” principle of 
the split bushing in a tapered bore 
has proved its superiority in thou- 
sands of installations in over 16 
yeors of satisfactory performance. 


Write For Catalog 


TYPICAL 
CROSS SECTION 
OF “SL” 
SHEAVES 


Sheave With 
Taper Bore 











One-Piece Bushing 
Fits Taper Bore in 
Sheave 








Cap Screws Pull 
Sheave Up On 
Bushing To Positive, 
Uniform Fit To Shaft \ Asay 











3535 DE KALB STREET 
sv. LOUIS 18, MISSOURI 


Carboloy Organizes 
Three New Districts 


Carboloy Department of General 
Klectric Co. has set up three new 
field distiicts with headquarters im 
Pittsburgh, St. Louis and Boston 

C. W. Powell will head the new 
Allegheny district, at Pittsburgh. ‘Th« 
St. Louis headquarters, offices for the 
new South Central district, will be 
under J. D. Kennedy. At Boston, 
H. H. Jason will direct the newly o1 
ganized New England district. 

This brings to eight the total of 
Carboloy district sales offices. The 
others are: Atlantic, at Newark, N. J., 
under E. R. Almdale; East Central 
Cleveland, A. M. Thomson; Detroit, 
P. J. Jensen; Midwestern, Chicago 
L. L. DeCoster; and Pacific, Los An 
geles, R. D. Mack. 

The company will expand its di 
trict sales staff ten percent, J. | 
Weldy, marketing manager, in 
nounced. 

Mr. Powell joined General Elec 
tric’s Lamp Division in 1937 and 
transferred to Carboloy in 1943, where 
he was active in organizing distributor 
sales setups. He has been Pittsburgh 
branch manager since 1951. 

Mr. Kennedy has been manager of 
product projects since 1952. He has 
been with Carboloy since 1948, as 
sales trainee, sales engineer and man 
ager of wear part sales. 

With Carboloy since 1946, Mr 
Jason was first a sales and service en 
gineer in San Francisco and in 1950 
was named manager-tool sales. He 
served three years in Army Ordnanc« 
and has also worked for Morse Twist 


Drill & Machine Co. 


Named Tool Manager 
William S. Baker has been ap 


pointed manager of tool sales for 
Carboloy. 

Recently manager of East Central 
district sales in Cleveland, he has been 
with the Carboloy organization since 
1928, when he joined it as a service 
engineer. His new headquarters are 
in Detroit. 


Heads Cleveland Office 
Carboloy has appointed Alfred M 


Thomson, former sales representative, 
as manager of East Central district 
sales in Cleveland, succeeding M1 
Baker, new tool sales manager. 

Mr. Thomson started in the order 
department in 1940 and has been a 
sales and service engineer since 1945 


Expansion Program Planned 


Carboloy is planning a $1,000,000 
expansion program at its Detroit 





plant, starting this month and ex- 
pected to be completed late in the 
year. K. R. Beardslee, general man 
ager, announced recently. 

It includes a 36,000 sq. ft. addition 
to a building and new equipment. 
New advanced engineering facilities 
are planned, including a pilot plant 
and laboratories. 


Join Carboloy Staff 


Frank Brossv has joined the adver 
tising and sales promotion section of 
Carboloy. He was previously with 
McManus, John & Adams Co. M. L. 
Smith has rejoined the company as 
a marketing trainee in the permanent 
magnet field, after two years in the 
Marine Corps. 





Frank C. Rac 


Frank C. Rac Joins 
Weinberg & McKee 


Frank C. Rac has joined the staff 
of Weinberg & McKee, Inc., Chi 
cago, as a catalog engineer 

Mr. Rac was formerly co-owner of 
Catalog Group, Inc., a Wisconsin cor 
poration engaged in the compiling 
and printing of hardwar italogs 
Before that he was manager of the 
catalog department of a midwestern 
printing concern 


Babcock & Wilcox Names 
Northwest Representative 

E. T. Wilson, Jr., has beer 
sales representative of the Tubul 
Products Division of The Bab 
Wilcox Co. for Oregon, Washingt 
British Columbia, Alberta 
katchewan 

He was former] yurcha 
for Cascade Mfg Co., afhliat 
tric Steel Foundry and the H 

His headquarters will be at 
S. W. Sixth Ave., Portland 


nal 


3 Reasons Why 
WENDT-Sonis Carbide Tools 
are SUPERIOR... 


Fasier to Sell 





New Wendt-Sonis carbide. 
Close quality control assures 
uniform high quality. Wendt- 
Sonis carbides hold their 
cutting edge longer. 


Tool steel shank is 
normalized to eliminate all 
stress. 


Carbide is carefully 
brazed to the shank by the 
exclusive Wendt-Sonis slow 
braze process. A high 
strength bond for longer 
tool life is insured. 





Actual tests prove that the highest quality workmanship plus 
the new Wendt-Sonis carbide increases production with all W-S 


tools. 


Wendt-Sonis makes a complete line of finished and semi-finished 
carbide tipped single point tools. All of these tools are 
available with W-S carbides in all standard grades. 

There is now one source for all your carbide tool needs. Write 
for catalog listing on the complete line of W-S too! bits, 


drills, reamers, counterbores, milling 
cutters, end mills and carbide blanks. 


Ketuiu coupon or write dept. ID-2 for 
the new W-S feed and speed calculator. 


Wendt-Sonis Company. Dept. ID-2 
Hannibal, Missouri 


Please send me your: 
[) New Feed and Speed Calculator. 
WEnDT-sonis C1) Catalog on the complete line of W-S tools. 


HANNIBAL, MISSOURI 


576 WN. Prairie Ave. 
Hawthorne, Calif. 


5308 West Diversey 
Chicago, Ill. 
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YOU CAN'T HANDLE 
A BETTER LINE FOR 
STEADY PROFITS 


Widely used throughout all industries. Exclu- 
sive features which mean longer life and 
greater efficiency help to keep STANDARD 
Transmissions in steady demand ... your assur- 
ance of steady profits. 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 


BEST FOR PROFITS BECAUSE 











BENCH MODEL NO. 2 
FLOOR MODEL NO. 3 (NOT SHOWN) 


Available in dry-cut or wet-cut models — bench 
or floor type. 

* LIFTS ON RETURN STROKE + BALL BEARING 
GUIDE « AUTOMATIC CUT-OFF SWITCH + ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
OF WORK) 


MULTIPLE CARRIAGE LATHE STOPS —to fit most 
popular engine lathes. 


Send coupen fer literature and distribvter pilen. 


STANDARD 


| EQUIPMENT ; 
- 7a W. UNIOW stTaeeT | 
PASADENA 1, CALIF. 
Send me complete literature and distributor 
proposition. 
TRANSMISSION [) 

















J 
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DeWalt Assigns Stolarz to Advertising Post 


W. Ross Stevens 


DeWalt Inc. has named John Sto- 
larz, formerly industrial sales manager, 
to direct advertising and sales promo 
tion following the retirement of W. 
Ross Stevens, advertising manager for 
more than 27 years 

Mr. Stevens will continue with the 
firm as special consultant on sales and 
advertising 

Lester R. Mellott, who has been 
with the company three 
been named assistant sales promotion 


vears, has 


manager 

Arthur J. McMurrav, former Power 
Shop sales manager, is now assistant 
general sales manager. He will assist 
Condé Hamlin who directs and coor 
dinates the company’s distribution 
and promotion systems. 


Regional Manager Named 


DeWalt has appointed Thomas M 
Geraghty as district sales manager 
for the territory comprising West Vir 
ginia, 13 counties in eastern Kentucky, 
and that part of Pennsylvania west of 


Thomas M. Geraghty 


Lewistown. His headquarters will be 
in Pittsburgh. 

Mr. Geraghty recently operated a 
bus company. Before World War I], 
in which he served as an Armored 
Force officer, he had been a sales rep 
resentative for a food distributor. He 
is a Rutgers University graduate 


Magnesium Co. of America 
Buys Tobey Mfg. Corp. 


The Magnesium Company of 
America has purchased Tobey Mfg. 
Corp., California aluminum materials 
handling equipment manufacturer. 

Tobey will be operated as Tobey 
Aluminum Division of the parent 
company, with Michael Neushul, its 
founder and president, as manager 

Miles L. Abel, Magnesium Co. ex- 
ecutive vice-president, said the ac 
quisition rounds out his firm’s lines 
and permits expansion in the light- 
weight equipment field 
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““Collier’s” Article 
Features M. B. Skinner 


M. B. Skinner Co., South Bend, 
Ind., manufacturing firm, was the sub 
ject of a feature article in the Dec. 25 
issue of Collier's magazine by its presi 
dent, K. G. Merrill. 

Titled “It’s a Happy Factory,” the 
article describes the company’s bonus 
plan and its effects on cmployee 
morale 

The plan was launched in 1934 
shortly after the present management 
group took over control Bonuses 
since then have ranged from 5% to 
30% of wages, says Mr. Mermill, and 
productivity has clearly reflected the 
men’s reaction to the plan. In 1938, 
the bonus was cut, but because man 
agement kept the employees informed 
of company progress in periodic state 
ments, morale was not affected, he 
points out 

I'he firm has had no strikes or lay 
offs, Mr. Merrill states. He credits 
the bonus plan and other features of 
the company’s personnel policy with 
having a direct influence on profits 


Whitney Chain Opens 
New Atlanta Warehouse 


Whitney Chain Co. has opened a 
new warehouse and district headquar 
ters at 554 Deering Road, Atlanta 
Ga 

Completely air-conditioned the 
structure is of modem design and 
especially fitted for handling of power 
transmission products 

Whitney Chain had its Atlanta di 
trict office at the 800 Peachtree St 
Building for a number of vears. Glenn 
E.. Tinsley, district manager, will di 
rect both the office and warehouse at 
the new location 

Company officers said the warchous« 
enables the firm to keep pace with 
rapid Southeastern industrial growth 
by having complete stocks availabk 


Ajax Flexible Coupling 
Cites 25-Year Veterans 


Ajax Flexible Coupling Co. recently 
honored Wayne Belden, executive 
vice-president, and Arthur E. Jones 
president of Arthur E. Jones Co., Syra 
cuse and Buffalo, for 25 vears of asso 
ciation with Ajax 

William T. Belch, president and 
board chairman, presented both men 
with wrist watches at a compan 
dinner 

Mr. Jones has been an Ajax director 
since 1944. He has represented th 
firm in central and western New York 
for 25 vears 


PARKER VISES ©) 


America’s First Vise Maker 


HERE are your PROVEN Selling Points 


= im 
(Our Jaws GRIP) 


" SRTOOUSTERD) (CRRCESGO” 
(LIKE AGRIZZLY (OUR TOOL STEEL) /( 0K aTOUR 


Seen 
Our Hanoves 
STAY PUT./ | ee ‘x JANS COVER THE. = STEEL 


| a —— 

_ a) ENTIRE TOP OF BAR Su. 
| | Oe PINNED OW. \ THE VISE and ARE _— 
| THEY CAN RENEWABLE 
| NOT worx . — 
| \ Loose // 
| 


ouROwN \_ 
CASTINGS of \ 
PAR*O-METAL } 


Machinists @ Top Swivel Jaw 
Heavy Duty @ Double Swivel The Sales Policy is 


Combination Pipe @ Hinge Pipe : ‘ 
Sheet Metal Workers @ Filers 100% through Distributors 


Woodworkers @ Utility @ Small Anvil 


THE CHARLES PARKER CO. MERIDEN, CONN. 








CELEBRATING OUR 150th YEAR OF ROPE MAKING 1804-1954 


PATRONIZE YOUR DISTRIBUTOR 


Ask for the Rope With the Blue and Yellow Marker on 
All Fitler Brand Pure Manila Rope 


THE EDWIN H. FITLER CoO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
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A Vow ee 
SY, the Field 


SAMUEL 


BEARING CO. 


Now! A Reliable Source for 
a COMPLETE LINE of 


ROLLER BEARINGS 
& CAM FOLLOWERS 


Complete customer satisfaction and a reasonable profit are assured 
the Distributor who handles this fast selling line. An adequate and 
varied manufacturing schedule makes it possible for you to get those 
vitally needed replacements in ROLLER BEARINGS. 


THIS IS YOUR OPPORTUNITY TO 
GET THE TOP CAM-FOLLOWER LINE 


It’s unique—in a class by itself, but completely interchangeable with 
standard bearings. The SMITH CAM FOLLOWER has a Snap Ring 
that retains the roller in place. IT CANNOT SLIP OUT. The outer 
race with heavy wall, and full complement of rollers will resist excessive, 
intermittent shock loads far beyond the capacity of ordinary bushings 
or sleeve type bearings. 


REGULAR—TYPE CTA CAN BE MADE TO 


FIT THE NEED 
WITH ANY SIZE 

- se STUD REQUIRED 

‘ o* Because the flange that 


holds the roller is a part 
of the stud itself, the STUD 
DIAMETER can be made up 
to 100% greater in relation 
to the size of the roller as 
shown below. 


HEAVY DUTY 
TYPE HCS 





_ 








| 
Made | 
Exclusively . ts niche 
by 














“BEARING co. 


STATION ! P. O. BOX 1119 TRENTON, N. J. 











INDUSTRIAL DISTRIBUTION © FEBRUARY, 


William F. Rockwell 


D. F. Oltz 


Two New Sales Divisions 
Organized by Lufkin 

The Lufkin Rule Co. has set up two 
new regional sales divisions known as 


the East Central and West Central 
Divisions. These, together with the 


| New York and West Coast Divisions, 


divide the country into four sales 
arcas. 


William F. Rockwell, assistant sales 


manager at the company’s 


Thomas W. Wise 








Mich.., headquarters since 1945, will 
head the East Central Division. D. F. 
Oltz will manage the West Central. 

Mr. Rockweil, who joined Lufkin 
in 1934, has worked at both the New 
York office and at Pittsburgh, where 
he was district sales manager. He was 
assistant to the sales manager at Sag 
inaw from 1940 to 1945 

Mr. Oltz was at one time merchan 
dise manager of Marshall-Wells Co 
Duluth, Minn., distributor. He joined 
Lufkin in 1951. 

Thomas W. Wise has been named 
assistant to E. H. Meibever, Lufkin 
vice-president. He will help plan sales 
division operations and objectives 


Republic Steel Names 
Alloy Sales Manager 

Republic Steel Corp. has named 
Clyde E. Roberts as manager of sales 
for the company’s alloy steel division 

Moving up from assistant manager, 
he succeeds Martin H. Schmid, re 
tiring after 44 years’ service. He will 
direct all sales of the company’s alloy, 
Enduro stainless and titanium prod 
ucts, with headquarters at Massillon, 
Ohi 

Mr. Roberts joined Canton Sheet 
Steel Co., a predecessor firm, in 1920. 
He became assistant to the alloy sales 
manager when Republic was formed 
in 1930, and in 1936, assistant sales 
manager 

Mr. Schmid has beer with Re 
public, including precedessors, since 
1909. He has been master mechanic, 
engineer, and in later vears, a sales 
executive. He became sales manager 
of Republic’s alloy division in 1936 





TRIPLE SALES! 


aa tee a 


with Fairbanks’ 3 lines! 


Capitalize on the triple-your-sales combination of Fairbanks Valves, Fairbanks 
Casters and Rubber Tired Wheels and Fairbanks Trucks. By selling all three 
Fairbanks lines of products on every call to every customer, you make three calls 


in one, triple your sales, triple your profits. 


When you sell Fairbanks Bronze and Iron Body Valves you turn the same call into 
a double sale by selling Fairbanks Casters and Wheels, and into a triple sale by 
tying-in Fairbanks Two-Wheel and Platform Trucks. 





Fairbanks 








VALVES 


Complete line of Bronze and Iron Body 
Valves. Engineered, designed, and manu- 
factured to the highest standard of the 
industry. Insure trouble-free control of 
water, steam, gas, or oil. 














CASTERS, WHEELS 


Swivel and rigid casters. “ ‘Lockweld’ 
Steel Swivel Casters Without a King-pin”, 
with exclusive leg design. Rubber tired 
wheels for casters and trucks. 











SELLING POINTS 

t In are revicw 
ind ¢ W Montg 

Machinery Cx 











TRUCKS 


Two Wheel and Platform Hand Trucks of 
rugged construction, smoother operation. 
Fairbanks complete line includes lift jack 
platform trucks, all steel hand trucks, all 
wood trucks, and box or case dollies. 





YES! Triple sales, triple profits with Fairbanks’ 3 lines 


PLUS extra sales, extra profits with Dart Unions. 








Dart 
Unions: 


Dart, the best known quality union avail- 
able, sells quickly, easily with its excel- 
lent consumer acceptance. Gives you a 
fourth sale, fourth profit, as companion- 
ate item to Fairbanks lines. Features 
ground ball joint, two bronze seats, is 
leakproof and practically unbreakable 











THE Fairbanks COMPANY 


BRANCHES: NEW YORK 3 


PITTSBURGH 22 


* BOSTON 10 «+ ROME, GA. 
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Sell 


-NUPLA 


lucie 
the one soft-faced line 
serving all industry 


with interchangeable 


NUPLAFLEX tips 


SIMPLIFY — SAVE INVENTORY 


NUPLA hammers with their complete size 
and weight selection do the whole job 
easily interchangeable NUPLAFLEX TIPS in 
5 hardnesses meet all soft-faced pounding 
requirements replace rubber, rawhide, 
lead, plastic and all other lines of soft 
faced hammers 


HAVE TREMENDOUS ECONOMY APPEAL 


Super-durable NUPLA hammers have proved 
to outwear ordinary hammers 10-50 to 1 
and have played important roles in many 
cost reduction programs. Write for actual 
case histories 


THE CHOICE OF INDUSTRY 


Many users specify NUPLA with NUPLAFLEX 
TIPS, including General Motors, Chrysler, 
Allis-Chalmers, Ford, Lockheed, Westing- 
house, the Army, Navy and Air Force 


WORKERS PREFER THEM 


NUPLA hammers provide solid biows with 
no sting reduce fatigue. Also are safety 
tools non-chipping, no flying particles, 
sparkproof 


thdditional 4. 
TO THE TRADE 


NUPLA hammers offer excellent margins 
of profit at low selling expense...all in- 
dustry is a potential market... aggressive 
advertising presells the line. Complete 
Sales-engineering service to the user helps 
maintain satisfactory inventory turnover 

distribution on a selective basis only. 


Write for distributorship informatio 


se 
for every purpe 


A HAMMER y hammer 


t 
, purpose for eve 
_—_——— oi 


New Plastic Corporation 
1026 North Sycamore. Dept. No. 106 
Los Angeles 38, California 


Please send me the complete story on 
the NUPLA hammer profit line 


Name 
Street Address 
City Zone State 


270 


| H. K. Porter Co.., 


TWENTY-SEVEN YEARS” in the 
supply business is the record of Fred 
Kaltenbach, receiving clerk at Phillips 
& Easton Supply Co., Wichita, Kan 





Wellford to Moderate 
At Richmond Meeting 


Walker Wellford, Jr., president of 
J. E. Dilworth Co., Memphis, will 
serve as moderator at the second area 
meeting of North Carolina and Vir- 
ginia distributors Feb. 18 in Rich- 
mond. 


he sessions will open at 9:30 a.m. | 


in the John Marshall Hotel and will 
be followed by a luncheon. 

George W. Sydnor, of Smith-Court 
ney Co., Richmond, and Lloyd B. Mize, 
Industrial Supply Co., Richmond, co- 
chairmen of the meeting, have advised 
members who plan to spend the night 
to make reservations directly with the 
John Marshall Hotel. They also urged 
distributors to notify them if they plan 
to attend 

Seventeen firms were represented 
at the first meeting of the group at 
Greensboro last October. ““This is not 
an association meeting but an inde- 
pendent meeting of distributors in the 
area to discuss problems of mutual in- 
terest,” Mr. Sydnor stated. 


Alloy Metal Wire 
Elects Vice-President 
L. Lb. 


Garber, vice-president of 
has been elected a 
director, vice-president and _ general 
manager of H. K. Porter’s newly ac 
quired Alloy Metal Wire Co. Divi 
sion 

Mr. Garber, formerly general man 
ager of Porter's Hinderliter Tool Co 
Division, has been with the company 


four vears. He was previously with 


| Pittsburgh Screw & Bolt Corp., Cur 


| 
| 


| 


i 
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tiss- Wright Corp. and Tracy Mfg. Co 
In his new post he will direct all 
\lloy Metal Wire operations 


CUT-OFF and 
GRINDING 
WHEELS 


Unbreakable- Elastic - 

Longer Lasting even 

at highest speeds. 

Strong construction 

enables use on ma- 
chines running at surface speed of up to 
20,000 ft. per minute. Can be used universally 
for cutting and grinding of all factory materials 
including hard and soft metals. Standard sizes 
and grits. Cut-off wheels up to 20” dia., 
grinding wheels 7” and 9” dia. with depressed 
center. 


Cut-off Machines Running at 
Surface Speed of 16,000 to 
20,000 ft. per minute. 


Water and Oilproof Abrasive Cloth for Super 
Polish with Oil for Cylinders and Crankshafts. 
Also, Waterproof Abrasive Paper — Highest 
Flexibility, Sharpness and Durability. 
Distributorships open. 


Write for complete information today 


Phone Judson 6-1330 


CROWN ABRASIVE CO.. INC 


1841 Broadway. New York 23.N.Y 





CAR 
MOVERS 


for every railyard job 


Three types... 
Heavy-duty, POWER KING 
(two cars or more in one 
move). 

Average duty, No. 5 NEW 
BADGER (one or two cars 
per spot). 

To avoid low brake beams 
and other interferences, 
poovlar No. 9 BADGER 
NEVERSLIP covers al! jobs 
of spotting and shifting 
freight cars on side tracks. 
Have a good stock on hand. 


SAFETY HANDGUARD 


We have added a useful and 
necessary product to our fa- 
mous BADGER line — the 
SAFETY HANDGUARD. In- 
expensive — easy to attach to 
handie of ANY make of Car 
Mover. It eliminates accident 
hazards to operator, We are 
circularizing the trade — bet- 
ter stock them NOW! 


Advance Car Mover Co. Inc. 








FEBRUARY, 1954 


APPLETON, WISCONSIN 











St. Paul Manager 
Named by Worthington 


Worthington Corp. has appointed 
W. M. Fine, former manager of its 
Milwaukee branch, to head the com 
pany’s district office in St. Paul 

With the company since 1939, he 
was estimating engineer and general 
line salesman at Chicago before tak 
ing over the Milwaukee office in 1952 


Magnolia Metal Acquires 
Marion Brass & Bronze 


Magnolia Metal Co., Elizabeth, 
N. J., manufacturer of branded bearing 
metals, has acquired the Marion Brass 
& Bronze Foundry of Marion, Ohio 

(he purchase includes a foundry 
and machine shop. The Marion firm 
has specialized for the past 40 years 
on special dimension bronze bushings 
up to 18-in. outside diameter. It will 
be operated as a wholly owned sub 
sidiary of Magnolia Metal, and will 
be knewn as Marion Brass & Foundry, 
Inc 

Magnolia Metal was founded 67 
vears ago to make bearing bronze 
products. Its lines include die-cast 
bearing bronze in semi-finished bar 
stock form and large flange-shaped 
castings 


American Brake Shoe 
Buys Machinery Firm 


American Brake Shoe Co. has put 
chased the welding machinery busi 
ness of Leader Welding & Mfg. Co 
of Berkeley, Calif. 

lhe complete Leader line on 2uto 
matic equipment will be sold by the 
Welding Products Department of 
American Manganese Steel Division of 
the company and will be made avail 
ible to Amsco distributors, company 
officers said 

All of Leader's inventory and ma 
chinery used in welding equipment 
manufacture are involved in the sale 
Services of Turner G. Brashear, Leadet 
Co. partner, will be available to Amer 
ican Brake Shoe under a contract 


Wins Safety Award 


Owens-Coming Fiberglas Corp 
Santa Clara, Cal., plant was cited r 
cently for the best safety 
1952 


53 of anv major plant manufac 
turing mineral wool product 

placque was presented to Harok 
Boeschenstein, company  presiden 
P. L. Welsh, plant manager; an 
I R Kessler, vice president n gen 
eral manager of the Pacific Coast D 


ivision, by the National Mineral \ 
Association 


+ 








Mr. dealer: here’s the latest 
addition to Standard’s 


high speed 
rough and finish 


tool grinders 


for High Speed Steel 
and Carbide Tools 


TYPE 67 

PRICE: $497 
F.O.B.: CINTI., O. 
PROMPT DELIVERY 


Vani- Taal Standard’s leadership again offers 
: La : rn aA the user “ONE STEP FROM ROUGH 
(wheel) TO (micro) FINISH” belt. The wear resistant platen 
permits uniform micro finish of end, top and side clearance angles 


on single point tools without diamond wheel or highly skilled 
operators. Also available with abrasive belt attachment only. 





This combination grinder and belt finisher is the only versatile 
machine of its type available today. 


Write for complete information and 
Specifications—Bulletin VTF 





6” CARBIDE 
TOOL GRINDER 


Here's an ideal companion to 
the 67 for small grinding opera- 
trons. 

SUITABLE FOR DIAMOND WHEELS 





TYPE 66 Price $245 F.0.B. CINTI., O 


Slandeeday mh 
the OTH N DAR [ electrical tool co. 


MACHINE TOOLS 
2520 RIVER ROAD e@ CINCINNATI 4, @ OHIO 
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ELL 


WITH YOUR 


“SABES DEPARTMENT 
Sat Me 


L. B. Powers 


Southern Manager 
Named by Clemson 


Clemson Bros. has appointed L. B 
Powers as district sales manager for 
the area including Washington, D. C., 
Virginia, West Virginia, North Caro 
lina, South Carolina and parts of Ken- 
tucky and Tennessee, with headquar 
ters in Richmond. 

Mr. Powers has had 15 years’ experi 
ence in the industry. He will also 
represent Victor Saw Works, a Clem 
son affiliate, calling on industrial dis- 

S tributors and the wholesale hardware 
trade. 


‘ "" | United Supply Names 


| Two District Managers 
United Supply & Mfg. Co., Tulsa, 
| Okla., has named Loyd W. Moore 
7 | as district manager of the West Texas 
| and New Mexico division and Roger 
¥ B. Northrup as area manager of the 


same division. 
Also, Don Johnson has been ap- 
i pointed assistant district manager of 
stores for West Texas and New 
' Mexico. 
* | Mr. Moore, whose office is at 
| Hobbs, New Mexico, has been with 


You present your organization as a source of supply in its “best the firm 13 years. He recently headed 
the company’s north district. Mr 


dress” when you send out your CUNEO BUILT CATALOGS. You get ge Meper >: wqpetien 
top representation because your CUNEO BUILT CATALOGS fit n 1941. ‘ho iB cr ype re Soa _~ 
exactly into your sales picture. Your catalog dollars buy you every down end Midland. Texas. His head- 
catalog value . . . character, individuality, excellence in arrange- quarters will be in Dallas. Mr. John 
ment. You get expert compiling, printing, and binding. Buy CUNEO son will continue in his headquarters 
—it pays all the way. at Midland 

One of our catalog specialists will be glad to talk things over with you. Opens Houston Plant 








~ Write, wire, or phone BR ? Friedman Iron & Supply Co. re- 
P ad oadway 6-5340 cently opened a steel warehouse in 


—CATALOG DIVISION. Houston, Texas, in addition to its 
plants in Fort Worth and Shreveport, 


La 
Appoints Wichita Firm 


Rivett Lathe & Grinder, Inc., has 
named Ficke Engineering & Suppl 


239 EAST CHICAGO STREET = MILWAUKEE 1, WISCONSIN Se, Sai, of Secemeietee ic 
em GS 
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Ex-Cell-O Corp. Names 
Assistant Sales Head 
Jack L. Mustard has bees 


issistant general sales manag 
Industrial Division of Ex-Ce 
With the firm’s sales organi 

since 1936, he was recently assistant 
sales manager for Precision Products 
He will act as general assistant to the 
vice-president—industrial sal work 
ing with local and field representa 
tiv 


Heads Canadian Subsidiary 


Ex-Cell-O Corp. of Canada, newly 
ganized subsidiary f Ex-Cell-O 
Corp., has ippointed John Gilchrist a 
managing director 

Born in Scotland, Mr. Gilchrist 
came to Canada in 1924 and has since 
been a chief engineer for an industrial 
frm and president of a power 
concer 

Ex-Cell-O of Canada employs 150 at 
its new plant in London, Ont. Facili 
ties are being enlarged and officers sa‘ 
sufhcient stocks of standard drill jig 
bushings have been built up to take 
care of normal needs of Canadian cu 
tomers. The plant has grinding, bor 
ing mill and foundry facilitic It 
lines will be broadened in the ne 
future to include other Ex-Cell-O 
products, it was announced 


Picture Wins Award 


\ full-color photograph of five bla 
furnaces of Jones & Laughlin Ste 
Corp.'s Aliquippa, Pa., Works won a 
merit award im a recent advert 
art competition staged by the Art 
Director's Club of Chicag« Taken 
by Art d’Arazien, of New York, the 
picture was one of a series document 
ing Jones & Laughlin’s new produc 
tion facilities 





STAR SALESMAN at Indust 
ply Cx Denver ( lo 1 \ 
CL,oe be Sr 


MODEL M11-24 
Contractors 
Wheelbarrows 


SELF-LUBRICATING 


WHEEL BEARINGS 


It’s new . . . revolutionary! Now you can buy your 
favorite Jackson Contractors Wheelbarrows with lifetime 
self-lubricating wheel bearings! Yes, you can count on 
Jackson to bring you the latest, most outstanding improve- 
ments. This highly porous wheel bearing—a product of 
powder metal processing—is impregnated with lubricant 
so that you have a long-term reservoir of oil. Heat expands 
the oil and brings it to the bearing surface, as needed. 
This unique Jackson feature gives you the advantages of 
lower price, longer wear, better performance and, of course, 
eliminates lubricating. For your next job, specify 
Jackson barrows with self-lubricating bearings! Model 
M11-24B (Roller Bearing) still available. 


JACKSON ---0+0+00+0+--<QD- 


MANUFACTURING COMPANY e HARRISBURG, PENNA. 


! . . 
‘Oldest and largest wheelbarrdw maker in America 
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thig 
man 
has 


in his veins ! 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 

So this is to tell several million more Americans 
that their blood is needed—now! 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 
Forces or Community Blood Donor Center. 























BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 





If you can answer “yes’’ to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM- 
PLOYEES TIME OFF TO MAKE 
BLCOD DONATIONS? 

HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 

DO YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 
COMPANY? 

HAVE YOU ARRANGED TO HAVE 
A BLOODMOBILE MAKE REGU- 
LAR VISITS? 


HAS YOUR MANAGEMENT EN- 

DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 
HAVE YOU INFORMED EM- 
PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION? 
WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 
HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 


HAVE YOU SET UP A LIST OF 
VOLUNTEERS SO THAT EFFI- 
CIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 
Remember, as long as a single pint of blocd may mean the difference 
between life and death for any American . . the need for blood is urgent! 
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One hour and you’re on your way. 


IVE 
D 


.. give it again and again 
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Parker Appliance 
Forms New Division 


Parker Appliance Co. has estab- 
lished a new Industrial Hydraulics Di- 
vision headed by Kenneth E. Jenkins, 
who jomed the firm recently from 
Vickers, Inc 

D. W. Holmes, vice-president, said 
Parker is expanding in the field of 
fluid and hydraulic system components 
for machine tools and mobile equip 
ment 

lhe new division will be supervised 
from the home office in Cleveland 

Mr. Jenkins has had 16 years’ ex 
perience in hydraulics. Before join 
ing Vickers, where he held both sales 
and executive posts, he studied at the 
College of Applied Science and Law 
rence Tech 


Sales Engineers Named 


The Parker Appliance Co. has ap 
pointed Keith R. Detrich to th 
newly created post of sales engineet 
for Kansas and western Missouri and 
Herbert H. Walley, Jr., as industrial 
sales engineer for Boston and 
New England 

Mr. Detrich will work with P 
Walker, Parker Midwestern 
sentative. Born and educated in Kan 
sas (Kansas State Teachers College 
and Wichita University he has 
worked for Boeing Aircraft Co., Ai 
Associates Inc., Standard Products 
Inc., and Montgomery Ward Co. He 
belongs to the Wichita Purchasing 
Agents Association. 

Mr. Walley will work with H. A 
Ludlum, New York-New England 
representative for Parker. A Harvard 
University graduate, he studied hy 
draulics at Massachusetts Institute of 
Technology. He is an industrial con 
sultant for the Society of Automotive 
Engineers and has been chief engi 
neer for several New England firms 


Ippe 


To Handle Parker Line 


Sterling Packing & Gasket Co 
Houston, Texas, will represent Parker 
Appliance Co. for O-Rings M. I 
Sheehan, Parker representative it 
Texas and the Southwest, will 


Names Vice-President 


Clark Equipment Co. h 
Clarence E. Killebrew, forn 
wer of marketing and 
ompany’s Construction M 
Division, as vice-president of tl 
He resigned as generz! sal 
of The Frank G. Hough ( 
Clark in 1952 


WHEN YOU SELL 


COOPER ALLOY 


VALVES 


= 


A 


’ j 
i | 
A) 


YOU'RE SELLING 


uence 


I, every corner of the 


i) globe and in every industry 
¢] STAINLESS STEEL where corrosion is a problem 


Cooper Alloy Stainless Steel 
valves, fittings, and accessories 
have built a reputation for 
quality and service. 


STAINLESS STEEL 
FITTINGS Our thirty years of leader- 


gy} 


ship is your ticket to sales. When 
you sell Cooper Alloy you're 


STAINLESS STEEL selling EXPERIENCE, KNOW-HOW 
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and RELIABILITY that can’t 
be matched anywhere. 


COOPER ALLOY 


THE COOPER ALLOY FOUNDRY CO. « HILLSIDE, N.J 
Les Angeles. Soe Francisce Oahlend, Houston, Chicuge, Detrort, Phvladeighes, Harttard 
Leading producers of STAINLESS STEEL vaives, fittings and castings 
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sTAIMLess sree 

/ / : a> »” oil 

pour OFF THE SHELF 
a 


at 


sraimcess STEEL 


pasTeinas 


* Special Screw 
Machine Products 

* Screwed fittings 
( 316 an 

18-8), nipples, 


Screws 


AN WASHERS 
Studs, Standard welding spuds 
and Special and vaives. 
* Titanium Bolts Now Available; 
Star Stainiess Screws have 
CLEAN, BRIGHT—AND—SHINY 
HEADS 


Inquiries invited 
STAINLESS SCREW CO. 


Qo (oe So 


230 Union Avenue - Paterson 2, N. J. 
Direct NEW YORK Telephone: 
Wisconsin 7-904) 


ARmory 4-1240 





Two Engineers Named to Norton Sales Force 


Jack M. Esten 


Norton Co. has appointed two re- 
cent graduates of its sales training 
course to the sales force. 

Jack M. Esten, named abrasive en- 
gineer, will be responsible for the terri- 
tory including the Carolinas, Virginia 
and part of Tennessee. Robert C. 
Divoll, field engineer, will work out of 
the Pittsburgh office. 

Mr. Esten was previously a foreman 
in John A. Roebling’s Sons Wire Mills 
Division. Mr. Divoll joined Norton 
after Army service. 





DIAMOND 


Diamalloy TOOLS for Industry 
are FINEST QUALITY 


Featherweight Adjustable Wrench 


Diamalloy tools are made from special 
analysis alloy steel to give years of 
service under the most severe condi 
tions. Each tool is fully chrome pleted 
and precision built to exacting specifi 
cations 


SEE YOUR JOBBER OR WRITE FOR CATALOG 


DIAMOND CALK HORSESHOE CO. 


4600 GRAND AVENUE 


“There is Nothing Finer than a Diamond” 


Combination Pliers 
Tinner Snips 
Long Nose Pliers 


Diagonal Cutters 
Cutting Nippers 
Needle Nose Pliers 


Groove Joint Pliers 


Combination Pliers 


DULUTH, MINNESOTA 
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M. B. Beach to Head 
Flexible Steel Lacing 


Milton B. Beach has been elected 
president of Flexible Steel Lacing Co., 
Chicago. He succeeds his brother, 
the late H. J. Beach. 

For the last 22 years, Mr. Beach has 
been vice president in charge of pro 
duction. He has also supervised engi- 
neering, design and research on metal 
fasteners for conveyor and transmis 


sion belts. 


Covers Southern Area 


Flexible Steel Lacing has appointed 
Vertner S. Kenerson as representative 
in the Carolinas, Virginia and East 
Tennessee, covering part of the area 
formerly handled by Austin Webster 
who retired last year. 

Mr. Kenerson, a Cornell University 
graduate, has more than 13 years’ ex 
perience in the industry. 





CASTERS are stidied by O'Dell | 
Hackier and Albert W. Stanford. of 
Con-Tex Industrial Supply Co., C 
lumbus, Ga 








Hewitt-Robins Names 
Division Sales Head 


Hewitt-Robins, Inc., has appointed 
F. L. Griffith, Jr., to the newly cre 
ited post of general sales manager of 
its rubber and conveyors divisions 

Formely assistant to the general 
manager of the industrial rubber and 
conveyors divisions, he joined the 
company in 1949 as a methods super- 
visor. Later he supervised the firm’s 
conveyor division plant at Passaic, 
N 

F’. W. Blanchard has been named 
to the newly created post of manager 
of operations of the company s indus 
trial rubber division in Buffalo, N. Y. 


Opens Houston Branch 


Hewitt-Robins Inc. has opened a 
new maintenance center in Houston 
to repair and service rotary drilling 
hose for oil well rigs. 

The department will be part of the 
company’s South Central headquar 
ters at 5711 Navigation Blvd. It will 
be equipped with a steam vulcanizer, 
building machine and testing equip 
ment 
Takes British Affiliate 

Hewitt-Robins has concluded an 
iwreement with Greengate & Irwell 
Manchester, England, for the British 
firm to manufacture certain types of 
onveyor belting and other products 
to Hewitt-Robins specification 


Stratton-Baldwin 
Elects President 


P. Warren Stratton has been electec 
president of Stratton-Baldwin, In 
New Orleans. succeeding ]. Herman 
Hitt, who has retired after 53 ve 
n the industry. 

Mr. Stratton joined the company, 
then A. Baldwin Co., 15 years ago and 
1 few years later was made executive 
ice-president and general manager 
The firm at that time changed it 
name to Stratton-Baldwin A native 
of Memphis, he attended the Uni 
versity of Virginia, later entering the 
hardware business in Memphis with 
his father, the late Leslie M. Stratton, 
ST 

Mr. Hitt came t New Orle 
from Nashville and joined St 
Baldwin in 1927 as vice-presid 
has been president since ] 


Takes Yale Sales Post 


Yale Materials Handling D 
The Yale & Towne Mfg ( 
pointed Philip R. Van Duy: 
sales manager for lift trucks at t 


York branch office 


[ge] by.) Ge 
BEST 
BUY! 


MODEL J 
(Wet or Dry Models) 
Cuts 10” Rounds, 18” Flats 


It's BIG, It's RUGGED 
It's MADE RIGHT 


and the Price is Surprisingly Low. For 
Better Value Choose A JOHNSON SAW 


Sign Your Name and Address fo this ad and 
return it for CATALOG and FULL DETAILS 


JOHNSON MANUFACTURING CORP 


ALBION, MICHIGAN 
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IN COMPILING . 


MODERN INDUSTRIAL 
_ SUPPLY CATALOGS 


WITH SPECIAL 
FEATURES 


® All prices of tools made of High Speed Steel printed 
in RED, Carbide prices in GREEN. 


® Action illustrations demonstrate the use of many 
products. 


® Manufacturers’ trade marks are reproduced in the 
headings of well-known brands. 


©The pages are made up into two columns with a 
dividing line making a more effective presentation. 


Included in our list of customers are many of the na- 
tion’s leading distributors. Good will of our customers 
is indicated by their repeat orders to us. 


We are Specialists in the compiling of Industrial Mill 
Supply catalogs as our activities are confined to the 
Industrial Supply Trade. 


The complete story of our method of producing mod- 
ern and up-to-date Industrial Mill Supply catalogs .. . 
will be sent to you upon request. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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NO.19 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY * 


SINCE 188O WORLD'S GREATEST TOOLMAKERS ~* 


STARRETT Satin Chrome* MICROMETERS 


*Pioneered and Developed By 
The L. S. Starrett Company 


w Starrett Friction Thimble 

combine both friction éontr 
in a micrometer designed 
iand use. Demonstrate how 
| friction control mechanism 
nto the upper portion of the 
the friction control ‘‘right 
thumb for fast, accurate 
repetitiy easuring. Show how the 
lower tion of the thimble is integral 
indle with location and large 
right for quick control and 

on critical measurements 

n Chrome Micrometers of 
package of new sales fea- 
echanic or tool buyer can 
Friction Thimble feature 
and 12 other big Starrett 
nm the deal you just Cant 


micrometer sales. 


STARRETT Micrometer No. 23!-F Range 0-1" by 
1”, Friction Thimbies also avoilable 
in other sizes and styles 


oY as ee 


1. ONE-PIECE SPINDLE — Extra rigid integral 
construction for long, accurate life 

2. REPLACEABLE, ADJUSTABLE SLEEVE — 
Can be replaced if damaged or worn 

3. EXTRA HARD THREADS — Special high 
carbon steel gives harder threads which ore 
hardened, stabilized and ground from the solid. 
4. HI-MICRO MIRROR LAPPED FINISH — On 
faces of anvil and spindle. Also available with 
carbide faces at slight additional cost 

5. NO-GLARE SATIN CHROME FINISH — On 
thimble and sleeve of all micrometers, also on 
frame of all full finish micrometers. No glore, no 
squint, no eye strain. Resists stains, corrosion and 
weor 

6. TAPERED FRAME — Permits measurements in 
narrow slots and tight places. Standard on all full 
finish outside micrometers 


7. RIGID, ONE-PIECE FRAME — Barre! is in- 
tegral with frame for maximum rigidity, accuracy 
and long life 

8. EASY TO READ — Large diameter thimble 
and sleeve with distinct black figures and graduc 
tions against satin chrome finish. Easy to read 
under any illumination. 

9. QUICK READING FIGURES — Every grod- 
vation numbered for quick, positive identifica- 
thon 

10. CONVENIENT DECIMAL EQUIVALENTS 
— of Bths, 1 é6ths, 32nds and 64ths on frame or 
thimble of all micrometers. 

11. QUICK, EASY ADJUSTMENT — Only two 
sinple adjustments maintain Starrett accuracy 
12. LOCK NUT — Permits locking of spindle at 
any reading. Available at slight additional cost. 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S 


STARRETT PRECISION eee 


Mechanics’ Hand 
Measuring Toots 
and Precision tt 
jastruments - Dial 
ndicators - Steel Ta 

pes - Pi 
Flat Stock ~~ . Buy through ae Ground 


Distributor, 


“WHERE TH new = 


STARRETT HACK AND BAND SAWS 


HACKSAWS «- all 

types, hand and 

power sizes 
BAND SAWS - for cutting metal, wood, plas- 
tics - in coils or cut to length and welded. BAND 
KNIVES - for cutting soft or fibrous materials - - - 
Buy through your Distributor. 


“WHERE TO BUY THEM” 
DOE JOHN SUPPLY CO 


123 Main SH erwin 1-0000 








Steer More Business 
Your Way with Classified 
Phone Book Listings 


Let the public know you stock and sell 
Starrett Tools. Identify yourself as a 


Starrett Distributor in the “yellow 
pages’ of the telephone directory. Ask 
your Telephone Company representa 
tive to list your name, address and tele 
phone number under the Starrett trade 
mark headings. You pay only for your 
listings a small charge added to your 
monthly phone bill. This new Starrett 
service for distributors is available in 
directories serving the larger industrial 


centers. Look into it 





Just a minute, sir...| haven't finished de- 
scribing the twelve big Storret: features 

















Here's a Sling Chain that You Can Sell 


@ These pictures show only two applications of an 
AMERICAN 125 Endweldur alloy ACCO Registered 
Sling Chain with ACCO series 80 Sling Hooks. The 
2 legs are long enough for use with various length 
plates. They can also be used in a double-basket 
hitch for lifting two or more plates together. 

The big advantage your customer has in using this 
AMERICAN Chain is in the small diameter, light 
weight, and great strength of the tough alloy chain, 
and in the short links which make the chain so flex- 
ible and easy to rig. You see that in the right hand 
picture above. 


co 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Write to our York, Pa., office today for full information 


Inside the plant this same sling chain is used in a wide 
variety of lifts on castings, housings, and finished ma 
chines. It has become sort of a “‘jack-of-all-trades.”’ 
AMERICAN makes sling chains with ACCO grab, 
sling, foundry, and special hooks so you can take care 
of all your customers’ sling chain needs. Note (above) 
the two ACCO Registered Sling Chains on the plate 
grabs. The ACCO Sling Chain 
Catalog DH-314 will make 
it easy for you to sell 
America’s finest chain 
slings... AMERICAN. 


American 
Chain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





